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The Great Cullinan Diamond (Below) and Some of the Diamonds Cut from It 
(See Text on Page 53) 
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This full page on Westminster 
will appear in the August 15th 
Saturday Evening Post 
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TEA SPOON 
Sia for $3.50 





In the Westminster Pattern 
When the wew WESTMINSTER cratic’mark of the Gorham name. 
PATTERN was recently introduced it Your jeweler will gladly show you 
found instant favor, especially for Westminster and other distinguished 
wedding gifts. Graceful, charmingly Gorham- ery productions .in flat 
designed, each piece bears that aristo- ware, tea and dinner SErvices. 


GORHAM 





TEA SET Warer 22 in. long with ; 
3 Pieces $85 oval cur in handles $50 ° NEW YORK PROVIDENCE | 


cAMERICA’S . LEADING . SILVERSMITHS « FOR .. OVER, :--90 ; YEARS — 
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Great Diamonds of the World 











Some Facts About the Largest and Most Famous Gems, with 
Illustrations from Photographs Made from Glass 
Models of the Originals. 














EGARDED by people the world over as 

the “King of Gems,” the diamond has 
held its place of high esteem almost as far 
back as history goes and today, more than 
ever before, is used as the chief setting in 
fine articles of adornment. With the pass- 
ing of the years the desire to own fine dia- 
monds has increased and the young woman 
who does not have a diamond engagement 
ring considers herself less fortunate than her 
sisters. With this increasing desire to pos- 
sess have come advances in the price of 
fine stones, brought about by a careful con- 
trol of the output of the diamond mines, 
but despite the increased cost from the mines 
to the public the demand continues from year 
to year in ever increasing ratio. 

The interest shown by the public in dia- 
monds makes it necessary that jewelers have 
a well founded knowledge of the industry 
and this should include the histories of at 
least some of the world’s famous diamonds. 
It is with that object in view that the pres- 
ent series of articles are presented to the 
jewelry trade. Much of the history of the 
celebrated diamonds is founded upon tradi- 
tion but at least the salient facts, so far as 
the records give them, are available and 
should be a part of every jeweler’s knowl- 
edge of the diamond industry. 


The Cullinan 

The Cullinan Diamond, sometimes called 
“The Star of Africa,” is the largest of any 
diamond thus far found. It came to light 
at the Premier Mine, Pretoria in the Trans- 
vaal, on Jan. 25, 1905. It was first called 
the Cullinan after Sir T. M. Cullinan, chair- 
man of the Premier Diamond Mine of the 
Transvaal Co., but has since by the desire 
of King George V. received the name of 
“The Star of Africa.’ The rough stone 
weighed 3,02534 carats. Its greatest length 
in the rough shape was 102 millimetres, 
height 64 millimetres, and width 51 milli- 
metres. It is completely flat on one side 
as if it were a cleaved surface, while on 
the other side the stone had four defined 
crystal surfaces. 

When one takes into consideration that 
until the Cullinan was found, the Excelsior, 
found in 1893, was the largest rough dia- 
mond and only weighed 97134 carats, one 
can form an idea of the exceptional dimen- 
sions of this wonderful stone. 

Captain Wells, one of the supervisors of 
the mine, while making his early morning 


round, saw something shine in one of the 
walls of the mine. He recognized a diamond 
of unknown size but was not able to dislodge 
it as it was firmly imbedded in the blue 
ground, but after many hours of hard work 
he succeeded at last in loosening the stone. 

Although this find was a tremendous ad- 
vantage to the company (the stone was 
valued at several million dollars), everybody 
was not equally happy about it being found, 
because who would feel inclined to lock up 
such capital in an article of luxury, while 
evidently it was impossible to carry a jewel 
of six ounces in weight in an earring, brooch 
or tiara. Also, one was uneasy that if more 
such diamonds should be found the value of 
diamonds would decrease considerably, and 
this, especially in view of the fact that the 
Premier Mine from September, 1903, until 
June, 1905, produced 22 diamonds, each more 
than 100 carats; namely, four of more than 
300 carats, two from 200 to 300 carats and 
16 from 100 to 200 carats. Time has since 
shown that this fear was unfounded. 

In regard to the difficulty of disposing of 
this stone, a solution presented itself in the 
vear 1907. The South African Government 
wanted to give a sign of loyalty to their 
new sovereign so they bought the stone for 
150,000 pounds and offered it to King Ed- 
ward of England as a present. After con- 
sultation with the London diamond firm of 
M. J. Levy & Nephews, King Edward de- 
cided to entrust the polishing of the Cullinan 
to the well known firm of Asscher Co. in 
Amsterdam, so that the stone could be pol- 
ished in the model factory of this firm. 

The Cullinan was cleaved Feb. 10, 1908, 
by the oldest member of the firm of Asscher 
and was polished by the very able diamond 
polisher, Henri Koe. 

Prof. G. A. Molengraaff, of the Technical 
University at Delft, when requested to do 
so by the directors of the Premier Mines, 
made the following statement about this 
marvelous stone: 

“This gigantic diamond is part of a much 
larger stone whose original shape can only be 
guessed at. Four pieces must have broken off 
of the original stone through natural cleav- 
age. Each of these pieces must have been 
of large dimensions. In consequence, the 
remaining stone only shows a part of the 
natural crystal surfaces which a_ perfect 
crystal displays. The greatest part of the 
outside skin is formed of cleaved surfaces. 


The stone is completely transparent and 
colorless. Its transparency can best be com- 
pared with that of clear ice, or with the 
clarity of the mineral known as hyalite, a 
variety of opal and which consists almost 
completely of silicate. 

“It is true that the Cullinan contains a 
few imperfections in the form of grains, 
besides a few inner splits of a fragmentary 
character (glass), but their position is of 
such a kind that they do not impair the value 
of the stone to any extent. At any rate, the 
Cullinan is the purest of any known large 
diamond. The question has been put if there 
is a chance of the pieces broken off by nat- 
ural cleavage, also being found. This possi- 
bility, of course, is not excluded.” 

The Cullinan was entrusted to Joseph 
Asscher of Amsterdam for cutting on Jan. 
23, 1908, three years after its discovery. 
On Feb. 10, it was cleaved into two parts 
weighing respectively 19771%4 and 1040% 
carats, from which the two largest stones 
have been cut, one being a drop brilliant 
in shape weighing 516% carats and the 
other a square brilliant weighing 309-3/16 
The first has been placed in a scep- 
the second in the crown of the 
3ritish regalia. Besides these there are a 
pendeloque weighing 92 carats, a square 
shaped brilliant weighing 62, a heart shaped 
stone 1834, two marquises, 8-9/16 and 11%, 
an oblong stone, 65%, a pendeloque, 4-9/32, 
and 96 small brilliants weighing altogether 
73% carats. The total of the cut stones 
amounts to 1,036-5/32 carats. The largest 
stone has 74 and the second 66 facets. 

(To be continued) 
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Fascination of Old American Silver 
664\LD silver plate is the most fascinating 

perhaps, of all the products of early 
American craftsmanship. Quite apart from 
the intrinsic beauty and grace of the various 
objects themselves and their value as treas- 
ured heirlooms, as most of them are, there 
is attached to them a wealth of historic 
association on account of the silversmiths 
who made them and the part these worthy 
craftsmen played in the affairs of their day 
and generation. Thus, indeed, our early 
plate not only represents the cunning handi- 
work of skillful artists of whom any age 
and country might well be proud—there was 
nothing primitive about the character of old 
American silver as there was about some 
of our first essays in other fields—but it 
also represents the ‘personalities of men who 
gave to the country the best they possessed 
in the form of service to Church and State 
and thereby assisted in the gradual mould- 
ing and welding together of the various in- 
tegral units of Colonial life into the great 
Republic of which we are so proud and 
whose traditions we hold so dear.”—Eber- 
lein in “Early American Arts and Crafts.” 
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“Animal” Jewelry the Paris Vogue for Use at Seaside and 
Mountain Resorts by Both Men and Women 














Perhaps the most remarkable of all 
yogues this Summer is for “animal” jewelry, 
which is being bought eagerly for seaside 
and mountain. In countries like France, 
where hunting, shooting and fishing are na- 
tional pastimes, jewelers make a_ specialty 
of turning out a certain number of new de- 
signs every Summer and Autumn for people 
jnterested in those sports. Not only have 
the men to be catered to, but the whole 
house-party that may or may not be engaged 
in fishing all day long, walking out with the 
guns, or in wild-boar hunting, for there is 
still a considerable amouzit of boar hunting 
in the Ardennes, in Normandy and other 
parts of France today. 

For men’s wear, tiepins with the head of 
a boar, a retriever, a wild duck, a trout that 
has already taken the hook, all more or less 
true to nature, are the regulation wear. 
Some years the patterns are very much con- 
ventionalized ; this year they are very true to 
nature, it being an “animal year” par ex- 
cellence. The same thing holds true of rings, 
with some small anitnal, design, a snake 
twisted around the hoop, a lizard, naturally 
only indicated, or sometimes’ the form only 
seen in bas-relief, in the thickness of the 
gold or silver; for, whereas one hunting or- 
nament will be seen in gold, half a dozen 
will be carried out in silver, which is re- 
garded as a much more appropriate material 
for ornaments used on such purely sporting 
occasions. 

x * * 

Card and cigarette cases for men are now 
ornamented with animals’ heads. Some- 
times there is merely an engraving; some- 
times the head is depicted in high relief or 
in low relief, the latter being the most ef- 
fective. Carried out either in gold or silver, 
in gold with crimson enamel, or silver and 
the popular royal blue enamel, these cases 
are very effective. Gold with crimson en- 
amel bands is also used with great success. 
Some of the gold and enamel cases have the 
miniature of a favorite dog depicted on the 
enamel front. These cigarette or card cases 
are naturally done to order, a painter being 
engaged to paint in the dog after a portrait 
as a general thing. This makes a very nice 
present for a host from a guest, for instance, 
especially when it is a surprise, no one hav- 
ing known that a snap-shot of the dog had 
been taken. 

* * 
_For house-parties, in chateau, at the sea- 
side and in the country generally, men ‘are 
Wearing very ornate jewelry this year. In 
a fashionable casino on the French coast, a 
man dressed in the latest mode was wearing 
a slender, short gold watch chain with tiny 
pearls, threaded at intervals of about an inch. 
Another was seen with a platinum watch 
chain, also with tiny pearls set at intervals. 
Ornate watch chains made of twisted links 
of green gold, or of green and red gold 
twisted are seen. Rings for the fourth fin- 
ger, with large rubies, emeralds or pearls, 
are also worn. The ring, in gold of course, 
Is very thick, to take the large solitaire, 
which must be of a certain value, otherwise 


it would border on the vulgar. A ruby with 
a vivid fire, an opal—opals are coming in 
very fast again—a sapphire, a single grey 
pearl, these are the favorite stones for rings. 

Grey pearls are seen for tiepins, with cuff- 
links to match, while a single opal makes a 
favorite tiepin. Here again the opal is a 
great favorite, being of the popular opaque 
type of stone that is gradually taking the 
place of the brilliant, shining type of gem. 

* * Ok 

While masculine jewelry always follows 
certain conventional lines, women’s “animal” 
jewelry is less standardized. Brooches with 
the head of a dog, a cat or other animal, 
encased in a thickness of glass, are seen, the 
whole set in a gold rim, the head of the 
animal is modeled, in enamel or some simi- 
lar substance, in high relief. It is mirrored 
in the thickness of the glass and reflected 
again and again. In fact, it is difficult to 
get a square look at the model. At present 
cats and dogs appear to be chief favorites 
for this class of jewelry. Pendants are also 
made with a centerpiece of this kind, and 
very effective they are. Both brooches and 
pendants are worn large, as this allows for 
a fairly large model being chosen, thus get- 
ting something very lifelike. Every detail, 
the dog’s expression, for instance; the cat’s 
eyes, with their peculiarity, are rendered 
faithfully, portraits of pet animals often he- 
ing thus perpetuated. 

* * * 

Animals and insects in silver. mounted on 
long-shaped brooches, are very much worn. 
The pin is quite plain. Th» '1zard or sake 
is curled around it. As a rule, the urnament 
is kept on a very small scale and from a 
distance cannot be distinguished from the pin, 
around which it has wrapped ‘itself. It is 
often only the tiny emeralds, pin-point eyes, 
that attract attention to the animal at all. 
The same design is used for bracelets, the 
simple, silver hoop being decorated with a 
silver ornament, generally highly conven- 
tionalized, the eyes again being the only in- 
dication that it is intended to represent an 
animal. Rings in silver, but beautifully 
wrought, the workmanship bringing up the 
price almost to that of a gold ring, are also 
seen with similar designs. 

" * aa 

Quite distinct from this type of jewelry 
is the single insect or animal, worn on some 
part of the gown, as an ornament pure and 
simple. Huge grasshoppers, spiders, various 
types of beetles, lizards—lizards for some 
reason or other are very popular this year— 
tiny frogs are carried out in a light shade of 
silver. Life size, their long, straggling legs, 
suggestive of the real, genuine thing are very 
effective but hardly beautiful. An ornament 
of this kind with pin-point jewels as eyes, is 
worn fastened to the left side of the gown, 
just below the shoulder. There is a great 
vogue for wearing ornaments on the breast, 
where a decoration would otherwise be 
placed, but where it has no raison d’etre at 
all, excepting as an ornament pure and sim- 
ple. Wonderfully modeled, these ornaments 
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will have a great vogue at the seaside, rather 
than in Paris itself, and they are being 
eagerly purchased by people leaving the city, 
which empties at this time of year very 
rapidly. 








Repairing Antiques 


ADHESIVES are the essential in repair- 

ing antiques. The best enumeration 
of those most useful comes from Prof. A. 
Lucas, in his “Antiques; Their Restoration 
and Preservation” (E:uward Arnold & Co., 
London, 1924). He aficrds the amateur and 
professional collector information of which 
the following is an abstract. 

Glue. This old impure gelatin preparation 
from animal bones, skins, cartilage or ten- 
dons, but also from fish, is a most reliable 
adhesive, especially for wood. It is found 
in use by the ancient Egyptians on objects 
over 3,000 years old and still in good con- 
dition. Only the best quality, light in color 
and free as possible from smell should be 
employed. In use it should be very thin, 
about the consistency of golden syrup but 
not watery. Thick or tepid glue should 
never be used; it must be used hot. 

Casein Adhesive. This is a milk protein 
and in preparation it is precipitated with 
salts, dried, ground and mixed with small 
proportions of carbonate of soda, fluoride 
of sodium and slaked lime. It is often called 
“cold water glue,” and sold in powder form 
requiring only mixing for use. It is about 
equal to the best glue in adhesive properties. 

Celluloid cement is celluloid dissolved in 
an appropriate solvent, such as amyl acetate 
or in aceton or a mixture of the two. The 
celluloid is rasped or cut into small frag- 
ments, put into a bottle, which is filled with 
the solvent and left overnight. Sufficient 
celluloid should be used to make a syrupy 
solution; this is assured if some remains un- 
dissolved at bottom of the bottle. In use, 
pour some into a small dish or saucer, leav- 
ing it exposed to evaporate to the right con- 
sistency. A cement of this nature is on 
the market in tubes ready for use. Cellu- 
loid cement is waterproof and is adapted 
for use in repairing faience, glass, inlay, 
pottery and small stones, even metals. 

Plaster of Paris. This is employed for 
repairing large pottery or stone objects. 
Only the best quality plaster should be used. 
Its durability is increased if treated repeat- 
edly when dry with a dilute solution of 
celluloid or of cellulose acetate. This also 
gives a slightly polished appearance to the 
surface, which, after such treatment, may 
even be cleansed with a damp sponge with- 
out damage. Plaster of Paris cement may 
be surfaced also with very hot paraffin wax 
or stearine, then polishing with French chalk 
or cotton. 








Fred J. Boyer, who has been credit man- 
ager for the Heil-McClimans jewelry store, 
Decatur, Ill., for the past last five years, has 
been advanced to store manager. He suc- 
ceeds R. H. Heil, who has disposed of his 
interests in the business and is now con- 
nected with the Vacuum Oil Co. The 
Decatur store is one of a chain of five 
operated in Davenport, Peoria, Danville and 
Chicago. Business policies will be un- 
changed but some local improvements are 
contemplated. 
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The News from England 








Big Shipment of Clocks and Watches Rushed to England to Avoid McKenna 
Duties—Vogue for Chin Straps—Jeweled Heels for Dress Shoes— 
Gems Flash at Court Functions at Buckingham Palace— 
Automobile Bandits Thwarted by Chained Jewel 
Case—Jewelry Traveler Robbed 

















Lonpon, July 5—The McKenna duties 
reimposed by the present government and 
affecting the importation of foreign-made 
clocks, watches, musical instruments, auto- 
mobiles and the like took effect this week. 
From now on imported watches, clocks and 
component parts will have to pay the duty 
of 33 1/3 per cent. A last-minute rush to 
get goods landed here before the reimposed 
duties went into effect July 1 resulted in an 
enormous amount of dumping, importers 
here having placed substantial orders for de- 
livery up to July 1 thereby saving consider- 
ably on the new tariff. The last minute rush 
of those goods covered by the McKenna 
duties entailed the use of every mode of 
transport from aeroplane down to ordinary 
ship and train ferry. The Customs House 
at Croydon, the London air station, is stacked 
from floor to ceiling with dumped goods. 
One aeroplane from Switzerland carried a 
big consignment of gold watches. The Har- 
wich-Zeebrugge train ferry service has not 
been so busy in years, it is reported. 

x *k * 

The newest clocks are in the fashionable 
square shape and thin and flat, with no case, 
but with enormous figures in black on a gold 
background. They are at once attractive 
and very easy to read. The jewelers expect 
to sell quite a number of them this Summer. 

x * * 


There appear to be possibilities for the 
manufacturing jeweler in the new vogue for 
chin straps that go with the helmet type of 
hat for women. The present fashion here is 
for a heavy curb chain made from copper 
to hang below the chin, the two ends being 
fastened by means of ornamented or jeweled 
buttons to the hat that is fashioned helmet- 
wise in very thick dark blue felt. There is 
likely to be a variation of the copper chin 
strap extending over every sort of material 
suitable for this adjunct and including semi- 
precious metals and gems. 

eas 


The new Lenglen frocks, named after the 
famous Suzanne of world tennis, are calling 
for ornamentation details that should be 
welcome to a none too prosperous jewelry 
industry. The “Lenglen” is likely to be all 
the rage for the Summer and will make its 
debut here at the Henley regatta, that 
magnet for society and fashion this side. 
Jade beads with diamond tassels worn in the 
form of a chain accompany the “Lenglen” 
frock. The close fitting hat of jade green 
felt 1s decorated with a small yellow lemon 
ma nest of dark green leaves, and silver 
thread. The frock, being sleeveless, one of 
the new style diamond bracelets, broad and 
flat, must be worn on the upper arm. 

x * x 

For a month or six weeks the price of 
gold per ounce has Stayed at around 85 shil- 
lings here, this being approximately the 


value per ounce in 1913. In 1920 it touched 
127 shillings. The current price represents 
a fall of one shilling (24 cents) per ounce 
since May 1, this year. Silver, on the other 
hand is appreciating in value, the current 
price being well over two shillings and nine- 
pence per ounce. 
xk ke x 


Jeweled heels for dress shoes are being 
sold in the Paris shops, according to return- 
ing week-end trippers to that capital. These 
heels, they say, can be fitted to any shoe and 
are very elaborately designed in precious and 
semi-precious gems, colors being obtainable 
to harmonize with dress tints. 

x *k * 


At the last court of the season held at 
Buckingham Palace the other night and at- 
tended by 1,000 guests of general, official 
and diplomatic standing, an imposing display 
of beautiful jewelry was made by the women. 
The queen wore that star of the crown 
jewels—the Koh-i-nor, as well as a crown 
of diamonds. Her gown was of silver cloth 
embroidered in pearls and diamanté, with 
train to match. Long garnitures of pearls, 
diamanté and crystals were used as dec- 
orative media by some of the women mem- 
bers of the peerage. Mrs. Austen Chamber- 
lain wore a gown of apricot and gold lamé 
fringed with gold and yellow crystals with 
an apricot velvet train embroidered with 
pearls and gold. Lady Farnham’s dress of 
pervenche blue georgette and satin was 
sprinkled with sapphires by way of orna- 
mentation, punctuated with cédral and 
diamanté. Lady May Carbridge’s train of 
lovely old Limerick lace lined with turquoise 
blue net was held on the shoulders by tur- 


quoise brooches. 
ae a 


When a couple of automobile jewel bandits 
smashed a window in the Russell jewelry 
store on Church St., Liverpool, the other 
day they were unable to get away with a 
tray containing $15,000 worth of gems since 
the jewelers, acting on private instructions 
received from the police, had attached a 
strong chain to the bottom of the tray thus 
making it captive. The jewel thieves were 
very much surprised and made off as the 
alarm was raised. A neighboring merchant 
was responsible for the arrest of one of the 
men. He pluckily jumped on the running 
board of the car and grappled with the two 
bandits. He was thrown off once as the car 
was gathering speed but managed to jump 
on a second time. Eventually, owing to the 
merchant’s tenacity, the driver of the car 
collided with a refuse cart, one man being 
thrown out. Although a large crowd saw 
the affair no one offered the merchant any 
assistance. Motor police quickly arrived and 
one man was arrested. His confederate 
escaped. An assistant at the jewelry store, 
describing the attempted robbery, said a loud 
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smash drew their attention to the street 
window. Hurriedly opening the interior door 
windows of the trim they saw a large hole 
in the plate glass, a hand and arm trying to 
pull out the chained-down tray of gems and 
a wooden mallet lying among other items 
of jewelry. Before the jewelry staff could 
reach the sidewalk the car containing the 
two men was making off with the neighbor- - 
ing merchant on the running board, his arms 
entwined around the necks of the two raiders. 
The Liverpool police have arrested a suspect. 
The police informed a Liverpool magistrate 
that the suspect has been identified in con- 
nection with similar automobile raids on 
jewelers’ shops in Manchaster, Leicester, 
Nottingham and Birmingham, a woman be- 
ing killed during the Birmingham raid. The 
Director of Public Prosecutions has the mat- 
ter in hand. The raid on the Birmingham 
jeweler’s shop was last November and a 
woman was knocked down and killed as the 
thieves were escaping, their car going at 50 
miles an hour. A murder verdict was re- 
turned against the occupants of the car. 
x * * 


The police are looking for the companion 
of a jewelry traveler who has reported the 
loss of his sample case containing $15,000 
worth of jewelry from the baggage van of a 
non-stop train between Guildford and Lon- 
don. The victim is a traveler for Albury & 
Co., wholesale jewelers of North England. 
His green leather case contained 400 dress 
and diamond rings. The jewelry representa- 
tive got into conversation with another 
traveler from Guildford who said he was 
representing a jewelry house in Poland St., 
London. Scotland Yard thinks the sample 
case of jewelry was stolen before the train 
left Guildford where there is a short wait. 

x * * 

Feminine cigarette cases made in shark- 
skin with ivory mountings are being dis- 
played by the retail jewelers who see in them 


a novelty with selling possibilities. - These 
little cases are two inches tall and a 
little more than half this in width, The 


owner’s monogram is done on the case in 

diamonds. With the new shagreen cigarette 

cases handled by the jewelers it is customary 

to use cigarettes tinted a delicate leaf green. 
* * * 


Mr. Dundas Simpson who has just left 
here on one of his periodic visits to the Cape 
says that he considers all is well with the 
gold mining industry of South Africa and 
that the future outlook for the Rand is high- 
ly encouraging. Mr. Simpson is considered 
an authority on mining matters having been 
associated with the development of South 
Africa in a mineralogical way for years. 

x * * 


Recently, when the activities of the plati- 
num people in South Africa began to get 
considerable publicity, this side, the jewelry 
industry began to wonder what would be the 
outcome as regards increased platinum sup- 
plies and their effect on prices. While some 
of the manufacturing jewelers were inclined 
to think any new platinum workings of any 
extent ought to make platinum a cheaper 
medium for the manufacturing jeweler, bul- 
lion merchants thought little difference in 
platinum prices will result since, they say, 
practically all the platinum that can be pro- 
duced so far can be absorbed without the 
slightest difficulty. 
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Value as Well as Appearances Looked to us, just the same, necessary to return to 
vind 1B them. The sellers of these products have 
for by Pear — taken as coadjutor a scientist who, under an 
UR French contemporary, La Perle, re- avalanche of scientific expressions winds up 
cently had among its contributions an by saying that pearls are purchased for their 
joned by Jacques Bienenfeld. To exterior appearance, and that, it being ac- 


article signed an tenes adl . 
put it mildl; that writer is “outspoken,” as cepted that a small percentage of the nucle- 





his words, translated as follows, show: ated pearls resemble superficially entire 
“The sellers of the pearls with foreign pearls, one should have the right to sell 
nucleus try, by every manner of means, to them as such, For it is completely inexact 
create trouble among non-initiated minds in that the public purchases the pearls’ solely 
order to arrive at sales for their products — tor their exterior aspect. 
as if they were of the same quality as entire “When an individual buys a pearl neck- 
pearls. On the chance of incurring the re- lace, he buys it, not solely because it adorns, 
proach of our readers for reapproaching but he buys it also with the aim of possess- 
matters that they know of already, it seems ing a real value that will permit him to 
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recover his money, if not more, the day he 
wishes to collect. For centuries we find in 
the patrimony of families pearls which are 
transmitted from mother to daughter; the 
oldest marriage contracts prove it. The 
reason is always that which we have indi- 
cated above: the absolute certainty of a 
capital which may increase, which also ex- 
plains to us the favor enjoyed by pearls. 
The dealers covet old pearls, for they have 
the possibility of placing them in the hands 
of the lapidary, who, in taking off the top 
skin, often arrive at the discovery of a still 
more beautiful pearl; it is that which causes 
always the finding of a purchaser when an 
individual wishes to sell pearls. 

“Let us now examine what would come 
about if, instead of having veritable pearls, 
an individual found himself in possession of 
Japanese pearls with foreign nucleus whi-.:h 
he may have bought as entire pearls. Tirst. 
The day when he wanted to resell his neck- 
lace, he would perceive that he would not 
find a purchaser, or at an absurd price. 
Second. If, for example, an accident oc- 
curred by some means, as wear in rubbing 
against another jewel, he would find under 
the first layer a ball of nacre of which the 
value per kilogram is six francs. What a 
distressing operation; it follows, quite 
clearly, that on the day when one is per- 
mitted to sell a Japanese cultivated pearl 
with foreign nucleus, perhaps sold as an 
entire pearl, the public will be purely and 
simply robbed. It makes little difference if 
this semi-imitation is more or less of a 
success, it matters little if this object is 
more or less easy to recognize immediately, 
the swindle resides in furnishing to the pur- 
chaser a product which is not that which 
the purchaser believed. It is therefore a 
swindle in the quality and the law foresees 
and represses such actions. 

“An enormous quantity of articles exist 
which, it requires days and weeks in order 
to verify the composition; for - example 
metal, beverages, alimentary products, for 
which an analysis is required. The fact 
that three per cent. or five per cent. ot these 
Japanese pearls require, in order to be recog- 
nized, a very attentive examination does not 
give the right to swindle people and to act 
immorally. It is the duty of every person 
in our corporation to league himself against 
these manceuvres. A client should be’ able 
to enter a jeweler’s store without distrust 
and knowing that the same in selling him a 
gold ring will not furnish him with one 
gold-filled, just the same he should be able 
to buy a pearl necklace with the same 
security.” 








The Sunny Minor Arts 





sou F the criterion of any art is its per- 
fection in attaining that which it set 
out to do, these minor arts would not be 
less, but would take a higher place than 
those where the struggle to express the 
mixed glooms and triumphs of life has left 
a less finished whole. But if breadth of 
possible subject is our standard, the indus- 
trial arts have chosen the sunny side of ex- 
istence.”—Eleanor Rowland, Ph.D., in “The 
Significance of Art.” 








Rasmus Dissing, Sacramento, Cal., has 
been succeeded by H. V. Anderson. 
. 
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Platinum Diamond Jewelry 


This beautiful Platinum Diamond Watch is one from a 
wonderful assortment of fine platinum watches we are showing 
in our line-—many with odd shape diamonds and also with sapphire 
and emerald combinations. 


Wheeler service is available to you with a large variety of 
Quality Jewelry, and by Quality we mean the highest quality 
obtainable anywhere in point of design, workmanship and material. 


Let us demonstrate to you the many selling advantages to be 
found in Wheeler Platinum Diamond Jewelry. In offering Wheeler 
Watches and all Wheeler merchandise you are protected by our 
trade mark, the absolute guarantee of Quality. 


ESTABLISHED 1852 


The Wheeler Trade Mark H of Quality, Service 
is Your Guarantee and Satisfaction 


TRADE MARK 
REGISTERED 


CHaydenW. Wheeler & Co, Inc 


OFFICE AND FACTORY 


‘58 West 40th Street »- New York 
Telephone Longacre 7300 


+ 
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The Decorative Arts Exhibition 








Unusual Pieces of Glycerine Jewelry and a Fine Collection of Silver Exhibited 
in the Belgian Section 

















Paris, July 6—The Belgian _section at 
the decorative Arts Exhibition in Paris is 
very “well done,” and this is not surprising 
in that Belgium is very close to Paris, the 
ians going through for a single day, and 
thinking no more of running down to lunch 
there, to put through a bit of business and 
returning, than of going to Antwerp or 
Ghent. Then the Fleming, more especially, 
is a great artist. He dreams of nothing 
hut artistic achievement, and he will make 
sreat sacrifices to be properly represented 
mA an exhibition not too far away from his 
own country. At the same time, the Belgian 
section is chiefly notable for its plate and 
such jewelry as is exhibited partakes rather 
of the goldsmiths’ art than that of the purely 
decorative art that is a specialty of Paris. 
It might be said that the Belgian, or rather 
Fleming, creates something beautiful, think- 
ing only of the object, while the Frenchman 
first studies the person who is to wear the 
ornament, or the type of person for whom 
it is intended, and subordinates the design 
to the person, the Belgian subordinates the 
personality and individuality of the wearer 
the ornament that is beautiful in itself. 


Belg 


* Ke * 


The great novelty of the Belgian section 
of jewelry is a case containing ornaments 
made of glycerine, which is among the most 
important of Belgian products. This 
jewelry is labeled “non-inflammable” and is 
a wonderful imitation of fine jewelry. 

One of the masterpieces is a black crepe 
shawl, overlaid with the new _ glycerine 
jewelry. The square shawl has a_ short 
black fringe, and on the dull surface of the 
material are sewn sequins, to make a flower 
and leaf pattern. Flowers are made of 
white sequins with a colored jewel as a 
centrepiece. The flower, usually with a 
“ruby” centre, is nearly an inch in diam- 
eter. The edge of the shawl is a thick mass 
of gold sequins, among these are “flowers,” 
very large, perhaps the size of the palm of 
the hand, in white with gilt borders and 
having a semi-transparent white jewel in 
the centre. Green leaves, composed of oval 
paillets, are introduced among the flowers 
of the border. The shawl is very effec- 
tive, few colors being used and creates a 
rich effect. 

_ Sprays of flowers made in the new glycer- 
ine jewelry are shown, they are used for 
decorative purposes of all kinds. Mar- 
guerites, very large wild roses, somewhat 
conventionalized, and other flowers are seen. 
Sometimes the flowers are mounted without 
leaves, sometmies green leaves are used, in 
other patterns the leaf which should be 
green if nature were faithfully copied, is 
carried out in the same color as the petals 
of the flower. A good deal of irridescent 
stuff is on show, while some pretty <ffects 
were produced by allowing blue to melt into 
green for example, but imperceptibly. The 
effect of this is somewhat heavy however. 
Another type of glycerine jewelry resembles 
objects made in mother-of-pearl, pink, 








scarlet, mauve, violet and green, all in the 
palest of shades being seen. 

Among the specimens of glycerine jewelry 
there are several fans. Bird patterns, fol- 
lowing the craze for animals, in jewelry 
designs, are exhibited, and the blending of 
tints in these fans is very fine. A small, 
dainty fan, rigid, is made in pale green and 
magenta, with paillettes of green, blue, lilac, 
used in succession and repeated, being in 
very subdued tints, they look like rainbow 
in a mist. At the bottom of the fan there 
is a small painted device to finish. The 
effect is extremely pretty. 

Another fan in black and orange with 
sticks in orange and scarlet tints made in 
the new substance, is decorated with green 
leaves, resembling maiden-hair fern, with a 
shower of orange and brown sequins, all in 
glycerine, forming a thick border, with a 
bird design in the centre, 

A very large fan, taking the form of a 
peacock, with outspread tail, has a founda- 
tion of pale olive green crepe. The sticks 
in gelatine are in blue and green, the throat 
of the “peacock” is covered blue sequins, the 
tail is in brown, bordered by rich blue, while 
the “eyes” are faithfully copied, always in 
the glycerine jewelry. 

aK * 

The chief characteristic of the plate seen 
in the Belgian section is the square, as dis- 
tinct from the rounded outline, while bas- 
relief rather than high relief is the rule. 
All the plate is very massive, with little 
decoration, in pursuance of the ideal of the 
goldsmiths’ art, as-conceived by the Flem- 
ings throughout the centuries. Several sil- 
ver toilette services are shown. These are 
coming in again after the war, when much 
silver was melted down or stolen by in- 
vaders and in any case had to be hidden in 
lands subject to invasion. One of these 
sets is quite plain, excepting for a slight 
beading round the edges of the various 
articles. 

A mirror, belonging to this set, is very 
large, measur.ng some 18 inches at the bot- 
tom, the top, rounded off, is decorated by 
beading, to match the rest of the 13 pieces, 
the remainder of the mirror being quite 
plain. 

A gold toilet set has an octagonal brush, 
of oblong shape, that is a decided novelty. 

Two silver and ivory candelabra, with a 
central ornament for flowers or fruit make 
up a set, for as in personal jewelry, every- 
thing is tending to be ‘made in sets, in either 
silver or gold plate. The candelabra are 
made for eight electric lights, arranged 
round a centrepiece in ivory, mounted on a 
high stand, that is again mounted on ivory 
and on a mirror. 

The central ornament for fruit is mounted 
on a mirror 36 inches in length, of oval 
form, in silver and ivory, kept low in form, 
with very restrained ornamentation, it forms 
a fitting centrepiece to the candelabra. 

A tea and coffee set, in six pieces, is in 
“bright” as distinct from “dull” silver, the 
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pots have black handles, perpendicular lines 
run down the articles, that are decorated 
with a very small, restrained openwork pat- 
tern at the bottom. The whole is to go on 
a tray, also of silver. 

Another tea and coffee set is in silver, 
gilt-lined with white ivory. The tray, oval 
in form, is in silver with white ivory. The 
handles of the milk jugs are bent in the 
usual way, but do not join up with the jug. 

x * x 


A silver dinner service is remarkable for 
the broad, squat shapes of forks and spoons, 
springs of forks slightly bent, while the 
knives have white ivory handles. The plain 
cream colored porcelain plates to go with 
this set are octagonal in shape, while the 
compote ‘plates in glass have silver rims. 








Next Quarterly Sale of Ivory at Antwerp 
to be Held July 29 


WASHINGTON, D. C., July 16—The next 
quarterly sale on the ivory market at Ant- 
werp is scheduled for July 29, the Commerce 
Department has been advised by Consul G. 
S. Messersmith, 

High prices were realized at the second 
sale of the year May 6-7. The quantities 
of ivory sold, including hippopotamus teeth, 
aggregated 63,137 kilograms, while 75 kilo- 
grams of rhinocerous horns were disposed 
of. Prices advanced considerably during the 
course of the sale and practically all grades 
and qualities of hard ivory were in heavy 
demand. 


Stocks on hand following the — sale 
amounted to 49,000 kilograms. These stocks 
are not considered excessive although 


heavier than those existing after the May 
sales of the past three years. 








To Cleanse Ancient Enamel 





“Enamel is a vitreous material fused by 
heat on to a metal base, the difference be- 
tween enamel and inlay being that the former 
is never a natural stone, but always a kind 
of glass (paste) fused in position, while 
the latter, which may consist of a variety 
of materials, is cemented in and never fused. 
Enamel may be cleaned with a little warm 
water and soap and a soft brush, 

“For enamel that has cracked and is 
separating from the base, Dr. Alexander 
Scott recommends treatment with a solution 
of Canada balsam in benzol, after partial 
exhaustion of the air, so that the balsam 
may penetrate well. This treatment has 
been adversely criticized on the grounds 
that the balsam will darken in color and 
will eventually crack and break up. It is 
doubtful, however, whether any better 
method can be found.”—A, Lucas, O. B. E., 
F. I. C., in “Antiques; their Restoration and 
Preservation.” London: Edward Arnold 
& Co., 1924. 








William Snodgrass, engaged in the jewelry 
business at Sullivan, IIl., since his graduation 
in 1921 from the University of Illinois was 
united in marriage June 26 with Miss Nellie 
Holt, daughter of Mr. and Mrs. Squire 
Holt, Greenup, Ill. They are on a honey- 
moon through the east and will make their 
home here. 
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European Jewelry Fashions 








Bare Arms Featured with Gowns Seen at Ostend Races and Bracelets of Many 
Kinds Conspicuous. Rings Worn in Profusion and Necklaces of Every 
Kind Prominent—Dart Ornaments for Corsage Show Larger 
Sizes. Amber and Ivory in “Beach” Jewelry. A Word on 
the New Sautoirs and Novelties 

















Ostenn, Belgium, July 8—The Ostend 
season started July 5 with the races that at- 
tract a fashionable cosmopolitan crowd to 
the famous watering-place on the Belgian 
coast. While much English is heard in Os- 
tend, there is also much Spanish, and South 
as well as North America is represented very 
largely. The latest and most exclusive fash- 
jons are, of course, seen on the race course 
on a Sunday afternoon. It is noticeable that 
the gown with the straight line is giving 
way to something fuller and shorter, the 
flare or pleats, however, only beginning very 
low on the gown. Sleeves, unless very long, 
reaching the middle of the hand, are not seen. 
Neither is there any pretence at sleeves, the 
arms being entirely bare, and the armhole 
cut out very deep. Some stockingless legs 
were seen yesterday, but most of the women 
contented themselves with wearing stockings 
that resembled flesh so closely that the dif- 
ference could not be seen. The impression 
conveyed was of bare arms and bare legs, 
while necks are as bare as before. The Os- 
tend race meetings set the fashions for a 
certain part of Europe and are therefore 
of considerable importance during the height 
of the season. 

*k xk x 

The bare arm always demands a bracelet 
or bracelets. On the race course one hand- 
some bracelet worn on the upper arm and 
sometimes kept in place by a slender, tiny 
gold chainlet fastened to the gown, was the 
general thing, but rings were worn in the 
greater profusion that not above half a 
dozen pairs of gloves, and those short mous- 
quetaire gauntlet gloves, were seen. Some- 
times four or five bracelets were worn on 
the wrist, but in that case a medley of gold, 
pearls set in platinum and rubies in an in- 
visible setting and cut in lines at that, were 
seen. Naturally there was a perfect riot of 
necklaces, mostly “fine” pearls, which were 
worn very tight, small pearls, of unmistak- 
able worth being worn as a kind of protest 
against the elaborate seaside jewelry seen 
elsewhere in town just now. The dart, an 
ornament worn on the left hand of the cor- 
sage, is very general. Not so long as it was 
but still a certain length, perhaps a couple of 
inches, it takes the form of an arrow, three 
lines of diamonds being seen or two of 
pearls, and gives a certain cachet to a gown. 
Ornate shoe buckles are the fashion also, 
the short skirts making it more and more 
Imperative that attention should be paid to 
the footgear. 

Of an evening at the Kursaal, where the 
concerts attract a large crowd, and at the 
tables, everyone is dressed in the height of 
page a again the dresses tend to 
due : (es € Jewelry tends to be very sub- 

ued. Another protest against the kind 
of thing seen of an afternoon along the 
Promenade. Pear] necklaces are naturally 








“the wear,” but they are usually very tight, 
or in three rounds, one tighter than the 
other, again some consist of one rope, hang- 
ing somewhat loose, with loops, hanging 
from the first chain. Sometimes there is a 
pattern of loops—quite a new fashion—mak- 
ing a kind of network in front. Another en- 
tire novelty was a pearl necklace made up 
of pearls in square form, that is to say 
four pearls were threaded to make a square, 
four others superposed, and so on, making 
a square cable of the tiny pearls. Bracelets 
were crowded on delicate wrists. Here 
again there was a medley of all kinds and 
sorts, plain gold hoops, without ornament of 
any kind being worn with hoops of pearls, 
hoops of sapphires and perhaps a gold band 
with a single opal in “claws,” evidently very 
valuable, and this fact was proclaimed by 
the simple setting. 
x ok Ok 

Along the beach a wonderful assortment 
of jewelry is seen. It is mostly half-pre- 
cious stones or artificial. Great amber beads 
are made into chains a yard in length. When 
real amber and especially ancient, smoked 
amber can be got, this fashion is very pretty, 
sometimes old necklaces have been found 
in attics, and these are worn with the old- 
fashioned dresses, as the epoch at which they 
were formerly worn, coincides with that 
when amber was fashionable. Carved am- 
ber is a particularly favorite material for 
the long necklaces. Every woman does not 
have the luck to descend from careful an- 
cestresses, however, who preserved the orna- 
ments and many have to be content with ar- 
tificial amber, which it is very hard indeed 
to distinguish from the real thing. Some 
women possess old ivory, yellow with age, 
and they are wearing this with their white 
frocks, for white with a touch of royal blue 
is still the thing. Sometimes it is relieved 
by scarlet, but this fashion is just a bit 
passé although still seen fairly frequently. 
Carved ivory necklaces are of course the 
thing, while just ordinary imitation serves 
where nothing else is available. 


‘+ 


Many women who do not possess anything 
genuine in the way of sautoirs wear some- 
thing variegated, the great mode this year. 
Long sautoirs reaching to the waist, almost, 
(to the real and not to the fictitious waist 
this is level with the hips on this year’s 
dresses) are made of oblong beads painted 
in a medley of tints. Royal blue is of course 
the leading note everywhere while there are 
scarlet and magenta. Ma- 
venta, somewhat crude as it is, is being re- 
vived everywhere with a red shade of purple. 
Deep oranges, with a crimson tone are also 
seen in these beads. Naturally all these 
colors are blended and make a neutral effect 
at some little distance. Bracelets, rigid? in 
the form of plain hoops are worn to match 


also jade tones, 


CIRCULAR 


63 


the sautoirs. When this type of bracelet 
is worn they are piled on in profusion, one 
above the other, just as Indian women wear 
bangles, as if they were of no value at all. 
Much artificial tinted pearl stuff is also 
seen on the promenade. In deep pink, pur- 
ple and royal blue, colors never seen in a 
pearl in nature, in sizes that proclaim aloud 
that the stuff is artificial, the sautoirs make 
a very pretty finish to the all-white gown, 
or to the gown relieved with a color to 
match the pearls. 
* * x 

Some novelties in the matter of bejeweled 
handbags have been seen here at the Kur- 
saal, where they are mostly carried either 
in the rooms or at tea, during the afternoon. 
Ladies, too, who are dancing—and dancing 
is almost more popular than ever—usually 
have one of these delicate bags, which they 
leave on the table when on the floor. Made 
entirely of jewels, whether genuine or false, 
just put together, without any attempt at 
pattern to produce the razzle-dazzle effect, 
they are mounted in gold or platinum. When 
a bag built on this scheme hangs from the 
arm it looks extremely rich, but it is per- 
haps even handsomer lying on -the table, 
beside the player, when it falls like a small 
heap of jewels sparkling and beautiful and 
appearing to indicate great wealth. As a 
rule these bags are made up of sparkling 
gems, diamonds, rubies, emeralds, sapphires, 
all cut in facets, the various stones being 
mingled without plan. A diamond handbag, 
naturally very tiny, looked well, while an- 
other in seed pearls also made an excellent 
effect, but nothing like the multi-colored 
gem bag, which is one of this season’s novel- 
ties that has been kept back for Ostend and 
the French watering places, as if seen before 
hand it is copied by the factories that spec- 
ialize in copying fashionable patterns in arti- 
ficial stuff. 








Carey & Nietfeld, Grand Island. Neb., Go 
Into Bankruptcy 


GRAND IsLanp, Nebr., July 15—An in- 
voluntary petition in bankruptcy has been 
“led against Carey & Nietfeld, retail jewelers 
and opticians, of this city, in the United 
States Court. The firm was composed of 
Harry A. Carey and William D. Nietfeld. 
According to the allegations in the petition, 
the liabilities are about $20,350 and the assets 
are said to be worth about $19,400. 

The firm has been struggling for some 
time as the result of lack of cash capital and 
unfavorable business conditions and the peti- 
tion was not a surprise to those who have 
known the trouble they have had in meeting 
the obligations as they became due. 

Both members are well known and highly 
regarded in the community, Mr. Carey be- 
ing a practical watch repairer, who was 
formerly employed by M. G. Egge, and with 
Wm. D. Nietfeld succeeded the latter in 
1911. They have worked hard to build up 
the business but have been under several 
handicaps, among these being a lien by the 
government for $3,000 filed last September 
for taxes due. 








The watchmaking business of Max Silver 
at 108 E. Washington Ave., South Bend, 
Ind., recently suffered from a fire which 
did considerable damage. ‘ 
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Pennsylvania Jewelers Hold a Most Successful Convention 








Twentieth Annual Gathering of State Retailers’ Association Held at Pittsburgh 
July 14-15 Largely Attended. _ Ideal Summer Weather and Important 
Addresses and Discussions Contribute to Make Occasion Enjoyable. 
Beefsteak Dinner and Great Banquet Prominent on the Social Feature 

















July 16—Demand for 
the repeal of the Federal excise tax on 
‘ewelry termed as “discriminatory”; a pledge 
to continue its warfare on fraudulent jewelry 
auctions, and censuring of Governor Pinchot 
for vetoing the auction bill; recommenda- 
tions for the establishment of local organiza- 
tions and study clubs for members of the 
cratt in all cities, and other suggestions were 


PITTSBURGH, Pa., 
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FRANK L. DAVIS, RE-ELECTED PRESIDENT 
contained in resolutions adopted yesterday at 
the last day’s session of the 20th annual con- 
vention of the Pennsylvania Retail Jewelers’ 
Association, which President Frank L. Davis, 
who was re-elected, said was the best and 
largest Pennsylvania convention ever held. 
Selling of jewelry on the deferred pay- 
ment plan, publicity and advertising and sug- 
gestions that jewelers conform to the more 
modern methods of conducting their busi- 
ness, together with many other things 
brought out at the convention, enlivened the 
two days’ session, which fortunately was 
blessed with ideal Summer weather. If 
nothing else could be said regarding accom- 
plishments, one fact was outstanding: 
the Pittsburgh convention brought not only 
the retail and wholesale jewelry interests of 
the community together, but, as many ex- 
pressed it, praved the way for the cementing 
of business interests which wiil lead to 
mutual benefit ensuing that will be lasting. 
The brilliant proceedings came to a de- 
cidedly glorious ending last night, at which 
lume the delegates to the convention, their 
Wives, sisters, mothers or sweethearts at- 
tended a banquet, entertainment and dance in 
the handsome big English Room of the Fort 
Pitt Hotel, the convention headquarters, at 
which time nearly 600 men and women of 
the trade were the guests of the wholesale 


this 


jewelry interests of Pittsburgh at one of 
the most interesting business and social func- 
tions ever held by the representatives of any 
business organization in this city. 

The end of the big gathering with this 
affair, vied with the wonderful beefsteak 
dinner and session of the previous night, at 
which all the delegates were the guests of 
the retail jewelers of Pittsburgh in the same 
hotel, and nearly 100 women were guests 
also of the local jewelers at a chicken and 
waffle dinner at “The Pines,” some 15 miles 
away, to which place they were whisked in 
automobiles, after a delightful tour of the 
city and its environs. 

There was not a dull moment, and Presi- 
dent Davis, of the State organization, was 
so enthusiastic regarding the success of the 
affair and the Pittsburgh committees which 
so ably handled the event, he referred to its 
success time and time again, saying that a 
pace had been set in Pittsburgh that not 
only would be hard to follow but would re- 
dound to the honor and glory of the jewelry 
business. He declared it emphasized the fact 
that the jewelers can be stirred to action 
when the situation is put up to them. He 
particularly stressed continuing the fight 
against fake auctions and hoped the jewelers 
of the State would have better success with 
the assemblage of the legislature in 1926. 

President Davis and a large delegation, 
comprised of 15 automobile carloads, which 
left Philadelphia last Sunday morning for 
Pittsburgh, crossing the State, picked up nu- 
merous other jewelers and arrived in Pitts- 
burgh late Tuesday afternoon, being received 
at the convention hotel by the Pittsburgh 
committee. Barring some slight tire trouble 
on the part of some machines, their tour 
across the State, “blazing the trail to Pitts- 
burgh,” was declared delightful. The vis- 
itors were received by J. Clare Crawford, 
chairman of the convention committee; Au- 
gust Loch, of the August Loch Co., chair- 
man of the men’s reception committee; 
George C. Kelty, president of the M. J. Smit 
Co., chairman of the entertainment commit- 
tee, and others who had gathered at the hotel 
to get things in order for showing the vis- 
itors a hearty welcome and to demonstrate 
conclusively that “Pittsburgh-Keystone of 
the World’s Industries” truly “Promotes 
Progress” which it continually boasts. 

In any event the jewelers of Pittsburgh 
and the State were so pleased with the way 
things went that as a fitting testimonial of 
the esteem in which he is held and for the 
generalship he had shown in the matter of 
organization, President Davis was presented 
with a Gruen watch at the final banquet of 
the session. President Davis was so over- 
come by this surprise of the affection in 
which he is held by his fellow jewelers in 
the trade that it was with the greatest dif- 
ficulty he could find words to express his 
appreciation of their devotion’ to him and the 
‘little part I have played,” as he put it, in 


65 


endeavoring to move the jewelers of Penn- 
sylvania to organize and do things for their 
own interest and good. 


Tuesday 
MORNING SESSION 


Most of the opening session of the con- 
vention was taken up in the registration of 
the delegates, a welcome extended to the 
visitors on behalf of the hotel by W. S. 
Grenoble, manager of the hostelry, and a 
welcome to the jewelers of the State, ex- 
tended by Mr. Loch, one of the oldest and 
most beloved of Pittsburgh’s “old guard” 
jewelers. There were reports, etc., submit- 
ted of a routine nature, an adjournment for 
luncheon being taken shortly after noon. 

After luncheon about 100 women, headed 
by Mrs. H. O. Scott, of the ladies’ reception 
committee, and Mrs. Edward C. Sykes, vice- 
chairman of the committee, attended a mati- 
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J. CLARE CRAWFORD, CHAIRMAN OF CONVEN- 
TION COMMITTEE AND NEW VICE-PRESIDENT 


nee at the Davis Theater, where an excellent 

vaudeville performance was given, and later 

were whisked to “The Pines” in automobiles 

gathered by a committee, consisting of John 

Matthews, F. C. Stitt and Park Stewart. 

They were soon at “The Pines.” 
AFTERNOON SESSION 


When the convention reconvened Ralph 
Roessler was to have been the first speaker, 
but was unable to reach Pittsburgh until the 
following day, and the next speaker on the 
program was called upon, his talk being fol- 
lowed by one of the most lively discussions, 
if not the liveliest, of the convention. 

ADDRESS OF GEO. C. KELTY 

By all odds, one of the most interesting 
and instructive addresses of the convention 
was that delivered by George C. Kelty, 
president of the M. J. Smit Co., who spoke 
on the subject of “Some Unvarnished 
Truths About Selling Jewelry on Deferred 


Payments,” for he not alone gave the 
jewelers considerable information on the 
credit or installment business, but he 


answered a large number of questions. 

He began his address by saying that the 
jeweler with a good cash trade had few 
problems, and that his principal concern was 
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gauging the probable wants of his estab- 
lished trade. He told of the longing eyes 
that have becn cast onthe installment busi- 
ness and that between sales the “cash” 
jeweler dreams of the more continuous sales 
he might make to credit customers and of 
their steady stream of payments; while on 
the other hand, the credit jeweler dreams of 
the day when customers are unfailing; like- 
wise their payments. 

He then took up the difficulties which go 
with the credit business, saying that when 
the jeweler goes over from a cash to a 
credit basis, his methods must be entirely 
changed. First, in the cash sale, the selling 
price is received and the transaction com- 
pleted in one operation, while in the credit 
store, the may not he completed for 
months. True, the first payment is made, 
and the actual cost of the merchandise may 


sale 





AND 


CONVENTION 
VICE-PRESIDENT 


KELTY, SPEAKER 


NEW 


GEO. C. 


be received in a month or two, but there is 
a danger in long drawn out contracts in the 
possible changing of the customer’s circum 
stances. In a few months’ time, 
death, loss of position may take place to 
delay the sale. 

Mr. Kelty then took up the question of 
tieing up capital stock for an indetinite 
period, showing the greater increase in the 
cost of operation. The credit jewelry store 
meant more clerks and a credit manager in 
addition to what the ordinary jeweler has. 
Another feature in credit 
business is that the credit store has twice as 
many 
a payroll of more than twice the amount of 


sickness, 


conducting the 


employes as the old cash store and 


the former, and to keep these additional 
people busy, it is necessary for new cus- 
tomers to be brought into the store right 


along. 

This requires a big advertising campaign, 
which means an advertising manager or an 
advertising agency and a very large appro- 
priation. In the credit business, the cost of 
advertising for a new concern will range 
from 15 to 20 per cent. and for an old estab- 
lished business from 8 to 10 per cent. Then 


there is the cost of credit investigation and 
a certain proportion of loss through non- 
payment and lax collections. 
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As against the three bad features of the 
credit business (additional capital, a larger 
payroll, increased advertising) he said that 
the advantages are first, that aggressive ad- 
vertising brings in volumes of new business; 
customers who will come in to buy an article 
for cash may be induced to buy a more 
costly one using the cash price as the first 
payment; second, the weekly or regular calls 
which customers make to the store to pay 
on account, means continuous sales and con- 
tinuous contact, and that it known 
fact that credit customers than 
cash customers. 

Mr. Kelty then went into a discussion of 
the installment saying 
that it has become the modern way of doing 
business in various lines, it is the only way 
of meeting the competition from the outside 
mdustries, such as automobiles, drugs, furni- 
ture, etc., but the speaker said that the cash 
jewelers of Pennsylvania could do their 
share to increase and better the 
jewelry trade by a greater amount of adver- 
tising; if they spent half of what the credit 
jewelers spent, the result would be an enor- 
mous increase in the general business done 
m the trade. 

He ended by making a plea to the jewelers 
to break down the idea that) jewelry was 
suitable only as gifts between relatives and 
engaged people, and to create the idea that 
jewelry was as conventional a gift as flowers, 
candy or books. 

At the conclusion of the address many of 
the delegates were on their feet propounding 
questions at Mr. Kelty, who answered all of 
them as best he could, and where he was un- 
able to do so, said so frankly. 

“Lf would like to know,” asked J. P. 
Archibald, Blairsville, “if 25 cents down and 
25. cents a week,” as he put it, “hurts the 
jewelry business.” 

“No,” answered Mr. Kelty. ‘We depend 
on volume business for our profits and our 
prices are no higher than other stores for 
that reason, and that applies to those estab- 
lishments with whom we must 
stiffest competition. Anyhow, competition is 
the life of trade and notwithstanding our 
losses are not much. We have a collection 
department and we get with 
emphasis. 

“Well, I ‘want to say right here that only 
the last week I lost five diamond 
customers buying on the deferred payment 
nlan, who said they were going to Pittsburgh 
to buy, because they could pay for the rings 
on the deferred payment plan, owing to the 


was a 
buy more 


business generally, 


business 


meet the 


ours,” he said 


sales by 


small payment down and so much a week 
until paid for. If that is what this deferred 
yavment business is doing for the jewelry 


business, I serve you notice right now that I 


am going into the deferred payment. busi- 
ness.” 

Many questions, other than those given 
here, also were asked Mr. Kelty, but they 
did not draw out any different conclusions 
than already touched upon in his talk, which 
evidenced the greatest interest imaginable. 

Emil N. Zolla, president of the American 


Watch 
program to speak, but was prevented from 
coming, and B. J. Doyle, of 


Importers’ Association, was on thi 


Philadelphia, 


took his place and stressed some of the things 
needed, according to his viewpoint, to stimu 
late interest in the jewelry business. Many 


questions were asked concerning his views 
President*Davis rapped the jewelers for not 
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having what he termed “a 
science.” 

At the end of Tuesday afternoon's session 
the Illinois Watch Co. “presented a motigg 


picture on “The Making of a Watch.” 


business con- 


NIGHT SESSION AND DINNER 

At the night session, which was a business 
and pleasure event as well. the occasion was 
enlivened by the singing of old-time popular 
airs during the serving of the beefsteak dip. 
ner, led by Burton Mustin, manager of the 
Chamber of Commerce He had 
everyone doing a sort of athletic stunt to 
music. He taught the assemblage the words 
of a new song, the chorus of which ran thys: 


chorus 


Under the spreading chestnut tree 
I’m as happy as I can be, 

With my sweetheart on my knee, 
Under the spreading chestnut tree. 





PRESIDENT 


J. P. ARCHIBALD, FIRST VICE 


This was made lively by throwing the 
arms at full length, standing sideways So as 
not to bang your next door neighbor in the 
eye, then pointing the right hand to the head 
with the singing of the first jine and placing 
the hand over the heart at the utterance ol 
the second fine. With the saying of the third 
line, the lap was given a slap, and the fourth 

well, you just attention. The 
humor came in for the reason that the chest- 
nut was nothing more than your head (nut), 
and the song went “‘big.” 

When the program was finally 
der way, after the 
Dr. Daniel March, pastor of 
St. M. E. Church, who also mad 
of welcome, the toastmaster of 
Arthur V. Snell, secretary oi the 
of Commerce of Pittsburgh. was int 
who also at this time delivered hs address 
on “The Aim of Our Craft.” Hi asked the 
ewelers point blank, “What is your aim o 
He wanted to kn 


stood at 


eotten tne: 
invocation by the Rev. 
the Smithfield 

an address 
the evening, 


Chamber 





; the aver- 


business : 


he just like the 
ave me rchant was content to 1s like f 
: . 1 1 led out to 1eeG 
horse standing in a stall and led out t - 
or whether it was to render et Vee ke 
+7 ; ler eond lak 

stated that if thee jeweler would ™ 


; | automobile, 
jewelrv more attractive than automo 


more people would buy jewelry 


mE" velry,” claitir 
_Heespoke against “cheap jewelry, © 
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ing that too much of it is cheapening the 
jewelry business. He assured the jewelers 
that by the proper use of advertising and the 
stressing of proper styles in jewelry, the 
jeweler had it in his power to make the pub- 
lic see the need of jewelry and buy it. 

In clinching this sort of argument, he took 
old colonial silver as an illustration, and 
asked, “Why do we prize these today,” ex- 
plaining as the reason, “because the colonial 
day idea carries with it love and sentiment.” 
He urged the jewelers to sell to the public 
the story of what they are doing—not the 
selling of jewelry alone, but the selling of art. 

Harold M. Irons, city solicitor, represent- 
ing Mayor William A. Magee, who was out 
of the city and was expected to be present, 
paid a wonderful tribute to a number of 


jewelers. These included August Loch, of 


whom he said “used to trade with the In- 





DAVID KAISER, WHO TALKED ON CRIME 
dians”; David Kaiser, ‘who traveled Broad- 
way when it was a cow path”; J. P. Archi- 
bald, whom he likened as “one of Pennsyl- 
vania’s highwaymen” because of his interest 
nationally in improved roads, being commis- 
sioner of the Pike’s Peak Ocean to Ocean 
Association ; J. Clare Crawford, whose sales- 
manship was lauded to the skies, and others. 
He told the jewelers that they did not ac- 
cumulate money just for money’s sake, but 
for what they could do with it in the wel- 
fare of humanity. 

President Davis, of the State association, 
followed and started out by saying that when 
it was suggested that the convention be held 
in Pittsburgh, he was told “it is impossible” ; 
but, he answered, “See this room here to- 
night jammed to the doors” (the big English 
Room of the hotel being filled almost to 
capacity). He assured his hearers that com- 
ing to Pittsburgh had proved the very big 
event he had forecasted. He urged the 
Jewelers to again get behind an auction bill 
lor Pennsylvania, reiterating how the meas- 
ure had been killed the last session because 
of personal reasons of those into whose 
hands it fell, 

President Davis spoke of the celebration 
of the 150th anniversary of the signing of the 
Declaration of Independence to be observed 
in Philadelphia next year and that the State 
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organization would hold- its meeting there 
and that he expected the national association 
to come to that city in 1926. He assured all 
a hospitable reception. 

David Kaiser, with his fourscore years, 
also was given a big ovation when he spoke 
on “Hold-ups.” He started out by explain- 
ing the meeting of representatives of vari- 
ous organizations in the National Jewelers 
Board of Trade rooms in New York last 
week to take up this question, declaring it 
was one of the most important gatherings 
ever held in the interest of the jewelry trade 
and that this was the first time he had spoken 
of the proceedings, speaking particularly, at 
first, of the insurance question and what had 
been done along that line. 

“But organized hold-ups of the members 
of our trade has got to cease, and the news- 
papers and those in particular of our own 
craft can help mightily in bringing these 
dastardly crimes to an end.” He then went 
on to explain what was done in New York 
years ago when a citizen of the metropolis 
was killed on the streets, and a learned judge, 
who afterwards became governor, gave the 
villains who committed the crime each 25 
vears to prison without a pardon and how it 
was stopped. Mr. Kaiser claims that these 
present-day hold-ups are more or less or- 
ganized, and that the men who do the actual 
holding up are not the perpetrators. He told 
of the operation of “fences” and the great 
danger to the members of the trade from 
which millions is stolen each year. “This 
expression of ‘hands up’ and the poking of 
a revolver in your face must stop,” said the 
veteran jeweler as the crowd applauded. 

He went on to explain that the bringing 
of the bandits and thieves and thugs of every 
sort who prey upon the jewelry trade to 
justice was up to the jewelers themselves. 
He pleaded with them to show the traveling 
man—especially the man who in these days 
now uses his own automobile to call on the 
trade and covers a large territory—a sym- 
pathetic reception, so that the man once he 
stops in front of a jewelry store can im- 
mediately take his sample cases inside. This 
would lessen risks in many instances. 

Joseph D. Little, manager of the Inter- 
national Silver Galleries, gave the conclud- 
ing talk, “History and Romance of Sterling 
Silver,” illustrating his lecture by the use of 
a stereopticon, the pictures being thrown on 
the canvas of the darkened room. He ex- 
nlained the origin of articles used on the 
table and gave a most enlightened discussion 
of the silver business from its inception down 
to the present day. 

Those seated at the speakers’ table in- 
cluded Chairman Crawford, of the conven- 
tion committee; President Davis, of the State 
association; Mr. Kaiser, Mr. Snell, Mr. Loch, 
Dr. Marsh, Mr. Irons, Mr. Little, J. Alex- 
ander Hardy, of the Hardy & Hayes Co.; 
Emil Fryer, Samuel Weinhaus Co.; Edward 
C. Sykes, Pittsburgh representative of THE 
JeweEers’ Circutar; George C. Kelty, of 
the M. J. Smit Co., and D. J. Coullie, whose 
excellent tenor voice enraptured the audience. 


Wednesday 
MORNING SESSION 

The first slated speaker was James 
H. Noyes, secretary of the Jewelers Security 
Alliance, on the subject of “Are You Pre- 
pared?” but he was unable to come to Pitts- 


burgh. 


CIRCULAR 


69 


The resolutions committee then made its 
report, this committee being headed by A. C. 
Graul, of Sharpsburg, as follows: 


The Resolutions 


Whereas: We believe that the partial reduction 
of the excise tax on jewelery made by the Sixty- 
eighth Congress has brought some relief to the 
jewelers of Pennsylvania; and 

Whereas: The excise tax still remains on jewelry 
above $30 and on watches above $60, thereby dis- 
criminating against the jewelry industry, be it 

RESOLVED: That we call upon the American Na- 
tional Retail Jewelers’ Association to use every 
effort to secure the repeal of the remainder pf 
the unjust tax, and be it further 


* * a 
RESOLVED: That the Pensylvania Retail Jewelers’ 
Association pledge its entire support to the Na- 
tional Association in this work. 
* : 7 
REsoLveD: That the members of the Pennsylvania 
Retail Jewelers’ Association sincerly thank Ralph 





A. C. GRAUL, CHAIRMAN RESOLUTIONS 
COM MITTEE 


Roessler, the chairman of the Special Excise Tax 
Elimination Committee, for his untiring efforts and 
great work in behalf of the jewelers. The jewel- 
ers of the United States are to be congratulated 
on having at the head of this committee a man of 
his calibre. 

* * * 

RESOLVED: That we endorse the campaign of the 
American National Retail Jewelers’ Association to 
secure funds for the National Publicity Association, 
and urge our members to give their appeals prompt 
and generous support, and further 

We recommend that the Publicity Association is- 
sue periodically small window cards to all jewelers 
containing propaganda matter in favor of jewelery 
as a commodity and setting forth its value as a 
factor in civilization and culture, with the sugges- 
tion that wearers or users of jewelery promote 
thereby the refinement of character and ideals of 
all people. 

* * * 

RESOLVED: That we endorse the National Jewel- 
ers’ Fire Insurance Company and the Jewelers’ 
Security Alliance. 

* * — 

Whereas: There as been a great influx of infe- 
rier cheap watches sold through importers and 
through the medium cf mail order systems; and, 

Whereas: We believe that this inferior type of 
merchandise creates distrust in the mind of the 
public of all Swiss and American watches, and be- 
cause we believe it to be for the best interets of 
our members and of the jewelry trade, generally, 
to further the sale only of those watches that have 
qualified to the tolerance as prescribed by the 
American Watch Importers’ Association, and be- 
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in hearty sympathy with its general 


cause Ww’ : 
objects, Now, therefore, be it 

Resorvep: The we pledge the American Watch 
Importers Association our full co-operation and sup- 
port. > & s 

Whereas: It has come to our attention that 


through the voluntary actions of the watch 
.cturers or through a demand of a 
group of retail jewelers, there has appeared on the 
market a roll plate case or electro plated case, un- 
stamped, which is used in competition with the re- 
putable gold filled case; and 

Whereas: These cases are sold unstamped—oft 
times without the maker’s name or trade-mark; and 

Whereas: This practice is in direct opposition to 
the wishes of the Federal Trade Commission; and 


either 





case ma 


Whereas: The marketing of these cases defeats 
the jewelers’ attempt to make a legitimate profit; 
and also brings about dissatisfaction generally: 
therefcre be it 

Resotvep: That we condemn the aforesaid prac- 
tice: and that it be further 

ResotveD: That we urge the American watch 
manufacturers to condemn and stop in every pos- 
sible way this destructive practice. 

* * * 

Resotvep: That the executive committee of the 
Pennsylvania Retail Jewelers’ Association be urged 
te have meetings at regular intervals in a central 
part of the State for the furthering and bettering 
of the interests of the retail jewelers of Pennsyl- 
vania, 

. * * 

That every city and town in Pennsyl- 
vania should have a local Jewelers’ Organization 
and we further recommend the Study Club in 
local organizations in providing lectures or discus- 
sions at monthly meetings promoting better knowl- 
edge of work methods, synthetic formule or busi- 
ness methods, thus arousing constructive interest 
in the trade tending to cement the whole industry 
into a cohesive co-operating branch of social ser- 
vants. We must set forth the civilizing and re- 
fining value of the love of beautiful jewelry and 
accurate time keepers. 


RESOLVED: 


* + 

Whereas: Fraudulent auctions flourish, and 

Whereas: A bill, No. 736, designed to abate the 
evil was introduced, and largely through the efforts 
of President Frank L. Davis, passed both the 
House of Representatives and the Senate of the 
Legislature, but was vetoed by Governor Pinchot. 
We express our regret and surprise at his action 
in disapproving a measure of so worthy a purpose, 
and we urge all jewelers and all other good citizens 
to agitate for the early enactment of a proper 
providing the conditions under which 
may be conducted. 


auction law 
necessary auctions 
* * # 

RESOLVED: That we express our high regard and 
appreciation for the efficient and enthusiastic efforts 
Frank L. Davis and his faithful co- 
workers in promoting the growth of the Pennsyl- 
vania Retail Association and the welfare 
of all 


of President 


lewelers’ 
jewe lers. 


* * * 


Resotvep: That we extend thanks to the 
Pittsburgh jewelers for the many courtesies shown 
the State Association in connection with its 20th 
Annual Convention, and to the trade publications, 
ind management of the Fort Pitt Hotel. 

Likewise, our gratitude is due the newspapers of 
the city of Pittsburgh for the very helpful publicity 
accorded the convention 


our 


proceedings. 


Respectfully submitted, 


A. C. Graul, 
Geo. E. Jones, 
Paul D. Harbach. 


Committee on Resolutions. 


The election of officers was then consid- 
ered, the following ticket being voted in. 
Frank Davis, Philadelphia, president; Wil- 
liam Sutton, Philadelphia, secretary; Wil- 
liam N. Bode, Philadelphia, treasurer. The 
following were chosen vice-presidents: J. 
P. Archibald, Blairsville; W. W. Appel, 
Lancaster ; John B. Smyth, Renova; Paul 
D. Harbach, Reading and J. Clare Crawford 
and George C. Kelty, Pittsburgh. This ex- 
ecutive committee also was chosen: W. F. 
Sellers, Altoona; Charles H. Hambly, Phil- 
adelphia and Thomas J. Apryle, Johnstown. 
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AFTERNOON SESSION 


Franklin Blackstone, past president of the 
National Association of Retail Credit Men 
and manager for Frank & Seder’s Pittsburgh 
store, was the first speaker at the afternoon 
gathering, his subject being “Credit a Stim- 
ulus to Increase Business.” This speaker 
considered the jewelry business as much of 
a necessity as other lines of trade and pointed 
out the advantages of doing it on a credit 
basis, giving some timely hints and sugges- 
tions along that line. He contended that 
jewelry and diamonds add to the pleasure 
of at least one person, the owner, and in- 
crease the happiness of others in the home. 

Mr. Blackstone said in part: 


MR. BLACKSTONE'S ADDRESS 


“The bulletin of the Credit Service Ex- 
change recently stated that ‘A man’s judg- 





FRANKLIN BLACKSTONE, CONVENTION SPEAKER 


ment is no better than his information.’ There 
may be a few persons who can judge credit 
reputation and ability but intuitiveness is 
fallible and snap judgment is always a detri- 
ment to fair dealing. All applicants for 
credit should be willing to give information 
relating to their financial responsibility as 
may be required. There is too much timidity 
on the part of retail credit granters and I 
am informed that even jewelers are not 
immune from it. There is a timidity in 
some department stores regarding refusing 
to cash checks for strangers. The bad check 
committee of the Retail Credit Men’s Na- 
tional Association has a slogan that ‘all 
strangers are not crooks, but all bad check 
crooks are strangers.’ It is a trifle severe, 
but often true. 

“Credit is here to stay. It may be regu- 
lated and re-regulated, but every merchant 
in every classification of trade is giving it 
most serious consideration as the one thing 
needed to increase the volume of his business. 

“The deferred payment plan is here to 
stay. It may be modified by some stores 
who once considered it beneath the dignity 
of their institutionalism, but some of them 
have found it to be the only real stimulus 
used to increase their volume of<-business. 
They are constantly adding new articles to 
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their plan. I expect to hear that furs and 
jewelry will be the next additions to it. 
When jewelry is added to the plan by the 
leading department stores, in some cities, the 
established ‘old line’ jewelers will either have 
to meet such competition or reduce prices 
below their own normal mark up, other- 
wise their volume will be reduced. The 
subject of deferred payment plan already 
has been presented to your convention by 
Mr. Kelty of your city, so that I will not 
go into detail on it any further than to ex- 
press the strictly personal opinion that it is 
preferable to sell your jewelry, diamonds 
and silver-ware on that plan than to charge 
it on open account on indefinite terms and 
have it remain there unpaid for, month after 
month until the spirit moves the debtor to 
make a payment. Especially is this true 
if you fear to ask for the amount due you in 
fear that the next purchase may go to a 
competitor who is also fearful of the loss of 
a similar account to you. 

“The store that now employs me believes 
in quick sales at small profits and in prompt 
collections. Our leaders have the courage 
to say so and to advertise that it is a store 
‘where good quality merchandise is not over- 
priced.’ This policy has built up a business 
in 16 years under the guidance of Mr. Frank 
and the late Mr. Seder that exceeds that of 
other stores three times as old. 

“The three great fundamentals for in- 
creasing business are ‘Merchandising, adver- 
tising and credit.’ These three require con- 
stant study and consideration. The greatest 
factor in the country today in educating the 
merchants to ‘credit as a stimulus to increase 
husiness,’ and to the need of good credit in- 
formation and which is also educating the 
debtor to pay promptly in accordance with 
terms, whatever those terms may be, is the 
Retail Credit Men’s National Association. 
While on this subject of credit information 
and credit reputation I quote the advertise- 
ment that was printed in a Pittsburgh news- 
paper by the Commonwealth Trust Co. in 
1919: 

“‘Credit. A man’s credit is deter- 
mined by what he is as well as what he 
has. The only thing that a man with a 
bad name can get in this institution is 
civility.’ 

“T have always considered that advertise- 
ment as a masterpiece of courage and as a 
lesson in a credit granting in a few words. 
Every non-payer of a credit account that is 
forced to become a cash buyer by reason of 
inability to secure credit becomes an asset 
to the economies of business, instead of con- 
tinuing as a liability. In using credit grant- 
ing as a business builder, the merchant is 
building good-will of an almost permanent 
kind. Co-ordinating with it should be the 
following. 1. The quality of merchandise 
should be in full accord with the policy of 
the store. 2. Prompt adjustment of com- 
plaints. 3. The appearance of the store and 
the system of displaying. merchandise. 4. 
Good service in all of its branches. 5. 
Prompt payment of its own bills. 6. Truth- 
ful advertising. 7. A liberal but safe 
credit policy. 

“I am an advocate of credit although it 
has brought care and trouble to some peo- 
ple. It is a developer of thrift and thrift 
is one of the bulwarks of our nation and our 
civilization. I believe that the proper use of 
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aedit should be taught in the higher classes 
our schools so that all who deserve it 
gay use its benefits to the promotion of the 
general welfare and the stability of our 
pysiness and our institutions.” 
Mr, Crawford read an address “The Sil- 
versmith’s Art,” prepared by William Cod- 
nan, chief designer of the Gorham Co. 


WILLIAM CODMAN, READ BY 


J. CLARE CRAWFORD 


ADDRESS OF 


The business of marketing silverware has always 
en looked upon as a_ high-grade industry; in 
ft, it has been received more in the light of a 
sofession, the very appearance of a silversmith’s 
howroom, i.e., the display of the articles carried 
ond the manner of those representing the store, is 
indicative of quality. Thus, it is 


generally 
salesmen to have some knowledge 


esential to the 


4 the history of the silversmith’s art. 
The art of working in the precious metals was 
past 


nations of the that 


all the 


practiced by 





WILLIAM SUTTON, SECRETARY 
rached any degree of civilization. Therefore, it 
s not surprising that excavations have disclosed 


Saxon vessels made of silver, which were wrought 
yy our ancestors over a thousand years ago. 
In Saxcn times the abbeys and monastaries en- 
couraged the silversmith’s art and the monks made 
ecclesiastical silver for the embellishment of the 
church. At the Abbey of Glastonbury in England, 
St. Duston (925 to 988) promoted the making of 
silver &rticles and was himself a practical silver- 
smith, Small wonder that the goldsmiths of Lon- 
don should have chosen ‘‘Seynt Dustan” to be 
thir “Blessed Patron, Protector and Founder.” 
_ Silversmithing and goldsmithing have usually 
en associated as one art. There is much in 
common in the two metals—silver and gold. They 
ae worked in a similar way; both can be Case, 
Wrought, chased, and, in fact, any process which 
ayplies to one can be applied to the other. It is 
true that gold in certain alloys is more difficult to 
work than silver and neither of these metals is 
used in its pure state except in certain very unusual 
mstances. The same class of craftsman and _arti- 
an is employed in both metals. Both metals are 
socalled “Noble’ metal, and while gold is the 
— Precious and is called ‘“‘King of Metals,” 
‘iver, from its greater abundance and greater 
malleability when properly alloyed, and its lesser 
‘ost, is and must ever remain the more used metal 
articles of household employment. 
In the manufacture of silverware, of course, 
the designer governs. The informing ‘“‘soul” of 
all this labor dwells in the ‘‘designing’ room— 
: fnrich “utility” until it becomes “elegance”; to 
“vis: which shall truly ‘‘harmonize’’? with the 
jects they are intended to adorn. 
B ned early days of the silversmith’s art, he 
to ir Ge 1 cine eet aes oe 
ished ‘ ee a ‘a ; 
product was his own ideal, made concrete 
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by his own labor and impressed with his own per- 
sonal touch. ? 

The reputation, for instance, of Paul Revere, as 
a silversmith is as secure as his fame as a patriot. 
Today the work is, in a way, divided, and the de- 
signer, surrounded by all that goes to make for 
an artistic atmosphere, labors unhampered in the 
production of the beautiful. The artisan, skilled 
in the execution and directed by the design, brings 
to completion the artist’s creation. 

Quietly and far removed from the sound of 
factory machinery and surrounded with a library 
of rare books and valuable examples of the art 
of modelling, the designer works out his ideas 
with his pencil or brush or the modelling tool. He 
must be able to originat,} to suggest and above all, 
to execute. Designs in silver range from a tiny 
coffee spoon to massive services. 

There can be little doubt that the spoon which 
now performs such an indispensable service in our 
domestic economy may lay claim to descent from 
a very high antiquity. Certainly, as soon as the 
habit of eating pottage in a manner such as we 
now consider decent had been acquired, there must 
have been spoons of some kind in use. 

A very popular spoon during the Tudor reign 
(1485-1603) was the Apostle spoon. (This gets 
its name from the fact that it has a figure of an 
apostle on the handle.) A spoon that was common 
in the 17th centry had a flat handle and was per- 
factly plain. It became popular with the Round- 
heads and hence was called the Puritan spoon. In 
the 17th century the shape of the bowl gradually 
changed from the pear shape to the oval. 

Teaspoons were introduced in the late 17th cen- 
tury. They were then very small like the modern 
after dinner coffee spoon and were gradually made 
larger, so that by the time of George I (1717-1727) 
they had reached the proportion of the modern 
teaspoon. Early in the 19th century the “Fiddle- 
Back” spoon was introduced, also the celebrated 
“King’s Pattern.”’ These two designs are still 
in vogue. The 19th century produced the alt 
spoon, the after dinner coffee spoon, the orange 
spoon and innumerable large and small serving 
spoons. 

Most of the artistic patterns of the present time 
are those that have been inspired from 18th century 
models. Much of the modern silver is now stamped 
in dies, a process which is rapid and inexpensive, 
after the initial cost of elaborate machinery and 


dies, thus greatly increasing the production, and 
hundreds of ornamental and useful articles are 
made, 

The die is the first great labor-saving device 


of the silversmith. It is a great instrument of 
reproduction of design, of the duplication of pat- 


terns, without it, uniform sets of tableware and 
of silver spoons and forks would be of great 
cost. 

But when we examine the process of making 


these dies, we again are reminded of the difficulty 
of drawing a definite line between artistic labor 
and labor which is merely skilled or mechanical. 

The die-cutter’s work is to cut the design into 
solid steel and is a very slow and difficult pro- 
cess. Before him is the design in the flat—the 
modelling is but faintly suggested which he _ hol- 
lows out of steel. The work is slow and laborious. 
Months of constant work are frequently expended 
upon a single design. Both front and back dies 
are cut, when used for spoons and ornamental 
mounts, etc. 

When the die is cut and hardened, it is taken 
to the stamp shop which is the preparatory room. 
In it are breaking-down and finishing rolls for 
the first treatment of the bars and skillets of silver 
after they leave the bullion room. 

Owing to the great weight of the heavy machin- 
ery, the whole of this structure is designed to re- 
sist great strain. After the metal is rolled it is 
blanked in cutters to proper sizes for spoons and 
forks, then to the grading rolls which grade the 
metal to the desired thickness, then again blanked 
under smaller presses to the finished outline of the 
pattern. The stamp proper consists of two vertical 
iron pillars, at the top of which is fixed a pulley. 
At the foot is first placed the front die, set dead 
leaven and keyed into position. In a groove be- 
tween the two vertical pillars is fixed a sliding 
hammer, known as the drop hammer, on whose sur- 
face is fastened the back die, and which is worked 
with a strap over the pulley at the top of the strap, 
automatically. 

The piece of silver to be stamped, technically 
known as a “blank,” is placed upon the bed die. 
The drop hammer, which varies in weight from 
100 pounds to a ton, gives the blow which instan- 
taneously produces a perfect duplicate of the origi- 
nal pattern, and bringing clearly to light the beau- 
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ties of the design which was so laboriously and pa- 
tiently cut by the die-sinker. Spoons and forks 
are thus manufactured with great rapidity. 

Ingenious and costly machinery in the hands 
of skilled artisans lowers the cost of production 
and so makes possible the enjoyment of the de- 
signers’ ideas by the many, instead of the few. 

Upon every article issued from the workshops 
is impressed the work of the designer. For people 
whose ideas of table silver will go beyond the line 
drawn at spoons and forks it is just as well to have 
works of art that can delight and refine the taste, 
if nothing more; therefore, the greatest artistic 
value is represented in the hand-wrought work, such 
as tea sets, coffee sets, centerpieces, vases, pitch- 
ers, etc. 

To raise any silver article from a flat piece 
of silver without a seam is not an easy task, nor 
quickly completed. In executing a special piece 
from a design, say, for instance, a teapot, the 
silversmith or hammerman cuts a round piece of 
metal the necessary size, and places it on a hollow 
wooden block; using a round-nosed hammer, he 
proceeds, by frequent blows, to “dish” the plate; 
that is, he makes a hole in the center causing the 
sides to rise till a shallow vessel is formed. The 


{ 
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silversmith crimps it by using a V-shaped piece of 
then starts raising it with what is known 
as a raising hammer. 

The methods of doing this may be described as 
follows: The silversmith selects an upright piece 
of iron with an arm extending at right angles, on 
the end of which is a small square opening to 
which can be fitted the raising heads and held in 
a vice. The heads are every conceivable size and 
shape and made of steel. They are placed be- 
neath or inside the work so as to resist the blows 
of the hammer, and give the hammerman a founda- 
tion on which to shape the silver plate. 

Many courses are necessary in raising a tea- 
pot, the number varying according to the work- 
mzn’s skill, and the shape of the article raised. 
In raising articles by hand it is most essential that 
the hammer-strokes should be level and evenly dis- 
tributed to produce a uniform surface and not a 
series of irregular indentaticns. 

Examine closely, on the inside, a hand-raised 
teapot. There will be found the marks of the 
planishing hammer running right around the body 
in even rows. From these may be gathered some 
idea of the number of strokes necessary. 

Having shown the method of forming the body 
of a teapot, or globular vessel, the spout is next 
made and shaped as a round, tapered funnel, the 
silversmith fashioning it from a flat piece of metal 
and hard silver soldering the join. Having care- 
fully fixed on the exact spot where the spout is 
fitted to the body of the teapot, an ovel ring of holes 
is drilled, through which the tea must pass when 
poured. 

The sockets or handles are next made when the 
silversmith has made and fitted on the parts or 
members of the article, his next duty is to solder 
them in position. 

Great attention is paid to beauty of form. Here 
lies the essential requirement of true art; an opin- 
ion prevalent in many quarters that simply because 


wood 































































THE JEWELERS’ CIRCULAR July 22, 1925 








Spratt GENUINE — a m | 
alibre_ Fancy  Snapes ad Sindle Stones nancies 


BMT House oF fagey: 
0B PRECIOUS STONES @ We 


————— ais A: 














, - 











afortortortoaiontontortoetotocfoeloelonloaoatoatoecoesoe soe coe cee see lee seel oe eal oel oe oeloe lela cee seelee lee leeleeleeloecoene 


MODERN DIAMOND CUTTING 


°, 
os : 


LARGE SIZES 
ROUND | EMERALD CUT MARQUISE | _PEARSHAPE__| 
an a darn adboets =... ee ba ladon AR 


—T - : / 
Za» > [\> 
LS i> \ 
<— } | hes LA | h + k 
[ /\ voces | | | 24 FMETS. iV \ 32 FACETS \ seracers 
wae |) |] Hid 1 TABLE \ | TABLE f ) Tague 
‘ [3H | AA 
y Vy f 
vy ? ; 
| v 'y 
i 
' 











JUST OUT 








1925-1926 Edition 


/ 


T 7 | “ \ 
A] Fee p (| p 
2 & <4 2 TS ? 4/1 | 2. r . \ 24 FACETS 
Ee L.\ ences | | xX | | 2enncers Me 
4 , \ ot “ cul 
\ J (CULE \Yy : : icuver 1 \ f 1 CULET 
{ Care \ 
> ; Y 
| 
a 
TOTAL FACETS $8 | 




















. : The Jewelers’ Circular 
SMALL SIZES MELE 
HGHT CUT ts J CU" 5 <a 


Buyers’ Directory 

















Useful to Buyers and as a Directory of 
the Jewelry and Allied Lines 

















Copyright—1923—Feldenheimer & Jacoby. 





Price One Dollar 


ALEX. FELDENHEIMER ARTHUR JACOBY 





FELDENHEIMER & JACOBY 


170 BROADWAY, NEw YORK 


CORNER MAIDEN LANE 


The Jewelers’ Circular Publishing Co. 
11 John Street New York, N. a 


$ 
$ 
$ 
4 
? 
$ 
$ 
t 
$ 
% 
$ 
3 
¥ 4 i 
$ 
+ 
4 
$ 
: 
$ 
oe 
$ 
& 
$ 
$ 
oe 
& 
4 
oe 
R 4 
¢ 
> 
¢ 
+ 
: 


_ 





Poctectectectectectoctestectoctostectectectoctcste-%ne%nctns®.%, 0, .% © 7 adil 
Noeseeloetoetoc soe loeloeloetec too toesoeteetoetootoeteng' Postectestestectectestnstestactaste®, ee Pa eS aS 

Oe a ee eee eee aS 0000 00 00 60 06 06. a 2. © @ 
a aaa aX a a a aa a ea a a aa Ka a a Ke Ka Ka Ke KKK SEED catoeoatoatoeteateetoateetoateatoeoateetoatvetoatoateetoatoete 





_ 





Soaoedoedoctoedoedeedeedeedeedeegeegecgocgecdocgecgectecdececeoetoetoetoetoetoeeetectectectectende 

















July 22, 1925 


a piece of silver is hand-wrought it must of neces- 
sity be beautiful; and because the piece shows 
har.mer marks it must be hand wrought, and there- 
fore good. Nothing is easier in the present stage 
of silversmithing and metal working than to ham- 


mer a spun of die-stamped article. 
There is much that is good and beautiful in the 


hand-wrought productions of the present time, also 
there is much that is pad. Simply because a piece 
r has been raised by the hammer into some 
form by an unskilled or semi-skilled workman 
does not mean that the piece is an object of art. 

The paper then discussed the subjects of ‘‘spin- 
ing,” embossing, chasing and engraving. 

Mr. Roessler was then introduced to the 
convention having come all the way from 
Council Bluffs, Ia., to appear before the 
gathering to speak on “The Crucial Stand 
on War Tax Elimination.” He spoke ex- 
temporaneously. 

ADDRESS OF RALPH ROESSLER 


The speaker touched on the past history 
of the excise tax and referred to the Ways 
and Means Committee and chances of favor- 
able consideration of a new bill which will 
be favored in that committee. He said that 
the Ways and Means Committee will meet 
Oct. 19 and that one of the major issues 
will be tax reduction. Mr. Roessler also 
brought out the information that matters 
have been brought to the attention of the 
committee with favorable results. He also 
said the attitude of the Treasury Depart- 
ment is favorable to a tax reduction. He 
told the delegates that he had come to the 
convention after having an interview with 
W. R. Green at Council Bluffs, chairman 
of the Ways and Means Committee and 
that there had been an outline of plans for 
future work. Mr. Roessler said he was 
hopeful that a new revenue bill will be in 
operation in 1926 carrying an elimination of 
the jewelry tax. 

President Conrad J. Brotherly of the Na- 
tional Retail Jewelers’ Association followed 
with his talk discussing “publicity” and 
explaining at considerable length as he has 
done on previous occasions, just what is 
being done regarding the matter. 


of silve 


ADDRESS OF CONRAD BROTHERLY 


At the outstart he assured his hearers that 
it is time for the jeweler to take a business 
inventory. He was sorry to say that he 
found jewelers more interested in social af- 
fairs than in business service. He contend- 
ed that this is wrong and that the conditions 
which exist in the jewelry trade are largely 
a matter of the jewelers’ own fault. He 
said there is a way to solve the problems 
and that he desired to speak of competition 
—where it begins and where it ends. 

He assured the jewelers that the market 
in which the jeweler does business is a mar- 
ket of wants and that the purchasing power 
of this market is in the dollar, and that no 
two consumers value the dollar alike. He 
claims that men and women spend in ac- 
cordance with their ability and contended 
that if the grocer gets too much that it 
has its effect on the jeweler. He said the 
problem of the jewelry industry was not 
how the public spends money for jewelry 
but to get more business from the public. 
He said that the jeweler can be more suc- 
cessful in business, if he knows what is in 
the minds of the consumer. He then related 
the story of the attempted sale of a stick 
pin to a customer and of the woman notic- 


a no one in the establishment wore stick- 
ins, 
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President Brotherly then “lambasted” the 
jewelers for not wearing jewelry and wanted 
to know how they expected to sell it if they 
had not sufficient confidence in their own 
business to wear it. He said that too few 
jewelers wear jewelry. He wanted to know 
if they were not going to wear it how they 
expected to induce the public to do so. He 
also contended there is no such thing as 
a satisfied customer unless a sale has been 
made. 

He assured his listeners that the answer 
to all the points he had raised was “pub- 
licity” and explained the manner in which 
an effort is to be made to bring it about, 
what had been done in that direction, the 
status of the publicity fund and what the 
publicity association proposed to do. 

The public is being unconsciously influ- 
enced in purchase of things detrimental to 
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the jewelry business, said the speaker. A 
desire must be created for jewelry and he 
then told what other industries were doing 
in that direction to stimulate and influence 
their particular business. He said a de- 
sire must be created for jewelry and it can 
be done by the proper kind of advertising 
and_ publicity. 

President Brotherly contended that “the 
jewelry manufacturer has not substituted 
anything for the bar pin and brooch, the 
sales of which were being hurt because of 
the manner in which women’s dresses are 
made.” He touched on the real fundamentals 
and assured the members present that “joy 
parties” would not get the jewelers any- 
where and urged them to do something worth 
while in the interest of their business and 
get together in the right kind of movement 
to bring about accomplishments in that direc- 
tion. 

The closing convention address was made 
by D. A. Garber, assistant general manager 
of Boggs & Buhl and former advertising 
manager of that house, who took for his sub- 
ject, “Resultful Publicity,” and he assured 
his hearers he had given this subject consid- 
erable thought. He spoke without. preparing 
an address, reading now and then from 
notes. 
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ADDRESS OF D. A. GARBER 


Right at the start he said it looked as if 
the millennium had come, when department 
store men could come right into such a 
convention and talk in a co-operative way 
about some of the things vital to business. 
At the same time he stressed the fact that 
department store men had something to 
learn from the jewelers because he consid- 
ered them specialists but said he could not 
refrain from saying that as he saw it, the 
jewelers had failed to sell themselves on 
their own business. 

The speaker contended, however, that fail- 
ing to sell oneself was perhaps a mental atti- 
tude, anyhow. The trouble as he saw it 
was that the high-grade jewelers have the 
ethics of the medical doctors, but by that 
he did not mean to convey to the jewelers 
they did not advertise but he did mean to 
say that their style of advertising is lim- 
ited. He said there must be a constant pro- 
motion of merchandise to sell it. y: 

As for publicity, to which he made refer- 
ence to the plans as outlined by President 
Brotherly, he contended there are three out- 
standing ideas, constructive ideas for creat- 
ing a demand. He said they needed inspira- 
tional advertising and that it should be sold 
to the community; that they must sell their 
merchandise as they sell their ideas; that 
they must sell their own institution and 
sell their merchandise direct. He showed 
that national advertising is a wonderftl 
thing for an industry and though it was once 
opposed in progressive houses is no more 
so. He contended it is essential for mer- 
chants to do their own promoting as well, 
but that as a rule, jewelers were too prone 
to delegate the handling of their publicity to 
others. He said they should co-operate fér 
advertising as the panacea for the craft. He 
assured them that it would ‘undoubtedly dis- 
tribute the load and volume the year around. 

Mr. Garber said that the newspapers are 
the greatest force in advertising in the 
world. His house spends 80 per cent. of its 
appropriation in the newspapers. He also 
said that direct mail advertising is a won- 
derful thing. 

Last year Mr. Garber said that Boggs & 
Buhl sent out 1,500,000 pieces of mail in ad- 
vertising their business by that means. He 
said that personality has to be injected into 
any business and particularly into selling. 
He advocated that wherever possible cus- 
tomers be called by name because if their 
attention is gotten their business will be ob- 
tained. 


He showed how his house keeps a card 
index of the name of every customer that 
has a watch repaired; every woman who has 
a string of beads strung and at the end of 
six months a suggestive letter is sent out 
which brings business into the store. They 
invite the customer to have the beads re- 
strung. Mr. Garber urged his hearers to 
be specific and to even know the kind of 
watch the customer carries and to name it, 
for then the customer thinks he has some- 
thing. This gives the personal touch. 

Mr. Garber said their mailing list was 
the keystone of their advertising. This was 
indicated by the fact they have a list of wo- 
men for whom they string beads. He 
showed that many circulars can be gotten 
out regarding trophies. His house circular- 
izes the high schools at commencement time 
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MELEES 8-CUTS FANCIES SIZES 
JUST RETURNED: Take advantage of my buying facilities, as | 


have brought over from Amsterdam, a varied assortment of 
diamonds in excess of regular buying orders. This limited stock 
will not last long. 
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PHONE: CORTLANDT 5486 


JDENHEIM BROS | 
Do You Need Anything CARLONE & VITIELLO 








IN: 
CORAL 
IMPORTERS 
CAMEOS “ 
SILVER FILIGREE 21 Maiden Lane 
SEMI-PRECIOUS STONE NECKLACES New York, N. Y. 


or FINE IMITATION STONE NECKLACES? 


If you do, do not lose time in trying to get these articles from somebody who Goes not usually carry 
them, but come or write to us and save time and money. 
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Having resigned the presidency of 


fume & Cierney, tur. 


I am now open to propositions— 


EDGAR HUME 


1650 Broadway, New York City 
































to get business in the jewelry department, 
etc. They get lists of graduating classes. 
He contended they are all important steps 
to create business. 

The speaker then went on to show what 
can be done in the matter of follow ups. 
He said the cost of these things should not 
be discouraging to a small jeweler for the 
reason that he can do the same things as 
the larger stores in a more limited way, 
but get results just the same. 

“What we need is a bigger idea of our 
own craft.” 

After some routine business and the selec- 
tion of Philadelphia as the place in which 
to meet in 1926, the convention adjourned. 


The Great Banquet 


All of the delegates and their wives were 
guests of the wholesalers of Pittsburgh at 
a dinner Wednesday night in the Fort Pitt 





EMIL FREYER, CHAIRMAN OF THE COM MITTEE 
IN CHARGE OF THE BANQUET TENDERED BY 
THE WHOLESALERS 


Hotel, with Joseph L. Myers, a member of 
the bar, as toastmaster, and Emil Freyer, 
chairman of this part of the function as 
master of ceremonies in the management 
of the event. The speakers included the 
Rev. C. W. Petty, pastor of the First Bap- 
tist Church; President Brotherly and Presi- 
dent Davis. 

At this gathering Mr. Brotherly talked 
somewhat to the wives of jewelers and said 
they could help their husbands’ business by 
Wearing jewelry tastefully; that they should 
put on jewelry appropriate for the occasion. 
In that way they would be the envy of some 
of their sisters. 

President Davis said he again desired to 
thank the jewelers of Pittsburgh for the 
wonderful events arranged, and desired to 
Say it was the most successful convention 
ever held in Pennsylvania. 

Dr. Petty spoke on “The Life of the Blue 
Bird,” which proved a magnificent oration 
as it pertains to character. He contended 
that happiness is not pleasure. He brought 
out the thought that one of the meanest 
heritages is to have the price and know not 
what culture jis. 

Toastmaster Myers 


told some excellent 
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stories and had everybody in a good humor, 
so much so that most everybody referred 
to him as “roastmaster.” Mr. Doyle also 
made a few remarks. 

Seated at the speakers’ table were, besides 
the speakers, Henry Terheyden of the Ter- 
heyden Co.; Mr. Crawford, David Kaiser, 
Thomas Apry and Mr. Archibald, who saw 
to it that subscription blanks were passed 
out to the men present for membership in 
the Sate organization, many of which were 
signed. 

At the conclusion of the dinner there was 
entertainment and also during the meal, 
some ballet and acrobatic dancers, filling 
in the program at the conclusion of the 
speechmaking. The floor was then cleared 
and dancing indulged in until 12:30 o’clock 
in the morning,.with most everyone remain- 
ing and enjoying it. President Brotherly of 
the national organization was one of the 
most active and best dancers on the floor. 

The souvenirs given at the Tuesday night 
dinner consisted of a match box, the gift 
of the I. Ollendorff Co., and on Wednesday 
night the Samuel Weinhaus Co. presented 
the men a finger nail cutter and the women 
a cologne case. 

The committee of the wholesalers included 
the following: Banquet—Emil Freyer, W. 
H. Hofmann, Fred Gluck, William E. 
Jones. Reception—Julius Bickart, Samuel 
Hall, Maurice Davis, F. H. Hahn. Finan- 
cial—William S. Bickart. 

PittsBpurGH, Pa. July 17.—President 
Conrad J. Brotherly, of the National Retail 
Jewelers’ Association did not leave Pitts- 
burgh until today for home, spending some 
time here visiting the jewelers. President 
srotherly, accompanied by J. Clare Craw- 
ford of this city and President, Frank L. 
Davis of the State organization, called on 
August Loch on the North Side, who has 
been somewhat under the weather. They also 
visited the display of antique watches at the 
Carnegie Institute. 








Banking Creditors of Convicted Schenectady 
Jeweler and Banker Received Dividends 
of 12144 Per Cent 


Scuenectapy, N. Y., July 18—Banking 
creditors of Oragio Ciaccia, private banker 
and jeweler, of this city, this week received 
a 12% per cent. restitution of funds they 
had on deposit in his bank. The payment 
was made from $5,800 deposited by the bank 
with the State banking department. 

Personal creditors of the former jeweler 
and banker received only one and one-half 
cents on the dollar from the bankruptcy pro- 
ceedings. 

Ciaccia is serving a sentence of from two 
and a half to five years at Dannemora for 
grand larceny, having appropriated funds on 
deposit with him. The State found on in- 
vestigation that his accounts were nearly 
$50,000 short. He was sentenced June 25, 
1925. There are 10 more indictments pend- 
ing against him. 











M. H. Siegel has opened optical parlors 
in connection with his jewelry store at 319 
State St., Schenectady, N. Y. A. W. Gil- 
bert, with 35 years’ experience, will be in 
charge of the department. 
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Jewelry to be Featured at the Cincinnati’s 
Style Show to be Held from 
Aug. 31 to Sept. 7 

CINCINNATI, July 16.—Of especial interest 
to the jewelry trade is the style show that 
will be staged in Cincinnati the week com- 
mencing Aug. 31 and ending Sept. 7. It 
is the first style show in this vicinity that 
will lay particular stress upon the correct 
articles of jewelry to be worn with certain 
costumes. 

The function of the Cincinnati Style Show 
will not end when it has displayed on living 
models (both men and women) those articles 
of jewelry that are correct with a specific 
costume; it will also show the trend in 
styles of jewelry. The various articles of 
jewelry that are popular at the present time 
and the modes that are to be worn during 
the coming season will be displayed by the 
models. 

This style show will be just what its title 
implies: a display of style. It will present 
a vivid picture to everyone of the necessity 
for jewelry for all who wish to be cor- 
rectly appareled. 

It was through the efforts of a local 
jewelry house (the Richter & Phillips Co. 
of this city) that the various interests of 
this city who deal in men’s and women’s ap- 
parel were convinced that no style show 
could be complete without a liberal display 
of jewelry, and it is hoped that through the 
display considerable impetus will be given 
to the wearing of jewelry by both men and © 
women. It is also hoped that the precedent 
set by the Cincinnati show will be followed 
by the various style shows in other cities 
throughout the country. 

The Cincinnati Style Show is to be an 
innovation in more ways than one, the first 
in importance to the jewelry trade being as 
above mentioned that the display of jewelry 
is to be one of the features of the exhibition. 
Secondly, the show is to be staged at Cin- 
cinnati’s beautiful Zoological Gardens. To 
the stranger in Cincinnati it may seem in- 
congruous to stage a style show in the Zoo. 
However, the Zoological Gardens are 
not merely a palce in which strange 
beasts are exhibited but is a spot of rare 
beauty,’ extending as it does over 100 or 
more acres of beautifully wooded hills and 
valleys. Atop of one of the hills is a club- 
house and open-air theater surrounded by 
trees and shrubbery so that it partakes more 
of a sylvan bower than of a theater. The 
importance of the location of the show 
should not be overlooked. 

That the jewelry industry will find a new 
and effective manner in which the public 
can be impressed with the fact that in order 
to be well dressed one must wear jewelry 
as an integral part of his or her apparel, is 
an advantage that is hoped to be gained by 
the coming style show. 








L. G. Meyerding has opened a new store 
at 103 W. 8th Ave., Topeka, Kans., under 
the style of “The Biggest Little Jewelry 
Store in Town.” He will do a credit busi- 
ness and specialize in diamonds and watches. 
Mr. Meyerding was watch inspector at the 
store of J. H. Mace, Kansas City, for sev- 
eral years and had charge of the inspection 
for 18 different railroads. The Topeka store 
is the second which he owns, the first one 
being in Hutchinson, Kans. 
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Automatic Holder for ear studs, scarf-pins, 
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AN IMPORTANT CAPTURE 





New York Police Hold Four Men Accused 
of Daring Hold-Up of Maiden Lane Dia- 
mond Office Last March—Arrest, Result 

of Work of Jewelers’ Co-operative 

Bureau of Pinkerton Detectives 

While the epidemic of hold-ups in New 
York jewelry trade still continues the 
Jewelers Co-operative Bureau has been using 
all its facilities in an effort to capture some 
of the bandits and to locate the merchandise 
secured from such hold-ups in Greater New 
York, which is the field in which the Bureau 
contines its operations. The result is that 
through the generalship and energetic 
efforts of Captain Matt Stratton, detectives 
attached to the Old Slip station rounded 
up four men last week, two of whom have 
been positively identified as members of the 
gang which held up and robbed the office 
of Sobel & Kaleko, diamond dealers, 49 
Maiden Lane, last March. 

The arrest of this quartet represented 
three months of hard work and close co- 
operation between the police department, the 
Jewelers’ Co-operative Bureau and the Pink- 
erton National Detective Agency. 

With the positive identification of two of 
the men it is believed that the identity of the 
other two who took part in the robbery will 
soon be known. The two men identified are 
described as William Grubb, 29 years old, liv- 
ing on Avenue A, and Lawrence Harold, 
23 years old, who gave his address as E. 
120th St. The other two men still being 
held by the police are Walter Kelly, a lather, 
living at Ocean Breeze, Staten Island and 
Albert Geoghan of E. 119th St., New York. 
All of the men are being held without bail. 

Grubb was arraigned on Wednesday be- 
fore Magistrate Delagi in the First Disrict 
Magistrate Court and after waiving examin- 
ation was held for the grand jury. Harold 
was later identified by one of the men who 
was in the office at the time of the robbery 
and on Monday was arraigned, at which 
time he waived examination and is now be- 
ing held for the grand jury. 

The robbery at the Sobel & Kaleko estab- 
lishment which occurred on Monday, March 
30, caused considerable excitement on the 
“Lane” and netted the thieves loot worth al- 
most $75,000. The theft took place about 
10 o'clock in the morning, immediately after 
the return to the office of Tevel Kaleko, 
one of the partners of the concern, who had 
just taken a large stock of diamonds from 
the Maiden Lane Safe Deposit Vault. In 
the office with Mr. Kaleko at the time was 
a diamond cutter, I. Bornstein, and two cus- 
tomers. Upon his arrival at the office, Mr. 
Kaleko left the gems on his desk and was 
“phoning” when the four bandits entered 
the place. One of the quartet walked over 
to Mr. Kaleko and commanded him to hang 
up the receiver and the other bandits held 
the diamond cutter and the customers at 
bay with their guns. They immediately 
bound their victims hand and foot with twine 
and then each of the victims was gagged 
with new handkerchiefs. One of the men 
seemed to be doing all the directing and 
Was apparently the leader of the bandit gang. 

After the thieves had gathered up their 
loot they left the office. They climbed down 
the fire escape to the second floor where 
they crawled through a window leading to 
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a hall and then down the stairway to the 
street where they disappeared. As soon as 
the men had left the alarm was given and 
in a short time police and detectives were 
on the scene. Mr. Kaleko and the other 
occupants of the office were able to give 
vague descriptions of the men to the police 
and a search for the bandits was started. 

Detective Fay of the Old Slip station 
was given the case and after a great deal 
of work unearthed a few clues which later 
proved valuable. In the meantime, vague 
information was received by Captain “Matt” 
Stratton, superintendent of the Jewelers’ Co- 
operative Bureau, from a party near the 
Canadian boarder. Captain Stratton was 
sent up State to locate the informant with 
the result that some valuable information 
was received and the informant was induced 
to come to New York. The information ob- 
tained from this man was turned over to 
the police who, it developed, had other sub- 
stantiated clues and with this added informa- 
tion was able to go ahead with the case. The 
Pinkerton National Detective Agency was 
also called in on the search and through their 
efforts and the efforts of the bureau the 
police finally rounded up the four above- 
mentioned men. 

Grubb was arrested on Tuesday morning 
by Detectives Fay and McNamara at 79th 
St. and Avenue A. Kelly, Harold and Geo- 
ghan were later apprehended at 350 E. 119th 
St. by Detectives Fay, Upham, Kalbfleisch 
and Fleming. The quartet were brought 
down to the Old Slip station where they 
were questioned by Lieutenant Ditman and 
his men. 

Mr. Kaleko and Mr. Amtraut, an employe 
of Sobel & Kaleko were summoned to the po- 
lice station and out of the line-up both men 
picked out Grubb as the one who was appar- 
ently the leader of the gang, and who, it 
is claimed, did all the directing. For that 
reason they were able to positively identify 
him. They were unable, however, to pick 
out any of the other men. 

I. Bornstein, who was also in the office 
when the robbery took place, was likewise 
summoned to the police station and he finally 
picked out Harold as the man who carried 
the bag in which the loot was placed. 

No one has as yet identified the other two 
men, although every precinct in the city has 
been notified to produce their complainants 
in the jewelry store hold-ups at police head- 
quarters in order that they may get a look 
at these men and identify them if possible. 








Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 
Week Ended July 18, 1925 
The U. S. Assay Office reports: 
Geld bars exchanged for gold coin.... $758,948.92 
Gold bars paid depositors............. 116,838.93 
OEM ss arid e sn tere easeee $875,787.85 


Of this the gold bars exchanged for gold 
coins are reported as follows: 





Date Exchanges 
Oe EE adhe aide see assersereerens $366,724.92 
ORE OE chain wi ebb es $.3 AoW Ree Oee eee 99,291.82 
WOR? ES iieriinsbawdnaewvees peebcaeaa 62,336.22 
CT we dieees 64020 snehe bees Cu dnes 92,525.61 
MES vosccsa ners enieae der esrreee® 97,025.61 
TO FO sécakekess) iehetarstaowesens 41,044.14 

TOE ste sascovvasn anes tive . $758,948.92 








Frank Finkelstein & Sons is the successor 
to Frank Finkelstein, at Hartford, Conn. 
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DEATH OF ALBERT COHN 





Well Known Representative of Manufactur- 
ing Jewelers Passes Away at Chicago 
in His Seventy-Sixth Year 


Cuicaco, July 15—The jewelry trade ot 
Chicago was grieved again yesterday when 
the death of Albert Cohn, a well known 
representative of eastern jewelry manufac- 
turers, was announced. It was a surprise 
to most of those who knew him because 
only a few days before he was at his office 
in the Heyworth building and about his 
usual places. 

Late in June, while standing in a garage 
waiting for his car, another car was started 
unexpectedly by accident and Mr. Cohn was 
crushed between two cars. He was taken 
to a hospital and after a short stay was 
removed to his home at 6221 S. Park Ave., 
apparently much improved. Last Saturday 
he became unconscious and remained in that 
condition until his death at 10 o’clock Mon- 
day night. 

Deceased was born in Koenigsburg, Ger- 
many, on June 13, 1850. He came to 
America at the age of 13 and at an early 
age became associated with the jewelry 
trade. He came to Chicago about 30 years 
ago and has represented manufacturers in 
this territory during that time. For over 
35 years he was associated with Wm. Loeb 
& Co., of New York, remaining with them 
until the death of Mr. Loeb, when the 
business was discontinued. 

For several years he has maintained an 
office in the Heyworth building and soon 
after the close of the recent war, when his 
son, Max, returned home he became asso- 
ciated with his father and has done most of 
the traveling and much of the work in con- 
nection with the representation. At the time 
of his death they represented the following 
manufacturers: C. G. Armstrong Mfg. Co., 
A. B. Mfg. Co., D. & B. Import Co., D, & 
N. Mfg. Co., Non-Fray Mesh & Chain 
Mig. Co., Fischer & Pruefer, A. Paslan- 
tonio. The office and business will be con- 
tinued by his son Max. 

Mr. Cohn was known as an upright man 
in all his dealings, his home life was ideal. 
He was a faithful member of Temple Isaiah, 
a member of Ramah Lodge, Brai Brith and 
Empire State Lodge I. O. O. F. 

Funeral services were held this afternoon 
at Hamburg’s Chapel and burial at Mt. 
Isaiah Cemetery. Mr. Cohn is survived by 
his wife Fanny, and son, Max, who continues 
the business. 








“Deutsche Goldschmiede-Zeitung” Expands 


The June 13 issue of Deutsche Gold- 
schmiede-Zeitung informs its readers that it 
has annexed Deutsche Edelmetall-Kunst. 
As the Internationale Bijouterie-Zeitung 
Kosmos, Deutsche Edelmetall-Kunst came 
to life nearly half a century ago. It had 
gathered together a substantial number of 
friends, readers and advertisers. The pro- 
prietors of Goldschmiede-Zeitung state that 
it obtained, for absorption, this old period- 
ical through a chain of favorable events. 
Herr Dr. Dessauer, the former publisher, 
will remain on the Goldschmiede staff as 
managing editor in South Germany. 

We congratulate our worthy contemporary 
on its acquisition. 







































































































THE JEWELERS’ CIRCULAR 








July 22, 1925 














What Is Platinum? 


The present Platinum Law in the State of New 
York is inadequate to cope with the Platinum 
situation. In fact, this law has demoralized the 
standard for Platinum, for under its provisions 
that which is not Platinum, as the term 
“Platinum” is known to the trade, can be 
marked and sold as “Platinum.” 


There must be a definite and unequivocal 
answer to the question, “What is Platinum?” 
Practically every organization in our industry 
has definitely answered this question, as em- 
bodied in the proposed National Marking Law. 
A few groups, however, have been temporizing 
with the situation and are trying to delay the 
presentation of the new National Marking Law 
into Congress. 


Through the use of our Co-operative Assay Bureau, the 
facts as they actually exist about so-called ‘‘Platinum”’ 
merchandise may be shown to those who want to find out. 
This bureau is for the service of the entire jewelry industry. 
All kinds of assays are made for nominal fees. 
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JEWELRY CRAFTS ASSOCIATION, INC. 


45 West 45th Street, New York City 
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JEWELERS TO FIGHT BANDITS 





Committees Appointed to Draft Plans on 

Various Methods of Minimizing Thefts 

and Holdups at Meeting Held in 
New York 


The movement to combat the operations 
of bandits in the jewelry trade which was 
started in New York on July 9 at a meet- 
ing of the officials of all the leading jewelry 
organizations, as well as the representatives 
of insurance companies issuing jewelers’ 
block policies, gained further impetus last 
week, when another meeting was held at the 
rooms of the National Jewelers Board of 
Trade and various committees were appoint- 
ed and a number of valuable suggestions were 
made. These committees will make separate 
investigations and will compile reports which 
will be presented at a meeting to be held 
probably some day this week. 

This last meeting was held on Tuesday, 
July 14, at the rooms of the National Jewel- 
ers Board of Trade, 22 W. 48th St., and 
was presided over by P. J. Coffey, who was 
elected as chairman at the previous gather- 
ing. It was attended by O. D. Wormser, 
head of the Jewelers’ Survey Bureau; Lon 
D. Reynolds, president, Brotherhood of 
Traveling Jewelers; Henri Schwob, presi- 
dent, American Watch Importers’ Associa- 
tion; Alexander Vincent, secretary, Sterling 
Silverware Manufacturers’ Association; 
Harry Larter, president, Jewelers’ Co-op- 
erative Bureau; Meyer D. Rothschild, presi- 
dent, American Jewelers’ Protective Asso- 
ciation; Fred L. Goddard, secretary, Jewel- 
ers’ Protective Union; Henry Agate, Jewel- 
ers’ Security Alliance; Jonas Koch, presi- 
dent, New York Wholesale Jewelers’ Asso- 
ciation; Harry Durand, president, Jewelers’ 
Safety Fund Society; H. H. Butts, of the 
Jewelers’: Security Alliance; “Matt” Strat- 
ton, superintendent of the Jewelers’ Co-op- 
erative Bureau; Leopold Stern, of the Jewel- 
ers’ Protective Union; Lee Reichman, vice- 
chairman, Jewelers’ Vigilance Committee; 
David Belais, chairman, Good and Welfare 
Committee of the Board of Trade; Morris 
L. Ernst, of Board’s Counsel; . Barnet 
Berger, of Pendleton & Berger (insurance) ; 
Gresham Ennis, vice-president of Wm. H. 
McGee & Co. (insurance) ; Milton L. Ernst, 
and Zach A. Oppenheimer. 

Chairman Coffey pointed out that the 
proper course to pursue would be to or- 
ganize at once, and as this subject covered 
so many different items, the various sub- 
jects should be worked up and the commit- 
tee appointed would report back at a later 
meeting. Following these remarks, Mr. Cof- 
fey read a few suggestions showing the ex- 
tent of the work which this organization 
would have to undertake. Among his sug- 
gestions was one to urge insurance companies 
to make no settlement with crooks and ad- 
vising the trade to give preference to insur- 
ance companies that do not make such settle- 
ments; also, to endeavor to procure long 
sentences for crooks; urge a larger police 
force in New York and to change the meth- 
ods of doing business among jewelers. 

Several representatives from insurance 
companies also pointed out what they were 
endeavoring to do to wipe out banditry in 
the trade. They offered to lend all the as- 
‘istance possible and urged that rewards be 
paid for the capture of these thieves, dead 
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or alive; also, that they endeavor to locate 
and arrest the receivers of stolen goods. 

A number of members of the trade also 
discussed the matter. Among them was one 
pointing out the necessity of raising a large 
fund to carry on the work. 

Meyer D. Rothschild informed the meet- 
ing that they should organize first as a 
committee and no appeal for money should 
be sent out until some kind of a definite plan 
is formulated showing what the committee 
intends to do with the money. He believes 
it is necessary to organize as a temporary 
committee in order that it might go out of 
existence at any time. 

Harry C. Larter also expressed the hope 
that this committee would not be a perma- 
nent organization, as he thought one of the 
old associations were in a position to father 
this movement when it was more completely 
organized. 

Mr. Rothschild made a motion that a com- 
mittee be appointed to investigate the vari- 
ous suggestions which were offered and that 
a meeting be held later at which time they 
ought to be in a better position to know the 
amount of money needed to carry on this 
campaign, 

On motion, Chairman Coffey appointed F. 
C. Backus as secretary. A number of other 
suggestions were made, and it was finally 
concluded to appoint six different commit- 
tees, including: (1) Ways and Means, Re- 
ward and Organization—to suggest plan as 
what present organization could handle the 
matter and how it could be financed; (2) 
Legal and Judicial Committee—to draw up 
plans as to how this legislation can be se- 
cured and to recommend some plan whereby 
crooks are not to be let out on bail; (3) 
Preventive Committee—to carry out sugges- 
tions by insurance companies; (4) Insurance 
Committee—to take up the matter as to how 
to make certain safeguards so that unworthy 
concerns cannot be insured; (5) Fence Com 
mittee—to determine where illegitimate mer- 
chandise goes to; (6) Additional police pro- 
tection. 

On behalf of the Jewelers’ Vigilance Com- 
mittee, Lee Reichman offered $2,500 as a 
nucleus for the fund which is to be raised. 
After making this offer, Mr. Reichman 
touched on the point of police protection and 
showed how the jewelers had a special force 
put on duty on Maiden Lane a few years 
ago. He expressed the opinion that with the 
recommendation of the various organizations 
represented at this meeting that Commis- 
sioner Enright would take cognizance of any 
request for more men. 

3efore the meeting closed, Mr. Rothschild 
urged that they make an appeal to the entire 
jewelry trade of the country, as this is a 
national matter. 

Chairman Coffey, in conclusion, appointed 
the following to serve as chairmen of the 
various committees, each of the chairmen to 
select his own men: Ways and Means, Re- 
ward and Organization Committee, David 
Belais; Legal and Judicial Committee, 
Meyer D. Rothschild; Insurance Commit- 
tee, Harry Durand; Committee on Additional 
Police Protection, Lee Reichman and Harry 
Larter; Preventive Committee, Otto D. 
Wormser: Committee on Investigation of 
Suspicious Trade Methods, Henry Agate. 
The committees are now busy investigating 
and compiling their reports. 
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DEATH OF R. W. MORRIS 


Well Known Member of Chicago Silver 
Trade Is Buried at Wallingford, Conn. 


Cuicaco, July 15.—The remains of Robert 
Wallace Morris were taken from here to- 
day to Wallingford, Conn., where funeral 
services will be held and interment will be 
in the family plot of the cemetery at that 
city. 

Mr. Morris died early Tuesday morning 
at his home, 6916 Chappel Ave., in this city, 
where he has spent more than 30 years of 
his life. He was born in Wallingford on 
Nov. i3, 1867, son of the late Mr. and Mrs. 
Dennis Morris, of that city. At the age of 
25 years he came to Chicago to become as- 
sociated with the Chicago office of the R. 
Wallace & Sons Mfg. Co. Four years later 
he became manager of this office and held 
this position continuously from that time un- 
til his death. 

When Mr. Morris came to Chicago in 
1892 he had just graduated from Yale, and 
by strict attention to business advanced 
rapidly in the business and became well and 
favorably known to the silver trade of this 
section during the 33 years he resided in 
Chicago. 

Deceased is survived by two brothers, 
Charles D., general superintendent of the 
R. Wallace & Sons Mfg. Co.; Frank Mor- 
ris, of California, and one sister, Mrs. F. E. 
Marble, of Pelham, N. Y. Frank Wallace, 
president of the R. Wallace & Sons Mfg. 
Co., is an uncle of deceased. 

The remains were accompanied from here 
by Charles D. Morris, his brother, and F. 
W. Hoefer, who has been associated with 
him in the Chicago office for many years. ° 











A New Gem Stone 





A RECENT issue of Deutsche Gold- 
schmiede-Zeitung contains the follow- 
ing: 

“A stone named ‘Chilimbar’ is found in 
Roumania which is related to amber but 
which differs considerably, in its occurrence, 
from amber in its many various colors and 
permits a considerable variety of employ- 
ment in decorative objects. Chilimbar has 
splendid colors; it occurs red, green, brown, 
yellow and, occasionally, also white and 
black. Brilliant effects are permitted with 
these stones. In suitable light a few stones 
resemble diamonds. 

“Its occurrence is not too frequent. So 
far the production yearly is only a few kilo- 
grams, so that jewels cannot become very 
plentiful. In Paris the stone has already 
taken its place in the jewelry industry under 
the name Romanite. The armlets, necklaces, 
rings, brooches and other jewels created 
from it enjoy much favor with the jewel 
purchasing public.” 








Walter H. Jewell, Dr. Forest Gabbert and 
Dr. G. H. Sadtler have incorporated and 
have opened a store and factory for the sale 
and manufacture of fine jewelry and fraternal 
emblems, at 420 S. 4th St., Louisville, Ky., 
under the name of the Jewell Jewelry Co. 
Walter H. Jewell is the president. Mr. 
Jewell has had several years’ experience in 
the manufacturing of special jewelry for 
fraternal orders, such as lodge emblems, 
rings and pins. 






























































































































































































































A GREAT OUTING 


Members and Guests Maiden Lane Fishing 
Club Enjoy Annual Fishing Trip 


Fifteen apostles of Izaak Walton, all the 
members and guests of the Maiden Lane 
Fishing Club, New York, enjoyed the an- 
nual fishing expedition of this organization 
on Tuesday, July 14. The good ship Natant 
IV carried this band of nimrods to the fish- 
ing grounds near Ambrose Lightship, where 
they enjoyed a day of fishing, returning to 
Sheepshead Bay early in the evening. 

Members of this organization all during 
the Summer months enjoy weekly fishing 
trips, but once a year each member has the 
privilege of bringing a guest on the annual 
fishing expedition. 

As in years gone by, the members and 
their guests arrived in Sheepshead Bay in 
automobiles and shortly before nine o'clock 
on Tuesday morning of last week boarded 
the Natant /|” which immediately set sail for 
deep water. For the hungry and _ thirsty 
there was plenty on board to appease their 
appetites and thirsts and the steward saw to 
it that every one of the fishermen was taken 
care of. 

The day’s catch was a fairly good one, 
but as Harry McKay was heard to say after 
Irving Eckstein told how he had lost a 
“whopper,”—“The biggest fish are never 
caught.” “Irving” cornered a JEWELERS’ Cir- 
CULAR reporter long enough to tell him that 
if he could only land the fish that broke his 
rod and stole his line he would have cap- 
tured the first prize. 

The honor of catching the largest fish, 
however, went to Mr. Hauser, who is a nim- 
rod of some reputation. Harry Booth was 
able to coax the second largest fish to swal- 
low his bait and captured second prize. When 
the members and their guests concluded that 
they had landed enough fish the party began 
its journey home, landing at Sheepshead 
Bay in the early evening. 

The members include A. Hauser, H. C. 
McKay, O. A. Edwards, J. J. Schneider, I. 
B. Eckstein, R. H. Booth, F. P. Somes and 
George Frey. They had along as their guests 
J. F. Hocking, G. E. Hunt, Tack Seltzer, 
J. C. Fisher, W. A. S. Hocking, L. R. Hills 
and H. H. Hetherington. 








Involuntary Bankruptey Petition Filed 
Against Acme Jewelry and Novelty 
Co., Philadelphia, Pa. 


PHILADELPHIA, July 22.—Business troubles 
of local jewelers figured in United States 
Federal District Court this week. In the 
case of Philip Salonic, trading as the Acme 
Jewelry & Novelty Co. at 12th and Arch 
Sts., the petitioning creditors are: McRae & 
Keeler Co., Attleboro, Mass., $101, for 
jewelry; Morse, Andrews & Co., Attleboro, 
$268, and Young Bros., Inc., Providence, 
who sold the alleged bankrupt $232 worth 
of scarf pins. 

Several other creditors have joined in the 
petition. These include Rottonberger Sons 
Co., with a claim of $1,718; Mason Box Co., 
$64; H. A. Allen & Co., $187; Rosen- 
berg & Co., $140; Westminster Jewelry Co., 
Providence, $193; Manufacturing Jewelers 
Board of Trade, Providence; W. Belskin 
Ginsburg, Philadelphia; Colonial Bead Co., 
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New York; Blacher Bros., Providence, and 
The Jewelry Co., of this city. 

Thomas K. Goldenberg, the receiver, has 
advised the federal court that the affairs of 
the company require a thorough investiga- 
tion, and counsel has been named to assist 
him. 

Arrangements for a sale by the sheriff of 
Philadelphia county, to satisfy a judgment 
for $144.50 obtained by Rosenberg & Co. on 
the eve of the filing of the bankruptcy peti- 
tion, were halted by a temporary injunction 
obtained by counsel for the other creditors. 


John J. Rogers, Jr., and William Boyd 
have been named as appraisers of the stock 
and fixtures of Herman Spivak, a retail 
jeweler at 133 S. 60th St., whose affairs are 
now in the bankruptcy division of the United 
States District Court here. H. Gordon 
Abrams is referee. 

Following an appraisal of the stock and 
fixtures as valued at $948, they were sold at 
auction and $888 realized for the benefit of 
the creditors. 








Bankruptcy Proceedings Started Against the 
Antwerp Diamond Co., Buffalo, N. Y. 


BurraLo, July 17.—An involuntary peti- 
tion in bankruptcy was filed against the 
Antwerp Diamond Co., of which Harold 
and Pincus Cohen are alleged to be the 
principals, in Federal Court here on Juiy 
10. The petitioners are three New York 
merchants with claims aggregating more 
than $5,000, understood to be as follows: 
Arthur Silberfeld, Inc., $800; Marcus 
Goldsmid, $4,179.16, and Ralph D. Feld- 
man, $500, all for merchandise sold the Ant- 
werp concern. 

Until about May 20 last, the Antwerp 
Diamond Co. was engaged in the retail 
jewelry trade at 5 I. Genesee St., where it 
had been located for about five years. At 
that time the location was purchased by 
Howards Kredit Jewelers, but not the stock. 
Since that time it is understood the Cohens 
have entered the jobbing business on a small 
scale. 

These jewelers have come under the eye 
of the Buffalo Better Business Bureau on 
several occasions. Complaints of misrepre- 
sentation of merchandise culminated in a 
court action some time ago, which, however, 
was satisfactorily adjusted. through the re- 
fund of purchase money paid by customers. 

Pincus Cohen purchased the Wullen- 
weber bankrupt stock more than a year ago 
and was haled into court when he adver- 
tised as stock of the bankrupt firm articles 
acquired from other sources. At the con 
clusion of the auction sale the store was re- 
opened as Coles’ at 57 E. Genesee, until 
taken over this Spring by Lou Goldberg, 
who is now operating it as a legitimate 
jewelry store. 

The firm of Saperston, McNaughtan & 
Saperston is representing the creditors of 
the Antwerp Diamond Co. No date has yet 
been set for a hearing of the case in the Fed- 
eral Court, 








The Franklin Jewelry Store, Mahanoy 
City, Pa., has completed its removal from 
its old quarters in W. Centre St. to the new 
store at 321 E. Centre St. 
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Sales Force of C. A. Kiger Co., Kansas City, 
Mo., Hold Annual Sales Meeting and 
Banquet 

Kansas City, Mo., July 15.—The annual 
sales meeting, held in Kansas City by the 
C. A. Kiger Co., wholesalers, on Saturday 
July 11, was perhaps the most interesting 
event staged in this city by any single com. 
pany for a number of years. The session 
began at 1 o'clock in the afternoon, attended 
by 11 of the company’s salesmen, both road 
and city men, and the house force in so far 
as it is composed of the stronger sex. The 
meeting was entirely a “stag party,” accord. 
ing to E, A. Kiger, manager of the diamond 
department. 

The meeting was opened by Mr. Rains- 
burg and Mr. Harris, managers of the 
jewelry and watch departments, respectively, 
who took the party through the new Fall 
lines very carefully, explaining as they went 
the attractive features of the styles, details 
of construction and other points of interest, 

Later in the afternoon about two hours 
were spent in the diamond department of the 
Kiger company. A sales talk was delivered 
by I. A. Kiger, manager of that depart- 
ment, who recently spent several weeks in a 
first hand investigation of the greatest dia- 
mond markets of the Old World. He ex- 
hibited a number of interesting photographs 
which were taken in the diamond fields of 
Africa, explaining technical points of the 
various operations employed in mining, cut- 
ting and polishing of the precious stones. 
Many interesting points were brought up 
and fully discussed with the men following 
the talk. 

The party was then taken to the Kansas 
City Club, that most exclusive institution of 
the city’s elite citizenry. An elaborate din- 
ner was served in the club dining room at 7 
o'clock in the evening, with Oliver Artes, 
assistant sales manager of the Keystone 
Watch Case Co., as the guest of honor. Mr. 
Artes, who had specially made the trip to 
Kansas City in order to attend the meeting, 
made the principal address of the evening. 
Mr. Artes described the various operations 
in the manufacture of a watch case and fol- 
lowed this by fully expounding the new sales 
and advertising plans of his company. 

Following Mr. Artes’ address, H. H. Kiger 
discussed the general conditions of the 
jewelry business in this section of the coun- 
try and outlined the credit and sales policies 
of the Kiger company. The remainder of 
the evening was taken up by individual talks 
made by the salesmen in which they told of 
the conditions and the general outlook for 
future business in their respective terfl- 
tories. 

A feature of interest in connection with 
this special occasion was an especially con- 
structed telephone line which was run from 
the banquet room to a room in St. Joseph's 
Hospital, where Horace McKinney, one of 
the oldest representatives of the company, 1s 
convalescing from injuries received several 
weeks ago in a motor mishap. Although 
Mr. McKinney was unable to attend the 
affair, the private line enabled him to fre- 
ceive the full benefit from the talks and 
addresses—he could not, however, enjoy the 
dinner. 








A jewelry store will be opened by W. 
H. Mohr at Breman, Okla. 
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ADMITS FAKE ROBBERY 





Jewelry Salesman Confesses He Disposed of 
Merchandise Reported Stolen and Claims 
Philadelphia Jeweler Instigated the 

Scheme 

PHILADELPHIA, July 21.—Detectives as- 
signed to jewelry cases are trying to un- 
ravel what they say is an attempted con- 
spiracy between a jewelry salesman from 
New York and a local retailer to fleece the 
salesman’s employers, Friedman & Kemeny, 
Inc. manufacturers of platinum and gold 
chains, 105 Fulton St. that city, out of 
$5,000 worth of samples under the guise of 
a “robbery.” Both the salesman, who gave 
his name as Arthur DeRob of New York, 
and Alexander Kofman, a merchant at 8th 
and Market Sts., were arrested and are held 
in $5,000 bail each for court. 

According to the police DeRob took his 
sample cases into Kofman’s store where the 
greater part of the samples were taken out 
and hidden. Then, the police say, DeRob 
went to police headquarters in City Hall 
and reported with much agitation that his 
room in a central hotel had been ransacked 
during his temporary absence and the sample 
case stolen. Something about his story, 
however, aroused the suspicions of the de- 
tectives assigned to look into the case and 
under their repeated questioning he finally 
is said to have broken down and confessed 
the conspiracy. DeRob’s confession as given 
out by the police is as follows: 

“On a date early in July, but which I do 
not remember now, I was in the jewelry 
store owned by Alexander Kofman. I at 
that time received an order for some foun- 
tain pens from him which I sent to my firm. 
I also borrowed $20 on five chains which I 
took from my sample case. 

“I told Kofman I also had a lot of watches 
and he said he was interested in watches and 
told me to bring them over to his place. I 
did so but he did not buy any at that time. 
I then went to New York over the week- 
end. When I returned I started up 8th St. 
and Kofman was on the sidewalk and called 
me into his store. He gave me an order 
for watches. He also told me how easy it 
was to be held up, saying that he had a 
salesman held up recently in another city 
of $100,000 worth of jewelry. The holdup, 
he said, was a fake. 

“He also said that a short time ago he 
had a fake robbery in his store that netted 
him quite a sum. He then suggested that 
he tie me up under a bridge to fake a hold- 
up and said he would take care of everything 
else. J couldn’t see that, so then he decided 
he would tie me up in the hotel and hit me 
on the head with a blackjack to make it 
look like I had been robbed. I was afraid 
and wouldn’t go in with him on this scheme, 
so we finally decided to throw the jewelry 
cases around my room in the hotel and re- 
port that I had been robbed. T brought 
everything in the cases to him with the ex- 
ception of five watches I had disposed of. 

“Kofman told me he had it all arranged 
to hold card games in his store and wanted 
me to play, saying he would have it all fixed 
that I would win. Then he made a date 
with me to meet a young widow at her 
home. He wanted to fix up a scheme that 
I should marry this widow, who had $80,000, 
and we were to go halves on the money. 





THE JEWELERS’ 
He gave me a wonderful piece of glass 
which I was to give her for an engagement 
ring. 

“T thought it over and got cold feet 
on the widow proposition. Then Kofman 
showed me several nuggets of gold, platinum 
and silver which he said had been melted 
down from stolen goods. 

“IT swear that with the exception of the 
five watches I had disposed of, all of the 
jewelry owned by the firm I represent was 
given to Kofman.” 

Kofman was arrested and confronted with 
DeRob, but denied absolutely the salesman’s 
story. When he was confronted with the 
sample jewelry, which had been found in 
his store and a check for $300 signed by 
him and cashed at the hotel by DeRob after 
he complained of the alleged robbery of his 
room, he still denied any part in the affair 
and insisted the salesman was lying. He 
said he had told DeRob a few “tall stories” 
of holdups and robberies just to have fun 
with him. 

As for the widow in the case, she denied 
any acquaintance with either Kofman or 
DeRob. 





Last Thursday, David Friedman, of Fried- 
man & Kemeny, manufacturers of platinum 
and gold chains, 105 Fulton St., New York, 
received word from Philadelphia, Pa., that 
his salesman, Arthur DeRob, had _ been 
robbed. He immediately went to Philadel- 
phia, where he remained until Friday assist- 
ing the detectives in solving the case. The 
result was a confession from the salesman, 
who, it is claimed, “faked” the robbery and 
who accused Alexander Kofman of that city. 

According to Mr. Friedman, the police 
recovered some of the stolen jewelry from 
Kofman’s home. DeRob, he told a JEwer- 
ERS’ CIRCULAR reporter, had been in his em- 
ploy since June 18 last but had come with 
good recommendations. The salesman, it is 
claimed, also represented several other New 
York concerns. 








Alfred Mittau, Hartford, Conn., Goes Into 
Bankruptcy After Creditor Files 
An Attachment 


HARTFORD, Conn.,—A voluntary petition in 
bankruptcy was filed in the United States 
District Court in New Haven this week by 
Adolph Mittau, a Hartford jeweler, doing 
business on Asylum St., who asked that his 
business be placed in the hands of a federal 
receiver to protect his creditors. The assets 
are listed as $11,997 and the liabilities at 
$42,675. 

This development followed an attachment 
on the business placed by J. Macher, of No. 
15 Maiden Lane, New York, in a suit to re- 
cover about $500. The business was placed 
in charge of Herbert Older, of Hartford, as 
receiver. 

For 28 years Mr. Mittau conducted a suc- 
cessful jewelry business at 551 Main St. He 
moved to 85 Asylum St. two years ago. 








The Mt. Vernon Jewelry Co., Mount Ver- 
non, Ill., reports that on June 30 upon enter- 
ing the store Mr. Van Fleet, the manager, 
found that the store had been entered by 
way of the transom, and that the burglars 
had ransacked the place, escaping with 
about $500 worth of goods. 
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ANWERP DIAMOND SALES 





United States Consul Reports Slight Revival 
in Belgian Diamond Market in May 


WasuineTon, D. C., July 15.—The Ant- 
werp diamond market revived slightly in 
May, reports Consul G. S. Messersmith, to 
the Commerce Department. There were 
many foreign buyers on the market but 
comparatively few transactions were re- 
corded. There was a fairly good demand 
for polished stones for United States ac- 
count, principally for white piqué of two, 
three and four grains and eight facets. 
There was also a slight demand for large 
fancy stones of three carats or more. 
American buyers purchased some silver 
cape mélée of good and medium quality. 

The United States has played an. impor-_ 
tant role in the Antwerp diamond trade-dur-~ 
ing the past few months, although Ameri- 
can buyers recently have been purchasing 
only for immediate needs, Consul Messer- 
smith advised. 

The market for rough stones, was some- 
what more lively in May than during the 
preceding month. A few important trans- 
actions were made in rough diamonds and 
there was a good demand for cheap cleav- 
age, better quality goods being much too 
expensive. Two-carat sizés and upwards 
also’ were in good demand. Italian buyers 
were on the market for all kinds of cheap 
piqué goods, while some interest was shown 
in cheap mélée for Chinese and Indian ac- 
count. Business with England and France 
for polished stones continued slack for 
polished goods. There was a good demand 
from Paris for large stones and attractive 
prices were paid for them. 

Some manufacturers already have cut 
down their production, while others intend 
to stop work entirely for some time, in view 
of the relative inactivity which prevails and 
in order to avoid flooding the market with 
polished goods. 
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Temporary Receiver Appointed for Wm. B. 
Reed, of Pawtucket, R. I., on Petition 
of Creditors 


Provipence, R. I., July 18—On petition 
of Howard L. Carpenter, doing business as 
Albert Walker Co., this city, Judge Blod- 
gett, in Superior Court last Monday, ap- 
pointed Mr. Carpenter as temporary receiver 
of the William B. Reed Co., Inc., retail 
jewelers, 303 Main St., Pawtucket, and a 
hearing on making the receivership perma- 
nent will be held Monday, Aug. 17, at 10 
o'clock. In his petition Mr. Carpenter al- 
leged that his concern is a creditor of the 
W. B. Reed Co. to the extent of $2,015.08, 
and that the defendant is unable to make 
payment therefor. 

The W. B. Reed Co., Inc., was organized 
under the laws of Rhode Island in July, 
1915, by William B. Reed, for 20 years pre- 
viously in the retail jewelry business as the 
Hub Loan Co. in Pawtucket; Harry A. 
Reed, for several years in the employ of the 
Ostby & Barton Co., this city, and J. T. 
Payne and Charles B. Payne. In the Fall 
of 1921 the Paynes withdrew and the busi- 
ness was reorganized with Harry A. Reed 
as president and William B. Reed as treas- 
urer and clerk. 
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Daring Bandits Get Jewelry Worth $90,000 











Five Men Held Up Stanley Jewelry Co. Store in 125th St., New York, During 
Rainstorm, Handcuff the Employes and Escape with Booty 
in Waiting Machine 














At the height of a rain and thunderstorm 
last Thursday morning, a band of hold-up 
men committed one of the most daring rob- 
beries of recent years, in the Harlem section 
of New York city, when they visited the 
store of the Stanley Jewelry Shop, 269 W. 
125th St., Manhattan, and carried off dia- 
monds and jewelry worth between $88,000 
and $90,000. The robbery was accomplished 
by five bandits who handcuffed two clerks 
and a porter. After they gathered up their 
Joot and placed it in pillow cases, they made 
their escape in an automobile which was 
waiting at the curb. The Stanley Jewelry 
Shop is owned by Herbert Sergison, who 
also conducts a store at Seventh Ave. and 
125th St. 

The robbery was accomplished in such a 
quiet and businesslike fashion that no one 
was aware of the fact that the hold-up had 
taken place until the victims appeared on the 
street all handcuffed and shouting for help. 
The handcuffs were of a peculiar nature and 
it took the police almost 20 minutes to saw 
the cuffs from the wrists of the men. 

The store was opened about 8:30 o'clock 
on Thursday morning, and following the 
usual procedure, William Schimmel and 
Charles Hayes, employes, opened the vault 
and began removing the trays which they 
started to place in showcases and in the 
window. Hayes was standing on the 
radiator near the show window, while 
Schimmel was behind the first show case. 
The latter was about to return to the vault 
for more goods when two men _ entered 
shortly before 9 o'clock. One of the pair 
reached over the show case and shoved a 
gun against Schimmel’s chest, while the 
other man did likewise to Hayes. 

30th of the jewelry store employes were 
ordered to the rear of the place, and as they 
were obeying the command two more 
bandits entered. They were followed imme- 
diately by Max Eder, the porter, who when 
ordered to keep quiet thought it a joke and 
began to laugh. Schimmel assured the 
porter, however, that the men were in 
earnest and told him to obey their commands. 
Shortly after the porter came in, a fifth 
man entered, and after Eder was convinced 
it was no joke, the victims were marched 
to the rear of the store, where their hands 
were placed behind their backs and hand- 
cuffs were snapped over their wrists. 

The men then went about their work in 
a businesslike fashion, but not hurriedly. One 
of the men produced pillow cases and the 
loot and the trays in which they were on 
display were placed in these cases. Prac- 
tically all of the diamonds and high class 
jewelry were taken, while the cheaper stuff 
was cast aside. One of the bandits who 
was referred to as “Johnny” apparently had 
some knowledge of the value of jewelry and 
it was on his authority that the cheaper 
grade of goods was discarded. One of the 
inner vaults containing loose diamonds was 
also rifled after Schimmel had been forced 


to open it under a threat of being stabbed. 

The robbery took about six minutes to 
commit, and when it was completed the 
three victims were left near the vault and 
were ordered to make no outcry. At a 
word from the leader, the bandits ran from 
the store, jumped into the automobile which 
was standing at the curb and disappeared 
west on 125th St. 

As soon as the robbers had left, the vic- 
tims shouted for help. When they reached 
the sidewalk a crowd soon gathered and 
the police appeared on the scene in a few 
They made every effort to open 
the cuffs but had to cut them off with a 
hacksaw. The leader of the gang wore 
black silk gloves and whenever any of the 
others touched anything in the store, the 
place was rubbed with a handkerchief. 

The only one who saw the thieves leave 
the store was a young lady employed in an 
establishment opposite the jewelry shop. 
She noticed five men, apparently very 
nervous, coming from the store and jump 
into a new touring car which stood at the 
curb. She told the police that the car 
started, and then stopped a few feet beyond 
the store for a moment and then darted off 
and disappeared. 

All the bandits were young men and they 
are believed to be between 23 and 28 years 
old. The robbery was apparently well 
planned and the time chosen was exceed- 
ingly appropriate because of the fact that 
the streets were deserted owing to the rain 
and thunderstorm. 

Since the robbery was committed the 
police located 44 empty jewelry trays in an 
East Side rooming house. These were 
identified as trays taken from the Stanley 
An automobile believed to be the 


moments. 


store. 


_ one used by the men was also found on the 


East Side and a search of the car revealed 
several pairs of handcuffs. The car, it has 
been learned, was stolen several days before 
the hold-up. 

On Monday Mr. Sergison, the proprietor, 
told a JEWELERS’ CIRCULAR reporter that he 


is insured for $65,000. 








HOLD JEWELRY SALESMAN 


Baltimore Police Claim Jewelry He Re- 
ported Stolen in Holdup Was Pawned 
by Him Before the Alleged Robbery 
BaLTrmMorE, Md., July 18—The mystery 
surrounding the reported robbery of Arthur 
Fraidin, a salesman for Rankin & Fox, 
jewelers, 319 N. Eutaw St., has been solved. 
Fraidin was arrested by Detective Lieuten- 
ants C. F. Roche, James Manning and Wil- 
liam Feehley and taken to Central Police 
Station, where he was charged with stealing 

jewelry valued at $1,200. 

Two weeks ago Fraidin reported that he 
was held up, robbed of the jewelry and left 
lying in the woods near this city. He was 
taken to headquarters and questioned. De- 
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tective Captain Charles H. Burns was not 
impressed by his story. The detective py. 
reau maintains an elaborate bureau in check. 
ing pawned jewelry. Harry S. Ely, jewelry 
clerk of the bureau, discovered that some of 
the articles of jewelry reported taken by the 
bandits had actually been pawned two weeks 
before Fraidin reported the hold-up. 
Nearly all of the stolen jewelry was re. 
covered from pawnshops by detectives and 
identified by David Rankin. The jewelry 
according to Lieutenant Roche, was given to 
Frank Leroy by Fraidin. Leroy was taken 
to headquarters, and he told how he pawned 
the jewelry and gave the money to Fraidin, 
Fraidin was held in $2,000 bail for trial, 








EXPORTS OF WATCHES 


Great Britain and Australia Take Bulk of 
American Watches Shipped Abroad 
During May 


WasuHincton, D. C., July 18—The ex- 
ports of watches continue satisfactory, ac- 
cording to the reports that have come from 
the Department of Commerce. The statis- 
tics showing the shipment of domestic 
watches during the month of May, which 
were released last week by the Bureau of 
Foreign and Domestic Commerce, give the 
number of watches shipped to foreign coun- 
tries in that month as 107,807, with a value 
of $154,740, while the value of parts of 
watches exported amounted to $59,966, 

A feature of the statistics in May lies in 
the fact that Canada does not show up as 
a large customer, except in parts of watches, 
while England (United Kingdom) took over 
half of our total exports in number (59,107) 
and nearly half in value ($73,128). Our 
next best customer was Australia, to which 
we shipped over 38,000 watches, valued at 
over $42,000. 

The full list of countries and the amount 
of watches shipped to each are given as 


follows: 

Complete Watches Parts of 

Number Value Watches 
$30 
1,598 


Countries 
Belgium 
Germany 
Italy 
Switzerland seins 
United Kingdom 3,128 
Canada 303 
Guatemala 
Honduras 
NiGArawia....<<sosssa% 94 
Panama 117 
Salvador 4 30 
Mexico 734 
Newfoundland & Labra- 

dor 164 
Bermuda 23 
Barbados F rf | 
Jamaica 35 
Other Brit. West Ind... K 54 
Cuba 167 
Dominican Republic.... 25 331 
Dutch West Indies..... 36 36 
Haiti 215 
Virgin Islands of U. S. 
Argentina 358 
Brazil 734 
Colombia 5 166 
Ecuador 61 
Uruguay 85 
China 6,503 
Hongkong 241 
Philippine Islands 5,662 
Japan 1,925 
Australia 42,474 

2,949 107 

South Africa... 6,759 421 
East Africa.... 24 rene 
— 


$154,740 $59,966 


$64 cove 
12,902 
20,380 
20,459 
sists 37 
124 46 
11 


2,949 


55 


New 
British 
British 


Total 
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DEATH OF GEO. W. BIRNBAUM 





Former Well-Known Jewelry Trade Sales- 
man Succumbs to Long Illness 


George Washington Birnbaum, who for 
many years was the western salesman for 
the firm of Julius Wodiska, manufacturing 
jeweler, New York, and who formerly rep- 
resented other concerns in the industry, died 
on Tuesday, July 14, after a long illness. 
Mr. Birnbaum passed away at his home, 605 
W. 137th St., New York, and was buried 
last Thursday from Rothchild’s Funeral 
Chapel, 91st St. and Amsterdam Ave. The 
body was interred in Mount Hope Cemetery 
in Westchester County, N. Y. 

Mr. Birnbaum was a native son of New 
York and was born on Feb. 22, 1863. This 
being the birthday of the first president of 
the United States, he was christened George 
Washington. Mr. Birnbaum started in the 
jewelry business as a boy and for a number 
of years worked for a concern in Newark. 
He later went with the Bonner Mfg. Co., 
and 26 years ago became a traveler for 
Julius Wodiska, and remained with this firm 
up to the time it went out of existence. 

He was well known in Masonic circles 
and a member of the Empire City Lodge, 
No, 206, F. and A. M. He was also affili- 
ated with the Mecca Consistory of Shriners 
and with the Knights of Pythias. 

The deceased is survived by his widow. 








DEATH OF ALBERT W. GROH, SR. 





Veteran Member of Rochester, N. Y., Jew- 
elry Trade Passes Away at the Age 
of 68 Years 
Rocuester, N. Y., July 18.—Albert J. 
Groh, Sr., of the firm of Klee Groh, jewel- 
ers, 142 E. Main St., died on Thursday at 
his home, 102 Averill Ave. Funeral services 
were held from his late home this morning 
and at St. Boniface’s Church, where Rev. F. 
Sottell said a requiem mass. Burial fol- 

lowed in Holy Sepulchre Cemetery. 
Albert J. Groh, Sr., was born in 1857 in 
the house in which he died, and was one of 








Unman- 





THE JEWELERS’ CIRCULAR 


Commerce and the Rochester and New York 
State Retail Jewelers’ Associations. 
Deceased leaves his wife, Katherine Bur- 
chard Groh; a daughter, Mrs. Frederick 
Messerschmidt; a son, Albert J. Groh, Jr.; 
a sister, Mrs. Eliza Schneider, and two 
grandchildren, of Rochester, and a brother, 
Charles Groh, of St. Augustine, Fla. 








DEATH OF STARR C. HEWITT 


Old Jeweler of Salem, Mass., Reported to 
Have Committed Suicide 

Boston, July 16.—Starr C. Hewitt, for 
more than 50 years engaged in the jewelry 
business in Salem, committed suicide early 
July 13 in his apartments over his store at 
158 Essex St. He had been in failing health 
for months. About 6 o’clock in the morning 
he summoned one of his employes, John 
Aylward, by telephone, and when the latter 
arrived he found Mr. Hewitt dead. Medical 
Examiner Frank S. Atwood pronounced 
death due to suicide by shooting. 

Mr. Hewitt had been married twice, but 
leaves no family. He was one of the oldest 
jewelers in the State and had been in the 
one store more than 50 years. In Boston, 
where he was a frequent visitor, he was well 
known. His death comes as a personal loss 
to many who esteemed him highly. 


a 
— 











Imports of Platinum and Allied Metals 
During May 

Wasuincton, D. C., July 18.—Figures 
just compiled by the Department of Com- 
merce, showing the imports of platinum and 
allied metals during May, indicate that 
the value of iridium brought in during that 
time was $11,661, while osmium and osmi- 
ridium imported amounted to 520 troy ounces 
valued at $67,526. The rhodium and ruth- 
enium received here from other countries 
was worth $24,705, while the value of palla- 
dium hrought into this country amounted to 
479 troy ounces worth $27,935. The value 
of unmanufactured platinum brought here 
was $1,064,128. 

The figures showing the imports by coun- 
tries are as follows: 


Rhodium and 


ufactured 6631 Osmium and 6633 
platinum Iridium esmiridium Palladium ruthenium 
Countries Oz. Troy Oz. Troy Oz. Troy Oz. Troy Oz. Troy 
PFAUNCE sa dicveesncvees snare 84 60 eesate 120 
Latvia bp ahh bie Gard fe ende 293 oece eves aves 
United Kingdom........ 5,025 460 479 250 
Canada ................ 8 eee oa acea 
Colombia .............. 5,226 
PTAA scien visa ceves oe 25 
Total—Quantity .... 10,577 84 520 479 370 
Value ...... $1,064,128 11,661 67,526 27,935 24,705 








the early residents of that section of the city. 
At an early age he went to. work for the 
Hatch Crimping Shoe Machinery Co., re- 
maining with them for 20 years where he 
rose to the position of superintendent of the 
Tactory. 

In 1895 he joined George Klee as his 
partner in the jewelry business. At that 
time their store was in Clinton Ave. north. 
They remained there for seven years and 
then moved to Main St. east, where they 
have had a business for 22 years. 

He was a member of St. Boniface Church, 
Rochester Lodge of Elks, the Chamber of 


Market Prices for Silver Bars 
The following are the quotations for silver 
bars in London and New York as reported 


for the past week: 
Selling Price 


London U.S. Gov't New York 
Date Official Assay Bars Official 
July 14 ..... 32% 71% 6914 
July 15 ..... 321% 72 69% 
Paly, 16 2 wen 32 Ys 72 69% 
July 17 ..... 32 719, 693% 
Fy IB neces 32 71% 69% 
ay 26 cscs 32 71% 69% 








F. Green is the successor to M. E. 
Page, Sawtelle, Cal. 
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NEW GOLF CHAMPION 


Guy. Mayer of Powers & Mayer Mfg. Co., 
Wins Title at Match at Rhode Island 
Country Club 


ProvidDENCE, R. I., July 18—Guy Mayer, 
a member of the manufacturing jewelry firm 
of Powers & Mayer Mfg. Co., Inc. of this 
city, is the new State golf champion, having 
won the title in the annual championship 
match at the Rhode Island Country Club 
yesterday against one of the largest fields 
of contestants ever playing over a Rhode 
Island course. Thus was brought to a 
close what is considered one of the most 
unusual State championship events ever held. 

Mr. Mayer is a native of New York city 
where he was born 21 years ago. He is 
a graduate from the Horace Mann high 
school and came to Providence about three 
years ago. He is one of the most promising 
and enthusiastic golfers in Rhode Island and 
when the Manufacturing Jewelers’ Golfing 
Association was formed two years ago he 
became a member and one of its most con- 
sistent and ardent supporters, and has been 
a frequent winner of honors at the matches 
held by the association. From the incep- 
tion of the Jewelers’ Golf Association Mr. 
Mayer has been hailed as a possible “high 
notcher”. 

He has been playing golf a little less 
than four years and when he came to this 
city he was a 14 handicap man. Immediately 
after joining the Metacomet Golf Club he 
started to improve his game. He had played 
golf in New York, but his form was crude 
and his scoring nothing out of the ordinary. 
But he set about to become a great golfer, 
and he demonstrated yesterday that his game 
is a great deal better than any one had fig- 
ured it to be. A week or So ago one would 
have been regarded as very foolish in the 
selection of Mayer as a championship con- 
tender and many who have seen him play 
from the traps and from the rough on chips 
to the green have thought perhaps they were 
lucky strokes. 

Instead they were the result of constant 
practice to meet the obstacles of golf. His 
work in the State tournament certainly re- 
vealed him as a player of much promise and 
a sure enough dark horse of the tourna- 
ment. He upset the talent by defeating H. 
K. MacColl, a popular choice for the title. 
It was no easy matter for a player lacking 
the tournament experience of Mayer to com- 
bat the steady-going sound-playing MacColl. 
To hold a player to 1 up after 18 holes of 
play, when that player has for four suc- 
cessive greens sunk long putts, is an indi- 
cation of just how well Mayer was playing. 

Albert S. Vennerbeck, of Vennerbeck & 
Clase Co., himself a former State champion, 
now president of the Rhode Island Golf 
Association, had the honor of publicly ac- 
cording the trophy to Mr. Mayer. 

Today, in the 36-hole handicap for the 
President’s cup at the Rhode Island Country 
Club Mr. Mayer won the best net. Among 
those who played today were Andrew Dole- 
man, Edward D. Crandall and Albert S. 
Vennerbeck. 











A new jewelry store will be opened by 
M. Manas & Co., at 421 Broadway, Padu- 
cah, Ky. 
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Empire State Jewelers 
Session at Albany 


in Annual 








Members of New York State Retailers Association Start Three Day Convention 
at Ten Eyck Hotel—Important Addresses Evoke Much Enthusiasm 
and Interest—Detailed Report Up to Yesterday Evening 

















CONVENTION HALL, Hote, Ten Eyck, At- 
BANY, N. Y., July 20.—With an attendance 
somewhat disappointing at the outset, though 
fairly representative of every section of the 
State, and gradually swelling as the day wore 
on, the sixteenth annual convention of the 
New York State Retail Jewelers’ Association 
opened this morning at the Hotel Ten Eyck. 





EMIL SCHEER, PRESIDENT 


Seldom have more interesting or forceful 
speakers graced the roster of the State 
jewelers’ forum than those heard at the first 
day’s sessions of the convention. Each mes- 
sage carried with it a convincing ring which 
did not fail to impress its audience with the 
importance of modernizing the retail jewelry 
trade. 

Particularly was this true of the remarks 
of Alexander Vincent, secretary of the Ster- 
ling Silver Manufacturers Association, who 
not only picked flaws in present methods of 
merchandising but enlightened the jewelers 
as to the course they must follow to lift their 
business to the sphere in which it belongs. 
In this he promised the aid of his association. 

Mr. Vincent stressed the value of co- 
operation by retail jewelers through their 
associations to the end that the marketing 
of their merchandise may be increased. He 
offered several timely and practical sugges- 
tions whereby the demand for jeweler’s wares 
could be stimulated. Prolonged applause 
followed the conclusion of his remarks. 

Dealing less intimately with the jewelry 
business, H. O. Paton, secretary of the east- 
ern division of the U. S. Chamber of Com- 
merce, quoted voluminous statistics to prove 
that fundamentally business in this country 





was on a sound basis. He foresaw a rem- 
edy for over-production in shorter hours 
and higher wages for workers and eventu- 
ally a more equalized distribution of out- 
put. 

The path to lower block insurance rates 
in the jewelry trade was clearly defined by 
three speakers, who dealt with every phase 
of a problem so vital to the jeweler in these 
days of lawlessness. The first, Mr. Berger, 
of Pendleton & Berger, insurance brokers, 
dealt almost entirely with the technical as- 
pects of the subject. Gresham Ennis, vice- 
president of William H. McGee & Co., New 
York, dwelt upon the protective angle ot 
this problem as a means to reduce premiums 
on jewelers’ insurance. He _ characterized 
jewelers as a hazardous risk which under- 
writers were desirous of correcting through 
co-operation. He criticized present forms 
of burglary prevention as inadequate ana 
advocated the use of tear gas as one of the 
best means of combatting hold-up men. 

Reference in President Scheer’s keynote 
address to the employment by the associa- 
tion of William H. Hughes, graduate of the 
Babson Institute, as field secretary, struck 
a responsive chord in the audience. Mr. 
Hughes will make his headquarters in New 
York City and plans to conduct a State- 
wide campaign for members as well as or- 
ganization of local associations where condi- 
tions warrant. 

From gossip heard in the hotel foyer, re- 
election of the complete slate of officers 
appears a certainty, with the possible ex- 
ception of a change or two among the ex- 
ecutive committee. 


Monday’s Sessions 

It was 11 o’clock when the convention 
was called to order by President Scheer. 
The invocation was pronounced by the Rev. 
Creighton R. Storey, rector Trinity Episco- 
pal Church, Albany. 

Mayor William S. Hackett was absent 
from the city and the city’s official welcome 
was extended by City Treasurer John B. 
Thatcher, in a few well chosen words. He 
paid high tribute to the status of the jeweler 
in the business world and expressed the 
hope that the visitors would have a most 
enjoyable and profitable convention. 

Vice-president Leininger responded as 
follows: 


RESPONSE TO ADDRESS OF WELCOME BY 
EDWARD LEININGER 


Mr. Chairman, Ladies and Fellow Jewelers: 

I take extreme pleasure in acknowledging in be- 
half of our association the cordial welcome just 
extended us, with the freedcm of the city, by the 
mzyor of your city. It is indeed fitting that we 
should be gathered here in a spot so rich in his- 
teric lore, in a city nected for its progressiveness 
and lofty ambitions. Let the same spirit imbue us 
in our present conclave that we may become bet- 
ter jewelers. 
We shculd feel privileged in meeting in a city 
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which is destined to be one of our greatest inland 
seaports, an education center of note and the seat 
of our State government. Albany is the oldest jp. 
corporated city in the United States which has 
been continuously in existence since its original 
incorporation. Its incorporation dates back to the 
time of King George, almost 100 years before the 
United States of America was established. Since 
that time many feats of science, which have revo- 
lutionized transportation and communication, haye 
had their inception in this city. 

The first steam train operated in New York 
State ran from Albany to Schenectady. ‘The first 
long-distance aeroplane flight took place from Al. 
bany to New York, when Glen Curtis flew down 
the Hudson River about 15 years ago. Professor 
Henry, a member of the faculty of Albany Acad. 
emy, was the first man to transmit a spark over 
a mile of wire and ring a bell, thus discovering 
the inventicn which was the forerunner of the 
telephcne, telegraph and wireless. 

In these surroundings we gather to acquire fyr. 
ther knowledge of our trade that we may become 
better fitted to meet the problems in which we 
come in daily contact in our business. Through 


co-operative effort we can attain that which would 
be beyond our individual reach. 





VICE-PRESIDENT EDWARD’ LEININGER, WHO 
RESPONDED TO THE WELCOME 


Our president has prepared for us a program 
which holds in store for us a rare treat. We are 
to have the pleasure of listening to speakers of 
national importance in the jewelry trade on topics 
of vital interest to us all. The benefits which we 
may derive from our convention are unlimited. 

I feel that we are opening what will prove to 
be one of our very best conventions. Let us enjoy 
to the fullest the hospitality which has been so 
graciously extended to us. 


President Scheer then proceeded to de- 
liver his address as follows: 


PRESIDENT SCHEER’S ADDRESS 
Brother Jewelers:— 

Another year has passed in the history of our 
association, a review of the accomplishments of the 
past year, benefits we have derived and the plans 
for the future, it is my pleasure to present to you 
briefly at this time. 

The past year has not been one of general pros 
perity. At the time of the last convention, one 
year ago, we were in the midst of the Presidential 
election campaign with its usual depression 1 
business. The results of the election was little in 
doubt and with the re-election of President 
Coolidge it was expected confidence would be 
restored and business return to a normal basis. 
This feeling of confidence led many to plan pur 
chases on anticipation of good business, but 1 
this we were disappointed. The revival of bus 
ness after election did not occur as expected with 
the result of an increased inventory and corre- 
sponding increased expense in doing business. 
This over-buying by the retailer soon was felt by 
the manufacturer who had also over-produced and 
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fi an active market for their goods. 
<= es ae and demand called a 
temporary halt until consumption could again equal 
supply. I am happy to say that we have now 
reached the point where the sales are more nearly 
in balance and reports from many sources show 
a healthy and increased business. ; 

The most important benefit we received the past 
year was that of the partial elimination of the 
excise tax on jewelry sales. On July 3d, 1924, the 
new Revenue Law went into effect which exempts 
from taxation all articles other than watches up 
to $30.00, and watches are exempt up to $60. 
This is a great saving to the average jeweler and 
‘s estimated to amount in total to more than 
$70,000,000. However, the tax that still remains 
is unjust and discriminatory and many of the 
larger jewelers’ are still obliged to pay a tax on the 
greater part of their scales. It is expected that 
at the next session of Congress this tax will be 
entirely eliminated. 

Next in importance to the benefit derived from 
the savings in tax is the co-operative spirit that 
prevails in all branches of our industry. It is 
not many years ago that we received very little 
recognition from the manufacturers as individuals 
or as a group, but today co-operation is uppermost 
in the minds of all. 

The Sterling Silverware Manufacturers Assn., 
has given the Association the most valuable co- 
operation of any group of manufacturers. Since 
the organization of their association they have been 
in constant touch with our Association and have 
in many ways improved the condition of this im- 
portant branch of our business. Several confer- 
ences have been held by the officers of our asso- 
ciation with their association, during the year. 
The problem of the multiplicity of patterns was 
discussed, as well as increased distribution, and 
it is expected good results will follow. 

The silver plated ware manufacturers have also 
co-operated with our association with the result of 
improved condition in this department also. 
Several of the leading watch manufacturers, im- 
porters of watches and clock manufacturers who 
are interested in the welfare of the Retail Jeweler 
are co-operating to the fullest extent. 

The Courts have upheld the right of manu- 
facturers to control the distribution of their goods 
and the right to suggest a re-sale price that 
furnishes a fair margin of profit to the retailer. 

Manufacturers are advertising individually their 
product in national magazines and newspapers in 
many of the cities throughout the country, with 
the result of increased business. The invoicing 
of goods at suggested re-sale less the dealers dis- 
count, is now a firmly established custom and has 
resulted in a much improved condition in the 
trade. The prices being reasonable to the public 
and allowing a reasonable profit to the dealer. 

I wish to dwell upon the importance of every 
member co-operating with and giving his full 
support to the manufacturers who assist and 
protect the legitimate jeweler by selecting the 
legitimate dealer as their outlet. We render the 
public the same skillful service in the sale of silver- 
ware that we do in watches and clocks and if the 
manufacturers of high grade goods wish their 
wares intelligently distributed and a service given 
with the sale that will uphold the standard of high 
juality it is most desirable to maintain. They 
will use every means possible to make the re- 
lationship between themselves and the Retail 
Jeweler one of Mutual helpfulness. 

Among the activities that are under way to 
improve the jewelry business is that undertaken by 
the National Jewelers Publicity Association. This 
association headed by the ablest men in our in- 
dustry have launched a campaign to raise one 
million dollars ($1,000,000.00) to be used over a 
period of three years in an effort through various 
forms of advertising to increase the demand for 
our goods, Every jeweler should do his share to 
assist this cause and improve his own business by 
subscribing to this fund, 

Pree seer important event was the Trade Revival 
Natic a called by President Brotherly of the 
oe mee Association held June 2d in New York 
at Waldorf-Astoria Hotel. A Committee from our 
loa te ~~ of Mr. Hufnagel, Mr. Lein- 
Siete a e -vans and myself attended. The 
officers pa sis meeting was to get together the 
eae’ on 4 committee of three from all the 
branches a a oe a ae the aierent 
. iene our industry, Manufacturing, Whole- 
the ‘ind te aig Retailers. _Although most of 
th thie fo . anches have organizations, they have 
“cee conference with the other trade organ- 
izations, 
of o Cometing resulted in approving the organizing 
rade Council and have as its mem- 
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bers a representation from each association. 
organized, this Trade Council will, no doubt, be of 
great value and help to solve many of the problems 
confronting us at the present time, principally that 
of Trade Revival. 
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AUCTION LEGISLATION 
The Good and Welfare Committee of the 


National Jewelers’ Board of Trade have sponsored 
a campaign to have proper laws enacted in New 
York City and in the State to curb fake Auctions. 
As President of the New York State Retail 
Jewelers’ Association, I was an invited guest at 
the Auction Legislation Dinner held at Hotel Astor 
on June 5. More than 300 attended, representing 
all branches of the trade, as well as City Officials 
and a Judge of the Court of Commercial Frauds. 
It has the support of leading diamond and watch 
importers, manufacturers of watches, jewelry, 
silverware, clocks and leading jobbers as well as 
the Legitimate Auctioneer. 


New York city jewelers’ and manufacturers will 


raise sufficient funds to have the law prepared 
and put into effect in New York and will also 
support the State Law. However, it is of much 














CHARLES L. SUNDERLIN, SECRETARY 


importance to cvery jeweler in the State to sub- 
scribe to the fund and support the Committee 
which will present this Auction Law to our State 
Legislature. 


Our association has been asked to assist in 


passing this State law. The executive committee 
at the semi-annual meeting held on July 19 at 
Hotel Ten Eyck, approved subscribing the sum of 
$500 to a fund to be used for the enactment of a 
State Auction Law to be used in co-operation with 
the auction legislative committee of New York 
city at such time as work on the State law is 
begun. 


The Harvard Research Bureau is furnishing 


most valuable information to our members. It is 
hoped that more members will avail themselves of 
the information on accounting and other business 
helps that can be furnished by the Bureau. 


The National Jewelers’ Fire Insurance Company 


has now in force about $10,000,000 of fire insur- 
ance for jewelers’ who are members of the asso- 
ciation, at a saving of 40 per cent in the return 
of dividends. There is no easier way of making 
money than saving it by carrying insurance in the 
Jewelers Mutual. Every member has this privi- 
lege and should cash in on it. 


The Horological Institute of America has in 


New York State’ I think, the largest number of 
certified and Junior Watchmakers enrolled with 
the Institute. This Institute was organized under 
the auspices of the National Research Council in 
Washington, D. C., to promote the science of 
watch-making. Many of the leading jewelers and 
government officials are members of the Board and 
all watch-makers who value their skill are invited 
to apply for a certificate. 


FIELD SECRETARY 
At the Semi-Annual Meeting of the Executive 


Committee held at Albany March 25, among other 
things discussed was the advisability of engaging 





a field secretary whose duties will be to interest 
legitimate Retail Jewelers to become members, also 
act as a missionary for the association by forming 
local associations and assist the members with their 
problems, thus aiding them to become better and 
more successful Jewelers. 

Up to the present time the association activities 
were in the hands of the officers and members and 
all visits to members and soliciting of new mem- 
bers was done by them. While we know the time 
given to this work, although at considerable ex- 
pense to the active workers, was enjoyable and not 
regretted by any. However, growth and best 
interest of the association called for a man who 
could give his entire time in the service of the 
association in such duties as will be of most value. 

The Committee have been fortunate in securing 
for this position Wm. S. Hughes, Jr., a graduate 
of Babson Institute. Mr. Hughes, while not 
versed in the jewelry business, has had con- 
siderable business experience and training that 
will make him valuable to us and with the knowl- 
edge gained from the officers and members who 
will give him every assistance, he will in time 
be the Traveling Educational Bureau of the asso- 
ciation and can render valuable service. 

Mr. Hughes has been in the service of the asso- 
ciation about two weeks. He spent several days 
with me in Rochester, forming the acquaintance of 
members and getting such information as he could 
from each, as would be helpful to. him in his 
work. He also visited the Jewelers’ of Buffalo, 
Syracuse, Utica, and is now here with us at the 
convention and at the close of the convention will 
go to New York to take up the work there. 

I hope each one of you will make yourself 
acquainted with him and it is my hope that when 
he becomes familiar with the objects of our asso- 
ciation and begins to understand our problems he 
will be able to render a valuable service. I can 
assure him the officers and members will give him 
all the assistance they can. 

TODAY IS THE JEWELERS’ DAY 


With all that is said about automobiles, radio’s, 
fancy dresses, summer furs and beauty shops, tak- 
ing most of the peoples money, I say, Today is the 
Jewelers’ day. But we must be alive to our op- 
portunities and be wide .awake and doing. A 
jewelry store is no place to sleep if you wish to 
sleep stay at home. 

All the things that go to make up of success 
can be said in three words “work properly ap- 
plied.” 

I take this opportunity of expressing my thanks 
and appreciation to the officers and members for 
their support during the past year. . Special at- 
tention must be called to the services of . Past- 
President Hufnagel who has given the association 
valuable assistance during the year and is always 
ready to serve when ever called upon, as most of 
the conferences are held in New York City and 
practically all the problems that affect our trade 
are being looked after by committee’s in New York 
City. He has responded to every call made upon 
him and I feel personally grateful to him, and the 
association owes him a special debt of gratitude for 
this service. 

The entire executive committee have shown a 
keen interest in the affairs of the association and 
I thank every member of the committee for their 
loyal support, especially so, my esteemed friend 
the Secretary, Charles Sunderlin. 

In closing, it is my hope that the value of the 
association will increase in usefulness and _ that 
each member will become more and more interested 
in its activities and feel as I do, that next to my 
family the jewelers are nearest to my heart and 
whose company I most enjoy. 

Faithfully yours, 
E. J. Scueer, President. 


REPORTS OF CITIES 
F. P. D. Jennings, called upon first for 
reports from principal cities and associa- 
tions, declared business in Albany had been 
good and steady. This he atributed to the 
city’s diversified industries which had the 
effect of easing the general country-wide 
depression. He reviewed the city’s growth 
and told of projected public buildings and a 
new hotel as omens of good times. 
President Landau, of the Bronx Retail 
Jewelers’ Association, said in part: 
REPORT OF BRONX RETAIL JEWELERS’ ASSOCIA- 
TION, INC. 
This association was incorporated in January, 
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1925. This was done primarily to enable us to 
carry out a comprehensive plan for the growth and 
development of the association. 

We celebrated our annual banquet and ball on 
Sunday, February 8, 1925, in the grand ball room 
of the Hotel Astor, New York City. This affair 
was the most successful in our existence, from 
both a social and financial standpoint. Approxi- 
mately 700 persons participated, and it was the 
concensus of opinion that this anniversary out- 
classed all our previous annual celebrations. We 
had the good fortune to have as our guest of 
honor, Mr. Edward Hufnagel, Ex-President of the 
American National Retail Jewelers Association, to 
whom we presented a bronze tablet with ap- 
propriate inscription in appreciation of his un- 
selfish and untiring work in behalf of and for the 
benefit of the Retail Jewelers of America and for 
his successful efforts devoted to the elimination of 
the 5 per cent excise tax. 

We also took occasion to present Police Lieu- 
tenant Drage with a valuable 14 K. gold watch as 
a reward of his bravery in pursuing and killing an 
armed thug who held up and robbed one of our 
members. 

The election of officers for the ensuing year 
took place February 4, 1925, and resulted in the 
election for President, A. Landau; Vice-President, 
W. Schneiderman; Treasurer, F. Alpers, Financial 
Secretary, Murray Max; Record Secretary, J. 
Levy; Sergt. of Arms, O. Silverberg; Trustees, 
H. Falkenstein, M. Korsunsky and J. Stein. 

The installation of the newly elected officers 
took place March 17, 1925, followed by a supper 
and dance. 

On this occasion we had the pleasure of pre- 
senting to Mr. H. Falkenstein, a 14 K. life member- 
ship card (reproduced in THe JEWELERS’ CrRCULAR 
issue of March 25, 1925) as a token of our ap- 
preciation for his activities in our association since 
its inception and particularly upon his retirement 
from the retail jewelry business. 

We are now working out a plan of local co- 
operative advertising and expect to be ready for 
the Fall season. The sum necessary will be 
collected partly by subscription from members and 
the balance supplied from the Treasury of the 
association. 

I believe that this will be the first attempt made 
by any retail jewelers association in this State to 
conduct a general advertising campaign for its 
members and I hope that if we meet with success, 
that this theory of advertising will be extended 
to larger groups of retail jewelers. 

On June 6, 1925, a large delegation of 30 mem- 
bers of our association attended the dinner given 
by the National Jewelers Board of Trade at the 
Hotel Astor, New York City. A number of 
prominent speakers addressed the large audience in 
behalf of more adequate auction legislation and an 
appeal for funds to reform an antiquated law 
brought good results. At our meeting of June 9, 
1925, a resolution was adopted to contribute the 
sum of $250.00 for this worthy cause. 

Our association is now in its eighth year. The 
wonderful harmony existing among us is due to 
the fact that our members are at all times willing 
to co-operate in a friendly and non-competitive 
spirit of comradeship in and out of our community. 

We urge our members to be fair in their busi- 
ness dealings with their customers as well as 
jobbers. Pay their bills as promptly as_ possible 
but also caution them to buy only from reliable 
houses. We have rightly earned the reputation of 
being promoters of square dealing. 

Although a number of our members were hard 
hit by holdup and robbery cases and some of them 
have not as yet received any compensation from 
their respective Insurance Companies, I am ex- 
ceedingly happy to state that we did not have a 
spirit of comradeship in and out of our community. 
1924 and 1925. 


Louis Amols, designated to represent the 
newly formed Brooklyn Down-town Jewel- 
ers’ Association, read a report from Samuel 
Feldman, its president, in which the con- 
vention was urged to seek the total elimina- 
tion of the war-time nuisance taxes and the 
passage of beneficial auction laws. 

Reporting for Buffalo Edward Leininger 
said: 

REPORT FROM BUFFALO DISTRICT BY EDWARD 


LEININGER 
From a business standpoint the past year has 
not been as prosperous as most cf us jewelers would 
have desired, nor has it been such a disastrous one 
as some would have us believe. Perhaps we were 


THE JEWELERS’ 


misled by the pre-election promises of the present 
boom: 


federal administration. If we anticipated 
times, all of us have been disappointed. On the 
other hand, if ‘normalcy’? was our goal, we should 
he satisfied that we have been moving in the right 
direction. The memory of the inflated war-time 
period is too fresh in our minds to be wiped out 
entirely. Some of ws have not yet “returned to 
earth.” But after all such inflation as that which 
we had with us from 1917 to 1920 is not best for 
business. Steady trade with no violent fluctuations 
is best for us all and makes for permanency. 

At our last convention we were cautioned by sev- 


eral speakers on our program against over-stock- 
ing. Most of us have heeded that warning and 
have profited thereby. One of the most notable 
features of our retail trade has been the almost 
total absence of failures during the past year. 
This proves conclusively that we have at least 


become better business men, for which we owe 
much to our associations, local, State and national. 


The Buffalo Retail Jewelers’ Association, over 
which I have the honor to preside, has met at 
regular intervals during the past year and has 


served as a clearing house for a number of trade 
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problems. This city has been afflicted with sporadic 
outbreaks of price-cutting on standard makes of 
watches and clocks, which has, to say the least, 
heen somewhat disconcerting to legitimate jewelers. 
The offenders, we are glad to be able to say, were 
not jewelers, but department and hardware stores. 
Our association has alleviated this mischievous 
practice by appeals to the manufacturers whose 
products have been used to bait the public. 

We have in our city, as I believe I mentioned 
in my report last year, an organization founded 
for the purpose of purging business of unethical 
practices. I refer to the Better Business Bureau, 
which has been instrumental in having an auction 
ordinance enacted in Buffalo and in so doing vir- 
tually eliminating a grave menace to our retail 
jewelry trade. What is more important, the Bet- 
ter Business Bureau has practically driven from 
the city every “get rich quick” schemer, and in 
so doing has turned the millions of dollars wasted 
annually in illegitimate business, to legitimate 
channels, which has benefited jewelers as well as 
other reputable merchants. 

It was with considerable satisfaction that we 
witnessed the conviction of two bandits in connec- 
tion with the hold-up of the Hoyler jewelry store 
and the killing incident thereto of a clerk in that 
store. One has paid the extreme penalty and the 
other awaits a similar fate. It was likewise with 
some regret that we noted the leniency with which 
the woman companion of these desperadoes was 
treated by the court. Five years in prison seems 
hardlly enough to curb the tendency of present- 
day criminals, bent on murder. 

Our association has maintained a 
lztionship with the Twenty-Four Karat Club of 
Euffalo throughout the past year. We joined with 
them in holding our annual banquet last Winter and 
plan a joint outing under similar auspices on 


beneficial re- 
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July 29. If any of you jewelers should fy ; 
Buffalo at that time we invite you to join ys . 

Some of our larger jewelers, who carry 
extensive stock of chinaware, by organized ne 
succeeded in obtaining a ruling from the nt 
department, partially relieving the situation regard 
ing the bringing into this country duty free pur. 
chases made in Canada to the amount of $104 
Charles T. Evans was one of the leaders of this 6 
tation, which had the active support of our ase, 
ciation. Appeals were sent to our congressmen with 
the result that the Treasury Department revises 
its ruling requiring that the privilege of importing 
into this country duty free be restricted to legit. 
mate tourists, thus barring one-day shoppers, whe 
profited at the expense of firms in border cities, 


ry 


Wm. D. McDougall, of the New York City 
Association, reported that organization's 
best year during which seven new members 
were added in the face of an increase jg 
dues from $5 to $10. He concluded with g 
severe condemnation of the so-called 
“wholesaling retailer.” 

In reporting for the Westchester Retail 
Jewelers’ Association, Albert Kamp, of 0s. 
sining, said that members, while not getting 
rich, were all making a comforable living 
The association met, he asserted, only when 
there were worth-while subjects to be dis- 
cussed. He spoke particularly of the 1 
per cent organization of the jewelers of 
New Rochelle. 

The Rochester Jewelers’ Association had 
been quite active during the past year and 
meetings were well attended, S. D. Burritt, 
spokesman from that city, told the conven- 
tion, while social gatherings had gone far 
toward promoting the friendliest spirit among 
the retail jewelers. 

Improvements in business during the past 
three months had gone far towards off- 
setting the first three months of the year, 
which were dull, Wm. D. McNeill, of Utica, 


reported. The textile industry’s condition 
governed business in that city, he said. 
The Mohawk Valley Association was 


quiescent, he declared, and offered the sug- 
gestion that the new field secretary devote 
part of his time in that section in an effort 
to revive the organization. 

Before luncheon adjournment Secretary 
Sunderlin took the opportunity to explain 
that delay in the receipt of programs by 
members was due to the negligence of 
postal authorities. The programs, he said, 
were placed in the mails on July 9 in what 
should have been ample time. Many did 
not receive copies until July 19. He re 
gretted the delay and attributed to it in a 
measure the failure of more jewelers to 
attend the convention. 

Letters of regret at their inability to be 
present with best wishes for the success of 
the convention were received from past 
president Harry N. Clark, of Syracuse, Emil 
W. Kohn, president of the Greater New 
York Association, and from C. Newman, 
president of the recently formed East 
New York Retail Jewelers’ Association. 


AFTERNOON SESSION 

H. O. Patton was introduced as the first 

speaker of the afternoon session. His 
speech follows: 


ADDRESS OF H. 0. PATTON 


The two leading factors affecting the basic 
conditions of the world at large in 1924 were 
The Dawes Plan or reparation settlement, and the 
flotation of the foreign loan for Germany. 


Germany in 1923 deliberately destroyed her 


own working capital; she robbed the —_— 
of life insurance, holders of investaems 
mortgages and her own internal bonds. 
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had to find new working capital to start in 
operating her industrial machinery and__re- 
establish her international credit. She must com- 
ply with the Dawes Plan. She can export to 
other countries through the United States, mak- 
ing the reparation settlements as they come due. 
There is no danget _that she will destroy the 
trade of other countries. Which all means that 
the nations must in spite of racial antagonisms 
admit their economic inter-dependence in order 
to promote each other’s prosperity. — 

At home, the recovery in the price of farm 

,ducts which took place in the last half of the 
year, did a great deal towards relieving the 
farmers’ situation. The country banker is to-day 
much less strapped for funds. From last year’s 
marketings the farmers were enabled to take 
all their outstanding notes to the banks. De- 
posits inc reased heavily; the country banks now 
are carrying their own paper. The farmer is 
getting his house in order. He has not bought 
heavily in the past year, rather paying his out- 
standing indebtedness. 

Coming back to trade activifies—two of the 
most important factors are—freight loadings and 
payment through banks. Both indicate a volume 
in excess of the preceding six months. 

Overproduction: It must be conceded that our 
industrial capacity has far outgrown our current 
needs. This is particularly true of certain in- 
dividual industrics—shoe, outos, coal. Some say 
the cause of our over-production is attributable 
to unbalanced relations among industries. Since 
commerce is based on the exchange of commodity 
and every cre’s purchasing power is based on 
what he has himself for sale, one can readily 
appreciate the force of this. 

Prosperity would then be a state of balanced 
industry in which all the different kinds of goods 
and services are offered upon the market in 
such proportions and price relations that the ex- 
changes are readily made and the market cleared. 

Accumulation cf merchandise is inability of 
certain groups of producers to buy the products 
of others because they cannot sell their own. 


The disorganization of trade since the war 
has been primarily due, he says, to several 
causes, the first among which was the dis- 
ruption of price relations. 

The speaker then took up the subject from 
various standpoints, analyzing conditions in 
the farming world, the coal industry, in 
textiles, in the automobile industry and then 
followed with a survey of the conditions 
in Europe where he said a similar disrup- 
tion of wages and price relations existed. 

After taking up the exports of European 
countries, he spoke of the conditions of the 
governments of Europe and then of business 
conditions in the United States, analyzing 
the conditions in the building trade parti- 
cularly, He then touched on capital ex- 
penditures and financial conditions saying 
that at present the supply of capital is 
plentiful and the country is accumulating 
capital faster than ever before. 


pré 


The last part of his address was devoted 
to an analysis of the country’s foreign trade 
for the first quarter of the year in com- 
Parison with previous years. He called at- 
tention to the fact that of the 30 leading 
countries which supplied us with 93 per 
cent of our entire imports, only two, Cuba 
and Chile, failed to sell us more during the 
first part of 1925 than they did a year ago. 

He concluded by summarizing conditions 
and saying “With no serious unsolved pro- 
blems ahead of us, likelihood of further 
taxation reduction, moreover, with an in- 
creasingly favorable European condition 
with a restored currency, favoring an rm 
creased international trade, together with 
mmediate growth of our own people, 1925 
should prove a good business year.” 

Reversing the order of the afternoon’s 
i pel enable the trio of speakers on 
scl a peagpt return to their respective 

y hour, President Scheer 
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introduced Mr. Berger. He spoke as 


follows: 
ADDRESS BY BARNETT BERGER 


Jewelers Block Insurance is designed to meet 
the requirements of the jewelry trade. It is com- 
prehensive in form and is intended to cover all 
merchandise such as diamonds, pearls, precious 
stones, jewelry, watches, metals and articles of 
a similar nature, whether the same is_ the 
property of the assured or entrusted to him for 
any purpose whatsoever, against ALL RISKS 
except, however, the following risks: 

1. Dishonesty on the part of assured, his 
agents, brokers, or customers. 

2. Damage sustained whilst the articles 
are being absolutely worked upon = and 
breakage cf artices of a brittle nature. 

3. Loss or damage ‘to shipments’ unless 
made by registered mail or insured sealed 
express. 

4. Loss or damage to goods sold on the 
instalrent plan after leaving the assured’s 
premises, and loss or damage of articles 





F. P. D. JENNINGS, IN CHARGE OF THE 
CONVENTION ARRANGEMENTS 


worn by the assured, his agents, brokers, 
customers or by members of the family or 
relatives or friends of any of the aforesaid 
persons. 

The policy also excludes loss as a result of 
war, insurrection, strikes, riots, earthquakes, 
cyclone or other convulsion of nature, but these 
features may be covered at a slight additional 
premium, 

While the policy is intended to cover loss re- 
sulting from a mysterious disappearance, no 
claim is in order for any unexplained shortage 
at stock taking. 

It is necessary that a detailed itemised in- 
ventory or record of all stocks, including travel- 
ing salesmen’s stocks, must be kept in the safe. 

Claims are paid on a basis of cost or inven- 
tory value, whichever is the lower. The assured 
assumes twenty per cent of all losses occasioned 
through window smashing and such coverage is 
limited to ten per cent of the policy amounts when 
the premises are closed. 

The retail trade may be interested in the 
form of protection adopted by a large number 
of the Fifth Ave. jewelers of New York. The 
jewelry is not placed in the show window proper 
but in separate glass show cases which are con- 
tained within the show window. Another form 
of protection used effectively is a separate plate 
glass placed within the show window about six 
inches back of the front glass and suspended by 
chains trem the cciling. The effect of such 
protection is that if a thief smashed the show 
window, he could rot abstract the articles dis- 
played without breaking the second glass. 

The policy is issued only on a written proposal 
signed by the proposed assured, setting forth 
full details of the conduct of the business, in- 
cluding the average amounts at risk during the 
12 preceding months; the premium charged by the 
company is based on such averages and not on the 
amount of the policy. 
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It is optional with the assured to include or 
exclude the fire risk at his own premises, so 
that members of the National Jewelers Mutual 
Fire Insurance Company desiring to insure their 
fire risk separately may obtain the benefit of 
that organization. 

Prior to this year insurance companies admitted 
to do business in this State were not permitted 
to write this form of policy and a jeweler de- 
siring to be fully protected was obliged to have 
such insurance effected with Lloyds of London. 

At the last session of the State Legislature, 
through the efforts of the National Jewelers 
Board of Trade, a law was enacted permittung 
fire, marine and casualty insurance companies 
to write this form of policy, which is similar 
to the Lloyd’s policy. 

It is obviously to the advantage of the jewelry 
trade to have such insurance effected with com- 
panies admitted to do business in this State 
thus affording the assured all the safeguards of 
the Insurance Department with respect to the 
security required from the insurance companies 
for the benefit and protection of the assured. 


Mr. Ennis, who was called to follow on 
the program, then dealt with the protective 
phase. His speech will appear in a future 
issue of THE JEWELERS’ CIRCULAR. 

Declaring there was little left to be said 
on the subject, L. E. Dayn, of the Aetna 
Insurance Co., Hartford, concluded the talk 
upon this topic. He cautioned the jewelers 
against adopting the first plan offered them 
as protection against robberies. He de- 
scribed the efforts of his company by ex- 
periments to find some method through which 
it would be possible to extend a lower 
premium rate to jewelers. He said his firm 
realized the unfairness of penalizing the 
entire jewelry trade for the negligence of 
a few and felt sure that some way would 
be found in the near future whereby this 
could be rectified. 

Alexander Vincent, secretary of the 
Sterling Silver Mfrs, Association, then was 
heard in what was agreed by all the best 
talk of the day. He then said in part: 


ADDRESS OF ALEXANDER VINCENT 


In suggesting that we consider today, the trend 
of modern business, I have done so with full 
consciousness of the fact that it is a large sized 
subject. I know too, that in many respects it: is 
a vexatious one. From the way I have read my 
paper it seems to me that through the past three 
years no reporter assigned to interview the kings 
of finance as they enter and leave our ports could 
have visited a single ship without being!assured by 
Mr. Gary, or Mr. Schwab, or’ Mr. Kahn, or Mr. 
Vanderlip, that the country was in fact enjoying 
truly healthful prosperity,—was just on the very 
eve, indeed, of a period of rapid business ex- 
pansion. Yet all the time I have been reading 
these encouraging assurances—all the time I have 
been hearing these highly optimistic forecasts, I 
have had the feeling that I would be hard pressed 
indeed to find any sizable group of merchants who 
would have told me at any time during that period 
that their business was any better than “just 
so-so.” 

It is when we attempt to check up on these two 
conclusions almost diametrically opposed that we 
are given a somewhat enlightening understanding 
of the trend of modern business. The country’s 
foremost capitalists, statesmen and economists tell 
us and have been telling us that basically the 
country is prosperous—and no man can analyze 
the fundamentals—the yard sticks with which busi- 
ness prosperity is generally measured—and come 
to any other conclusion than the capitalists, the 
statesmen, the economists are right. I am not 
going to burden my talk with any great mass of 
statistical tables simply to prove a point which 
any individual can prove himself with a minimum 
of effort. It should be enough for our purpose to 
recall some of the facts that have developed, some 
of the things that are now matters of history. 

No one, I say, can review those facts and con- 
clude that American business has not been healthy 
—and yet I believe it is undeniable that take your 
average merchant, your average retailer at least, 
and the experiences he will recite for you through 
that period cannot in any sense be made to jibe, 
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cannot be reconciled with the prosperity and 
activity and generally healthy conditions indicated 
by the fundamentals I have briefly enumerated. 

It is today, and it always has been logical and 
reasonable to expect to find reflected in the condi- 
tion of your retail merchant the strength or weak- 
ness inherent in manufacturing and_ banking 
channels. I am free to confess that I do not 
know with any degree of certainty what actually 
is the condition from the viewpoint of prosperity 
of the average retailer or merchant. Figures on 
which that situation could be judged are not in any 
large measure available. What I do know is that 
your average retailer,—and I am speaking now 
not of the retail jeweler alone but of the average 
retail merchant in general—your average retailer 
has been and still is complaining, at a time when 
strength and activity and prosperity are indicated 
by the basic factors of industry itself. 

New that doesn’t seem right. Certainly it isn’t 
logical, and I think it will prove of interest to 
analyze that situation. 

Let us strip away unnecessary considerations. 
Boiled down to its barest elements I think a fair 
picture of the business situation of the past 
several years is this. 

1. Banking resources abundant and intelligently 
applied to the needs of the. day—forming a bulwark 
of potential strength and unhampered activity. 
That is a situation which connotes adequate pur- 
chasing power through the various levels of pur- 
chases of goods. We might sum it up in a word 
and say it represents a generally free and un- 
hampered ability to buy goods. 

2. Activity in producing channels,—the turning 
out by the manufacturer of an adequate supply of 
goods for sale,—backed up as it is by a produc- 
tive capacity in many channels quite sizably be- 
yond that necessary to supply the normal require- 
ments of the country. This second factor we 
might sum up in a word as representing an 
adequate and plentiful supply of goods for sale. 

And finally (3) a situation I have already de- 
scribed—one wherein your average merchant, your 
average retailer, complains that he is not in fact 
particularly successful in passing on to the people 
who have the money to buy, the goods which the 
manufacturer is supplying or is in position to 
supply. 

That brief summary suggests to my mind a chain 
of three links. It suggests that one of those links 
is weak, and I believe the retailer in no matter 
what line could give his thought to no greater 
purpose to any subject, than to considering this 
weak link,—this factor of distribution. There are 
almost countless phases of that particular subject 
that readily suggest themselves for discussion and 
any one of them is doubtless worthy of all the 
thought and study that can be given it. I should 
like however in my discussion with you today to 
consider one special phase of that subject and, as 
I say, it is a phase which I believe reveals in a 
most enlightening manner the true trend of busi- 
ness today. 

Our banking friends have discovered within 
relatively recent years that banks cannot success- 
fully be run on hopes and fears, on rumors and 
reports, in short on unbridaled gossip. It is not 
so long ago that our manufacturing friends also 
have learned that same lesson with respect to their 
own problems and activities. Out of that realiza- 
tion there has sprung up a new era in American 
business. 


Through the past decade or more no one can 
gainsay that truly splendid progress has been made 
in the way of making American industry a more 
efficient, a mere capable, a more scientific and less 
wasteful machine. Our own Secretary of Com- 
merce Hoover has been indefatigable in his efforts 
to whip into line those few lagging industries that 
have not yet awakened to the new trend of the 
times, to the imperative need of approaching their 
problems cooperatively. 

That leaves one link of our chain then in which 
but little has been done—the field of distribution. 
Speaking more directly to the point I can tell you 
that in so far as the research work and the 
activity of the Sterling Silverware Manufacturers’ 


Association is concerned, no matter what the 
problem, we can invariably lead it back right 
down to this problem of distribution. Think for 


a moment how magnificently improved were the 
general manufacturing processes and conditions 
during the war years. Isn’t it most unreasonable 
to expect that those perfected methods of pro- 
duction can be hooked up with any degree of 
adequacy to distribution methods which if they 
have been’ improved at all have been improved but 
very little? Channels of distribution! Have they 
improved through the war years? Oh, maybe to 
a degree. Have they been keyed up in efficiency? 
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Perhaps somewhat. Adjusted and attuned to the 
new spirit of the times, to the new conditions 
obtained, to the new situations that were the neces- 
sary result of the exigencies of the war? 


Not at all. Indeed, in light of banking and 
manufacturing developments of the past several 
years, it is probably true that our distribution 


methods today are as archaic as the dodo bird. 

If you have been led to believe from what I 
have said that I am prepared to suggest to you 
today a definite program of changed distribution 
methods, I am sorry indeed that I’ll have to dis- 
appoint you. I frankly don’t know just what the 
answer may be. But I do know that just as there 
confronts the distributor in the jewelry industry 
today a problem, there confronts the distributor 
in every industry a like problem. That problem 
in each industry is the same, it is to find greater 
outlets for the products the manufacturers are 
supplying and can supply. Those outlets may be 
found and developed through advertising, through 
educational campaigns among the consumers, 
through some different selling methods—frankly, 
as I say, I don’t know how, nor do I believe there 
is any man living who can tell you how. In the 
case of sterling silverware at least the manu- 
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facturers recognize the problem and are giving 
it their most careful consideration. It is however 
a problem which is so intimately, so indivisably 
gound up and tied together with the retailer him- 
self that no manufacturing group can ever in this 
industry or in any other industry hope possibly 
to find the 100 per cent solution. 

I have said, I do not know what the solution to 
the problem of the retailer is, but I do know how 
my friend the retailer can find that solution; and 
I know furthermore that it is the only way in 
which he can possibly hope to find that solution. 
The hands of your bankers in their attempts to 
solve their problems were inexorably tied until 
they banded together, discussed their problems co- 
operatively, regarded their fellow bankers less as 
their mortal, arch and undying enemies and more 
as their fellow workers competing together against 
some common outside interests. The hands of 
your manufacturers were equally tied until they 
took thought and each one regarded the manu- 
facturer of sterling silverware in the next town 
less in the light of an arch demon ready to cut 
his throat and more in the light of a man who was 
working honestly and conscientiously seeking to 
find the solution of a problem in, which he him 
self was vitally interested and so | say to you 
today the mighty problem of distribution, the 
problem of creating new outlets for the goods you 
sell will always continue a mighty problem—it 
will continue relatively an unsolved problem—until 
the retailer himself can catch up with the times 
and get to know that his competitor is in truth not 
the man who is selling a sterling silver dish across 
the street but rather the man who is selling the 
furniture, the automobile, the Victrola, the radio 
and what not. With that realization will come 
precisely the same development that marked the 
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course of the bankers’ education, of the Many. 

facturers’ education, and there will develop active 

enthusiastic, interesting, group, cooperative meet. 
ings in each town and city of every state in the 

Union. 

Talking to you men today about Cooperation and 
the value of cooperation I know is not unlike the 
preacher who spends his every Sunday's sermon 
verbally chastising the people who don’t come ty 
church. By your membership in the New York 
Retail Jewelers Association you give evidence d 
your appreciation of the value of COoperation 
But I submit to you today, that the time has on 
when mere membership in an Association of this 
kind is no longer enough. It is necessary for each 
one of you to go out actively talking cooperation 
with the jewelers in your city not only to get them 
to join this parent Association but to organize 
further within your own city, Associations x 
which you will meet frequently and discuss to. 
gether ways and means for securing our common 
goal and increase the outlet for our products, 

I tell you that kind of active cooperation is 
inevitable. Your industry is admirably equipped 
with the framework on which you can develop 
the type of group action, the type of hearty ¢p. 
operation I have been describing. I can almost 
hear some of you saying “Meetings of the type 
you suggest are impractical. We have nothing to 
meet for. Retailers are different from many. 
facturers.” I tell you that’s a stock objection, | 
don’t doubt every member of every manufacturers 
Association argued that way to himself when it 
was first proposed to him to cooperate with the 
other manufacturers in his industry. It always 
works out that way. Yet in no time at all, to 
their utter amaxement they find that far from 
having nothing to do they actually do not have 
enough time to do all the work that develops for 
them to do. And so I promise you it would 
develop at such meetings of the local jewelers in 
each locality as I suggest. The more getting to 
know each other, the getting to know who really 
is the Jewelers’ competitor, is a tremendous step. 
I don’t know, as I told you, what would eventually 
prove to be the solution of our joint problem of 
increasing the outlet for our products, but I do 
know, again as I told you, that you will never 
find that solution until you have studied it jointly 
and collectively. 

I could suggest a series of activities that would 
keep the jewelers of any city busy in cooperative 
work for a long period. For example take on the 
one product of sterling silverware. We manw- 
facturers have had in the field a young lady who 
has been travelling about the country addressing 
women’s clubs, girls’ schools and the like, spread- 
ing, if you will, the gospel of sterling silverware. 
As manufacturers we were glad to do it. We 
recognized the need, but in large measure that 
work of educating the consumer, that task of 
rousing consumers’ interest is, at least, as much 
your task as it is the manufacturer's. It is a 
work moreover which you jewelers cooperating to 
gether in each locality could do equally as effec- 
tively, at least, as we have done it, and because 
of your personal contacts in your own localities I 
believe it is absolutely true that you could do that 
work more effiectively than we as manufacturers 
could do it. I believe that instead of having one 
Miss Egge going about the country interesting the 
women in sterling silverware for example, the 
jewelers have it in their power, and with very 
little effort, and practically no expense, to have 
literally hundreds and even thousands of Miss 
Egges doing that same work. 

The matter of running cooperative advertising 
in the newspapers and retail cooperative advertis- 
ing is coming just as surely as is general retail 
cooperation—it was only lately made the subject 
of a most interesting bulletin issued by the Depart: 
ment of Commerce)—cooperative advertising, point 
exhibits, perhaps work with the local schools, prize 
contests in the way of essays, these and hundreds 
of other ways and means of arousing the interest 
of the people in your locality in the products you 
have to sell are activities which readily suggest 
themselves as typical of the kind of activities 
that would doubtless develop from your active C0 
operation together. 

Meetings of this kind too, would, I believe, 
without doubt sooner or later give impetus to 4 
work which is a crying necessity, and woul 
remedy a situation which is as appalling as it § 
disgraceful, and yet one which is altogether 
shockingly prevalent. I believe meetings of this 
kind would soon develop an interest among yo 
men yourselves in the products you distribute and 
sell so that you would be content not alone with 
knowing your products yourselves, but you would 
make it your immediate job to see to it that the 
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clerks in yout employ would know their prcducts 
inside and 

I submit to 
mysteries that 
cn God’s w orld 
to sell a pr duct 


vou that it is one of the greatest 
has ever suggested itself to me how 
4 man or a woman can be expected 
that they do not know. That 
thought suggests a subject on which I could hold 
forth, I believe, for the balance of your conven- 
tion. I am going to leave with you however just 
one example as illustrating the crying need of 
more intelligent study of the goods we have to 
oe long ago our Miss Egge entered a jeweler’s 
store of respectable size and approached a young 
girl behind the silverware counter. She engaged 
in small talk with her and during the course of 
her remarks asked the girl, “Well, just what is 
this Sterling?” Do you know what Sterling is, 
gentlemen ? “Tt’s a process that has lately been 
taken over by the Government?”’ “‘A process which 
has lately been taken over by the Government. 

That’s serious! That’s rank, downright careless- 
ness and worse. I believe that progress in the 
way of educating our sales clerks, and even if the 
truth must be told, progress in brushing up our- 
selves a little bit on the what, the why, and the 
wherefore of the things we sell will most rapidly 
be made by the kind of mutual discussions, frank 
and open talks in small localities among the men 
involved, along the lines I have suggested. I 
could go further and say that I am frank to say 
that I don’t believe it is ever going to be accomp- 
lished in any other way. 

I keep in close touch always with the develop- 
ments not only in my own industry but in so far 
as I can with those in other industries as well, 
and I regard it as most significant indeed that the 
sterling silverware industry, as far as I have been 
able to judge, is one of the few industries in the 
entire country that can show a story of con- 
sistently increasing sales volumes—in 1922 over 
1921, and again in 1923 over 1922, and again in 
1924 over 1923, and finally unless all the signs 
go wrong, very healthy increase in 1925 over 1924. 

This record I believe is one of which with some 
justification we can be reasonably proud, but 
frankly we are not satisfied. Many industries 
that are today and have been for a long time com- 
plaining about their aches and pains and ills would 
be far better employed it seems to me in going out 
with shirt sleeves rolled up and making the busi- 
ness as we silversmiths are attempting to make it. 
That however is beside the point. That is their 
problem. It is their misfortune if they fail to 
recognize it, 

The point I do want to make is that during a 
period in which from all accounts conditions have 
not been too favorable in the general disposal of 
goods, we have made substantial and healthy and 
consistent progress. If we can do that under some- 
what unfavorable conditions what does it not argue 
regarding the stability of the industry as a whole, 
what does it not hold out in the way of promise 
for the future if we will all but put our shoulders 
to the wheel, pulling together, working together, 
constantly toward our common goal? 

* * * 
Z The understanding of conditions, the intelligent 
interpretation of conditions, which, is so essential 


to prosperous activity, can best be secured through 
joint meetings, frequent meetings of the retailers 
of given localities. The finding of new markets 
for unused factory capacity can be made only 
through the cooperation of the combined best 
minds, first among your retailers, with the com- 
bined best minds and thoughts of your manu- 
facturers and all other elements in the picture. 

That is the message I want to leave yith you 


today, a message which I believe sincerely tran- 
scends in importance any other task we have before 
us, a task of strengthening the associations we 
have already in existence, of bringing into their 
fold those who still persist in living back in 1892, 
a task that can be accomplished as I truly believe, 
im no other way than the formation of these small 
groups or local associations of retailers in every 
town and city throughout the country. 

I would add just one word more and that is to 
Pledge to the retailers the unstinted support and 
help of the manufacturers of sterling silverware at 
least, to any effort calculated to effect this type of 
Organization. If we can bring about a day when 
our Sterling Silverware Manufacturers’ Associa- 
tion will be regarded by the retailer as an agency— 
as his agency—one that can be looked to with 
confidence for help in his various problems, we 
will then indeed consider our association to have 
reached its destined goal. 


While the afternoon session was in 
Progress, the ladies were taken on a tour 
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of the city and suburbs, arriving back at 
the hotel in time for dinner. Afterwards 
all adjourned to the Capitol Theatre, 
nearby, to enjoy “The Haunted House,” by 
a stock company. 


Tuesday’s Session 
BREAKFAST CONFERENCE 

AtBANy, N. Y., July 21.—President 
Scheer called upon George C. Lunt, of 
Rogers, Lunt & Bolen, for a few words at 
the conclusion of the club breakfast this 
morning. Mr. Lunt declared that Mr. Vin- 
cent, secretary of the Silverware Manufac- 
turers’ Association, who spoke Monday, had 
left little for him to say. It behooved re- 
tail jewelers, Mr. Lunt asserted, to forget 
all petty jealousies and to get together for 
the benefit of all and that a competitor was 
not such a bad fellow “once you know 
him.” By co-operation alone can the jewel- 
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ers improve their selling methods and mar- 
ket more of their wares. 

He then reviewed the organization of the 
Sterling Silverware Manufacturers’ Associa- 
tion. At present, he said, this association is 
working on the Stamping Act in an effort to 
raise the standard of silver. Inside of a 
short time this organization will launch an 
educational program which will cost $100,- 
000 annually. 

The manufacturer recognizes that the 
jeweler is the outlet for his products, said 
Mr. Lunt, but the retailers must do their 
part, through co-operation with each other, 
to make any marketing scheme a real 
success. 

MORNING SESSION 

Business sessions were transferred from 
the tea room on the main floor to Parlor B, 
on the 11th floor, this (Tuesday) morning. 
The attendance was further augmented by 
the arrival early in the morning of quite a 
few jewelers from neighboring towns who 
had been unable to get away from their 
stores sooner. More than 100 were regis- 
tered when President Scheer called the meet- 
ing to order. He introduced Ellis Gifford, 
to tell about the “Activities of the National 
Association during the past year.” 
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Mr. Gifford, who hails from Fall River, 
and is regional vice-president of the Ameri- 
can National Retail Jewelers’ Association, 
talked upon the same lines as he has at six 
other State conventions, most of which was 
published in connection with the report of the 
Massachusetts convention in THE JEWELERS’ 
CircuLar of April 1. He sketched briefly 
conditions that existed in the past, changes 
that had been made by the advent of 
machinery, and stated that all jewelers 
would sell more jewelry today if they were 
able to make their wares more desired than 
automobiles, fur coats, radios, flowers, ete., 
that are competing with the jewelry busi- 
ness. 

He told what had been done in the paint 
and varnish industry, by the florists, etc., 
to drive their products home to the public, 
giving a list of the industries using national 
publicity and cited instances of these pub- 
licity campaigns showing how the public 
had been induced to buy more ham and 
bacon, more hair nets, etc. He also touched 
on the publicity of other industries that was 
detrimental to the jeweler and discussed how 
this could be overcome. 

Mr. Gifford then took up the subject of 
the work of the National Jewelers Publicity 
Association and what it is doing for the 
jewelry trade at the present time not only 
in getting the subject of jewelry before the 
public but of aiding the retailers in making 
better displays in their windows and to do 
better advertising. He explained how the 
national association was working to produce 
its quota for the million dollar fund and 
urged the jewelers to see to it that their 
state produced the proportion of subscrip- 
tions allotted to it. 

Mr. Gifford then touched on the other 
work of the national association including 
the group insurance policies through the 
Metropolitan Life Insurance Co., -the fire 
insurance of the National Jewelers Mutual 
Fire Insurance Co., the aid given jewelers 
through the Harvard Bureau of Business 
Research and similar matters. 

The next speaker was Charles T. Evans, 
treasurer of the national association, who 
spoke on “The Jewelers, Past, Present and 
Future.” He said in part: 
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In this talk, I may make some claims for the 
association movement, which some may not feel 
are directly traceable to the association, but I 
feel that I am safe in crediting to the associaticn 
every improvement in condition which exists to-day 
as compared with those pre-historic days when we 
were individuals rather than groups, and when 
every man was for himself. Those were the good 
old days, when it required about 12 or more hours 
a day in a retail store, to make a living; no time 
for any recreation; no time for social intercourse 
with friends. It took all of our time to earn a 
living, and it was not such a wonderful living at 
that. 

In those days, each individual jeweler, felt that 
the surest way he could acquire success was by 
keeping continuously on the job. Such slogans 
were popular, as “keeping everlastingly at it,” and 
we used to read about boys acquiring splendid 
educations by reading by the dim light of a street 
lamp, or by standing in front of a shop window 
with a book on some biographical or scientific 
subject. 

Now, it may be argued with truth by some, that 
too much leisure is not beneficial to any one, and 
with that statement, I will gree. However, leisure 
can be used in many desirable ways, and that is 
the way that we jewelers use ours. Having leisure 
does not necessarily mean that one must acquire 
the habit of loafing. Leisure gives one the time 
necessary to read that book which will be so 
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helpful to him; it gives him time to go with his 
wife and make that call on the old friends, who 
are so appreciative of such courtesies; it gives a 
man time to develop the habit of golf, which, if 
kept in control, is very beneficial from the health 
standpoint. Leisure makes possible the automobile 
trip to nearby scenic points, for the afternoon or 
all day picnic, and for many forms of relaxation 
and change, which returns a man to his business, 
with renewed interest, enthusiasm and energy pre- 
pared to redouble his efforts to win, in an in- 
telligent manner, that which hitherto has 
baffled him. 

Prior to the advent of the jewelers association, 
it was not possible to know what your fellow 
jeweler was going to do, or what he would like 
to do, relative to closing evenings, or half-holi- 
days, and in consequence, each worked all 
the harder, and with no special results. 


SUCCESS 


man 


Those were the days, too, when the customer 
played one store against another, as to price, 
terms, favors, etc., and, he knew it was a 


reasonably safe thing to do, because he knew that 
the jewelers were not on speaking terms one with 
another. Because of this fact many impositions 
were practiced upon the trade, which were not 
justified, and which were impossible to correct, un- 
til we got together in associations, and learned 
from personal conversations that the other fellow 
was just as human as we were; that he loved his 
family and his fellow men; that he was fair and 
square, and willing to play the game of life clean 
and above board, even as you and I. 

My respect for the jewelry trade received a 
tremendous boost, the day we met to organize the 
New York State Retail Jewelers Association, and 
I became acquainted with some of the good fel- 
lows from every corner of this great Empire 
State. I am proud to call these men of our 
craft, my friends, and some of the best friends 
it has been my good fortune to know, have been 
made through the retail jewelers’ association. 

Think back 20 years, those of you who are 
old enough, and I suppose there are one or two 
of you who can do this and recall some of the 
existing things in the jewelry business, aside from 
the long hours, which everywhere were prevalent? 
Can you recall, your mark-up on silverware, and 
what you had left for yourself (if any), when 
you figured up? Don’t forget that it was the 
jewelers’ association who fought the fight which has 
resulted in gradual changes beginning with the 
year 1917, until now, the department practically 
pays its own way. 

And speaking of 1917, recalls the War Revenue 
Tax, which but for the efforts of your 
tions would have included a floor tax of 10 per 
cent. The recent partial elimination of the tax, 
is well known to you, and, because of the fact 
that you had paid, with regularity for a number 
of years this five per cent you appreciated this 
partial relief, but don’t pass over the fact that the 
original bill provided for a ten per cent floor tax, 
payable within 60 days, which would have been 
a serious matter, too. Keep your association in 
mind, in connection with these trade betterments. 

Do you recall how unsatisfactory your repair 
department was, from the standpoint of returns, 
and of what the association has assisted you to 
do in this regard? 

Do you appreciate the efforts which are being 
put forth in your behalf under the direction of 
Edw. H. Hufnagel, to develop the work of the 
Horological Institute, so that in due time, watch- 
makers of various grades may be developed, and 
through examinations, may be classified, so that you 
may know just what kind of a mechanic you are 
employing, and be safe in paying him accordingly. 
This work is a development of the association 
movement, and most of the men who have been 
actively interested in furthering the project, have 
been men trained in our school. 

Do you keep in mind the fact, that one of 
the off-shoots of the Jewelers Association is the 
Jewelers Mutual Fire Insurance Co., under the 
capable direction of our National Secretary Ander- 
son? Do you realize just what you save each year, 
if you place a reasonable share of your insurance 
business with this company? 

Do you recall the fact that through our as- 
sociation, has been developed the research work, 
which has been conducted in our behalf by the 
Harvard Bureau cf Business Research, under the 
direction of a Board of Trustees representing the 
National Association? While the co-operation ex- 
tended this work has not been all that could be 
desired or hoped for, still much good has re- 
sulted therefrom, for the average of overhead, as 
accumulated, classified and analyzed by absolutely 
disinterested parties, has done much to substantiate 
our claims for consideration by the manufacturers, 


associa- 
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when they are considering and establishing their 
resale prices. Back in 1917, when we obtained our 
first relief on the silver question, we had difficulty 
in impressing the manufacturers, with whom we 
discussed the proposition, that the figures which 
we submitted as to the cost of doing business, 
were not the result of incompetency or in- 
accuracy, or if correctly compiled, were not un- 
usual cases, which would not be borne out in the 
law of averages. Our Research work has demon- 
strated that when we mentioned precentages in those 
old days, we were much tco low. 

You, who have taken advantage of wholesale or 
group insurance, as offered by the Metropolitan 
Insurance Co., realize that this great advantage 
came as the result of the vision of President Huf- 
nagel, whose acquaintance with officials of the 
company, made possible the obtaining of this boon 
for the jewelry trade. 

The National Jewelers Publicity Association, 
which gives every evidence of being an up-to-the- 
minute going organization, was first conceived at 
the Richmond 1911, and discussed 
for many years forth, with little or 
work incident to 
retailers 
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back and 


nothing coming of it. The first 
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this matter was forward in a 
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convention, and I believe it will be the retailers, 
who will, by putting over their share of the prop- 
osition, give the necessary impetus to put this 
matter over, and to put it over big. 

At a recent conference in New York City, the 
statement was made relative to one branch of our 
industry, that national advertising, resulting from 
conferences and co-operation with the retailers, 
had increased that particular branch of our busi- 


ness, fully 50 per cent in four years, and that 
this year would see that increase become 60 per 
cent. 

In the meantime, the retailer has learned to 


advertise himself and his business in many ways, 
with resultant benefit to himself and his associates. 
Every time your competitor becomes a better busi- 
ness man, he helps you as well as himself. 


One recent very important step was taken by 
National President, Conrad J. Brotherly, when 
he called in conference on Tuesday, June 2nd., 


representatives of the various jewelry associations, 
and the gathering included manufacturers, whole- 
salers, importers and retailers. From that gather- 
ing there will eventually develop a Trade Council, 
which will harmonize divergent opinions in the 
trade, and result in co-operative action to obtain 
trade betterments. 

I have hastily 
lishments of the retail 
dicating something relative to the 
and present. To my mind the history of the 
association movement, includes also the story of 
the individual, who has progressed with, and as 
a direct result of the association work. 

In the days prior to the formation of our asso- 
ciation, our members were narrow, and lacking 
in that knowledge which makes for true success. 
Confined, as we all were as to hours which we 
spent in our could not acquire that 
larger view of things, so necessary to a develop- 
ment of the better side of our nature. 


reviewed some of the accomp- 
jewelers’ association, as in- 
retailer past 


stores, we 
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Jewelers used to be spoken of, as being legs thay 
ordinarily good business men, and as being Jes 
capable than men engaged in other lines of 
activity. That this was not true, has been demop. 
strated by so many of our good friends, who have 
become identified with large interests outside ¢f 
their jewelry stores, and have acquired fortunes ip 
real estate, banking etc. I don’t know where yy 
can find a group of brainier men than the ayer. 
age group at a jewelers convention. The time hys 
gone by when the convention goer, is the felloy 
who is just looking for a good time. The men 
who spend their time and money to attend , 
convention do so to touch elbows with their 
fellow jewelers, and obtain workable ideas for yy 
in their own stores when they return. Any yet 
these men prove to be good company, capable of 
clean, honest, healthy fun, of the sort which makes 
a man respect and love his fellow man, and makes 
possible his return to his own business with 
renewed enthusiasm, energy and determination, 

We owe much to the educational campaigns of 
our various associations, which have made gs 
better business men with higher ideals and greater 
aspirations for the accomplishment of bigger and 
better things. We have learned through  theg 
campaigns the meaning of such terms as “oyer. 
head,” ‘“turn-over,” ‘‘depreciation”’ as well as 
‘‘mark-up,”’ ‘‘bank borrowing” and “bank balances’ 
about the desirability of investing money outside 
of our businesses in securities which can be used 
as collateral in obtaining loans, etc. 

We have acquired self-respect, first and then 
respect for our fellows, which have been followed 
by self-confidence, aggressiveness, perseverance 
and many other of the desirable qualities, 
necessary for ultimate and enduring success, 

We have tried to suggest just how much the 
retail jeweler has advanced during the period of 
association activity, thus proving that the best 
way to help oneself in business, is by elevating the 
standard of that business. Help ourselves by help- 
ing the other fellew, has proven a wise slogan. 

I am sure that every good association man real- 
izes just how much has been accomplished in the 
few years of our existence as an organization, and 
I do not think that any of us would want to se 
the association disband or abandon the cause. 

* * 

If we have learned anything during the past 
few years, we ought to be able to profit by those 
lessons, and to try and do business on an aver- 
age stock, based on average business in average 
times. 

Finally, when we are fortunate enough to have 
leaders in our State and National Associations, of 
the type we have to-day, let us give them our 
enthusiastic, cordial, friendly co-operation, in all 
that they shall endeavor to do for the advance: 
ment of our cause. 


At the conclusion of Mr. Evans’ address, 
Mr. Leininger then took the platform to 
lead a trade discussion in which all mem- 
bers were invited to participate. Charles H. 
Howe, past president, spoke extemporane: 
ously on the first topic, “What Kind of Ad 
vertising Brings Best Results?” William 6. 
McDougall, of New York, was substituted 
for Harry C. McCormack, of Buffalo, in 
opening the discussion on “What Are the 
Most Important Departments in a Jewelry 
Store?” M. L. Korsunsky opened the talk 
on the third and final topic of the morning 
session on “How Can You Avoid Accumit- 
lation of Obsolete Stock ?” 

At the conclusion of the trade discussion 
adjournment was taken to permit the taking 
of a group photo on the capitol steps. The 
photograph could not be taken on account of 
the rain but this will be done tomorrow 
instead. 

The afternoon program was an outing at 
McKown’'s Grove, with dinner and dancing 
in the evening. The rain caused the entef 
tainment to be held indoors instead of out. 








Members of the Wilmington Retail Jewel 
ers’ Association, accompanied by their wiv 
and families, held their third annual outing 
at Lenape Park, Thursday afternoon. 
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DEATH OF MAXCY W. POTTER 





an Attleboro Jewelry Salesman Dies 
Suddenly on Train En Route to 
Cincinnati 


Arrieporo, Mass., July 20.—A telegram 
reaching this city yesterday contained the 
information that Maxcy W. Potter, veteran 
traveler for the J. M. Fisher Co., manutac- 
turing jewelers, died suddenly on a train 
while en route to Cincinnati. Death, it is 
believed, occurred early Sunday morning 
and the body was taken off at Columbus. 
The remains are being sent back to this 
city and the funeral will take place either 
Thursday or Friday. 

Maxcy W. Potter, the son of Daniel M. 
and Charity Smith Potter, was born in 
Rockland, which is a part of Scituate, R. L., 
on Sept. 7, 1846. At the age of nine he 
worked in the cotton mills of his native 
town, but when & young man went to Provi- 
dence and learned the harness makers trade. 
At one time he was associated with the late 
Alfred R. Crosby in this business, afterward 
buying him out and continuing the business 
alone. 

During a dull season in this line of work, 
he went to Worcester, Mass., and worked 
for a short time for Washburn & Morin, 
which was succeeded by the United States 
Steel Works. He also worked for a time 
in the Dodgeville Mills, where he was asso- 
ciated with Edward E. Clafflin as assistant 
foreman, Later he again returned to the 
harness making business, having a place of 
business in the building now occupied by the 
Thurber Corner Market. Leaving this in 
1880 he secured a position with Harris & 
Fisher as stamper, but was soon taking the 
line to New York and some nearby cities, 
John M. Fisher making the western trips. 
After the dissolution of the partnership of 
Harris & Fisher, which was succeeded by 
J. M. Fisher Co., he began to take occasional 
western trips and in a few years had full 
charge of the western territory continuing 
in this position until his death. He was 
known from coast to coast as the dean of 
traveling men among the jewelry trade. 

He enlisted in the Civil War, but as his 
parents had given his five older brothers to 
the service they refused to sign his minors 
papers, 

In 1869 he married Dora B. Whitmarsh, 
of Clayville, R. I, and four children were 
born to them, three of which died in early 
childhood. On April 19, 1888, he was again 
married, to Effie F. Dewey, of Solon, O. 
_He was among the first to join the 
lemple of Honor and in this was associated 
with many who afterward became the lead- 
ing citizens of the town. At one time he 
was Grand Worthy Templer of Massachu- 
setts, He joined the later orders of Good 
Templers and Sons of Temperance. 

Mr. Potter was a charter member of the 
song ~ ee member of the Attle- 
Orient “0 Ag oe and he joined _ the 
1299 i. “a 7 . &% & FP. Ne. 165 in 
pee J 1e was always an active 
Christian CI gy - Joined the Advent 
about 30 ja sgh of Scituate, R. I, and 
Methodist a ago became a member of the 

Mr P; ti “Piscopal Church of this city. 
he had i €r seemed in better health than 
"ee a a months when he left Attle- 
i st Saturday to make one of his 
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western trips and news of his death came 
as a shock. 

Mr. Potter leaves a widow, Mrs. Effie F. 
Potter, and one son, Elwin A. Potter, and 
several grand children. 








Entertainment Plans for Annual Convention 
of the A. N. R. J. A. in September 
Practically Completed by Rich- 
mond, Va., Jewelers 

RicHMonD, Va., July 14.—The entertain- 
ment program for the annual convention of 
the American Retail Jewelers Association to 
be held here in September has been prac~ 
tically completed. It still awaits, however, 
the O. K. of the executive committee of the 
national body. 

The local jewelers met for the purpose of 
discussing the plans. Early this week Sol 
M. Schwarzschild, president of the 24 Karat 
Club of Richmond, conferred with a repre- 
resentative of the national association in ref- 
erence to the entertainment features. Later 
the national association’s representative con- 
ferred with Mr. Schwarzschild and with 
W. T. Dabney and C. M. Montgomery, of 
the Richmond Chamber of Commerce. Mr. 
Schwarzschild states that the social pro- 
gram which has been mapped out gives 
ample assurance that everybody attending 
the convention will have a royal good time. 
He has appointed E. Charles Kohler, presi- 
dent of John F. Kohler & Sons, Inc., as 
chairman of the local entertainment com- 
mittee. 








Hartford, Conn. 


A. C. Gilman, watchmaker for the firm of 
Lux, Bond & Lux, is on a motor tour 
through Maine. 

Samuel Newman, of Samuel Newman & 
Co., joins his family at their Summer home, 
Point 0’ Woods, on Long Island Sound, for 
week ends. 

William M. Savitt, of Savitt, Inc., has re- 
turned from a diamond-buying trip to New 
York. The firm’s display of wedding and 
engagement rings which attracted much at- 
tention to its Asylum St. windows during 
June, featuring kewpies and entitled, “It’s 
Love That Makes the World Go Round” 
also proved a stimulus at the affiliated New 
Haven store of Kittredge & Savitt. 

Wholesale thefts, which recently resulted 
in the convictions of two of the company’s 
old employes, have resulted in the installa- 
tion of a new system in the factory of the 
New Haven Clock Co. The clock com- 
pany has a half dozen or more uniformed 
police officers and some of these are sta- 
tioned at the various exits. During a recent 
inventory taken in the shop, these officers 
assisted and were given a very thorough 
knowledge of the stock and products of the 
concern. Now under the new system the 
officers at the gates allow no one to leave 
the factory with a bundle or package of 
any kind, unless they have a release check 
to turn over to them. 

The lack of agreement between the retail 
stores of Hartford as to Summer closing 
hours, which has resulted in some firms 
choosing Saturday afternoons, while others 
take Wednesdays and a number do not close 
on any business day, extends to the jewelry 
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trade. As a rule the stores on the streets 
devoted to specialty shops close Saturday 
afternoons, while those on Main St., follow- 
ing the lead of several department stores, 
close for a half day on Wednesdays, but 
this is not an unvarying rule. The confusion 
in the minds of the shopping public is even 
greater this year than last and a standard- 
ized Summer half-holiday would be a boon 
to the consumer as well as to merchants. 

The successful conclusion of the horse 
show given early in the Summer under the 
auspices of the newly organized Hartford 
Cavalry Horse Show Association, incorpo- 
rated for $50,000, is a source of satisfaction 
to the business and professional men of 
Hartford who gave moral and financial sup- 
port to this spectacular and socially im- 
portant event, which received favorable com- 
ment from exhibitors and horse owners in 
all parts of the country. It was of particu- 
lar interest to Hartford jewelers, many of 
whom donated trophies, window displays and 
advertising to the event. Although there 
were thirty-seven handsome silver prizes, 
none was more admired than the cups bear- 
ing the names of Henry Kohn & Sons, the 
Philip H. Stevens Co., G. Fox & Co., Savitt, 
Inc., and Albert Steiger, Inc. Robert R. 
Steiger, of Hartford and Holyoke, was rep- 
resented in the show by two polo ponies, 
Black Lad and Argentina, while Miss 
Georgette Auerbach, 7-year-old daughter of 
George S. Auerbach, of the firm of G. Fox 
& Co., rode in the class for school girls 
under 16 years of age. The horse show, 
which is to be an annual event, produced a 
demand for silver plate and trophies of a 
type to appeal to the most exacting trade, a 
branch of the jewelry business always in 
brisk demand in Hartford, especially during 
the Summer months, as it is an active center 
of golt, tennis and other sports. The scene 
of the New England tennis championship 
matches for several seasons has been. the 
Hartford Golf Club. 


Business Troubles 


Arnold J. Fox, Yankton, S. Dak., is re- 
ported in bankruptcy. 

An involuntary petition in bankruptcy has 
been filed against the United Pawnshop Out- 
let Co., Philadelphia, Pa. 

A bankruptcy petition is reported to have 
been filed against the Boston Refiners & 
Wholesale Jewelers in Detroit, Mich. 

It was reported last week that the State 
Jewelry Co., conducted by Harry Goldstein 
at Los Angeles, Cal., has made an assignment. 

Creditors of Nels Nelson, Anaconda, 
Mont., received word that he is offering to 
settle on the basis of 25 per cent. He has 
liabilities of $13,275 and his princinal assets 
consist of merchandise worth $5,000. 

N. J. Silberstein, who does business as 
Nate’s Jewelry Shop, 504 Main St., Spokane, 
Wash., is offering creditors a settlement on 
a basis of 25 per cent. His liabilities are 
said to be about $10,000 and his assets are 
estimated at about $3,500. 

It was reported from Boston last week 
that Joslyn’s, the house of which Joseph M. 
Shindler is proprietor, is in financial dif- 
ficulties and had made an assignment to 
A. C. Lurie. The liabilities are reported to 
be about $10,000 and the assets between $4,- 
000 and $5,000. 
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The Foss Mfg. Co., East Providence, will 
close its factory from July 24 to Aug. 3. 

The Handicraft Club has removed its 
rooms from 227 Benefit St. to 44 College St. 

A. D. Thuotte, 1171 Main St., Arctic, has 
been adding to his repair department equip- 
ment. 

John S. Holbrook, who is at present in 
Europe, 1s not expected to return until Sep- 
tember. 

Howard B. Rice, with L. Heller & Son, 
is spending two weeks with his family at 
Oak Bluffs. 

Charles D. Woodward, watchmaker, is 
moving from 89 Westminster St. to 42 West- 
minster St. 

Edwin F. Kent has recently added several 
new pieces of machinery to his jobbing shop, 
120 Union St. 

M. I. Guertin & Son have been making 
extensive improvements in their store on the 
Square at Arctic. 

Adamo Aiello left last Thursday on a 10 
days’ automobile trip through Canada with 
a party of friends. 

Mr. and Mrs. Frederick B. Thurber are 
at the Rhode Island Country Club at Nayatt 
for the remainder of July. 

George Gerber & Co., 84 Weybosset St., 
have added an extensive department for fair 
and carnival supply goods. 

Berren & Co. is moving from 123 Wey- 
bosset St., where the building is to be torn 
down, to 145 Washington St. 

Gendron & Holmes, retailers, have been 
increasing their stock and facilities of their 
store, 69 Washington St., Arctic. 

Hyman Rosenfield and Samuel Kamoroff 
have been drawn by the Woonsocket Board 
of Aldermen to serve as petit jurors in Su- 
perior Court. 

Arnold C. Messler is spending his leisure 
moments this Summer at Block Island, 
where he has been every season for a num- 
ber of years. 

Frank Kelley, of the Manufacturing 
Jewelers’ Board of Trade, was in New York 
and vicinity the past week on business per- 
taining to the Board. 

Carl FE. Skoog has been granted a mar- 
riage license by the Town Clerk of War- 
wick, the bride-to-be being Jenny H. FEF. 
Carlson, of Pawtuxet. 

J. Robert Sweet, of the Providence office 
of. the National Jewelers Board of Trade, 
visited the trade in Boston and vicinity the 
past week for the Board. 

Vincent Sorrectino et ua have given a 
mortgage for $6,000 on a lot with buildings 
on the south side of Daboll St. to the Rhode 
Island Hospital Trust Co. 

At a final meeting of the creditors of 
William A. Henry in bankruptcy proceed- 
ings last week, the trustee’s account was al- 
lowed and the estate closed. 

Announcement has been received of the 
recent marriage of Joseph Kearns, who 
travels the mid-west for Spear & Susskind, 
of this city, to Miss Jane Dunn. 

Alfredo Marcello, a pearl manufacturer 
of 55 Terrace Ave., was granted a marriage 
license by the City Registrar, Saturday. 
The bride-to-be is Maria Tedeschi. 
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“Billy” Lamb, manager of the Chicago of- 
fice of the George H. Fuller & Son Co., ar- 
rived at the firm’s factory in Pawtucket the 
past week for a 10 days’ business visit. 

Louis Feingold, who has been connected 
with a number of the retail jewelry stores 
in this city, is now conducting the Hope 
Jewelry Store, 17 Empire St., for himself. 

Mr. and Mrs. Thomas U. Catlow motored 
to Camp Devens, at Ayer, Mass., last week, 
their son, Stuart S. Catlow, returning with 
them after his annual tour of military train- 
ing. 

The factory of the D. M. Watkins Co., 
Foster and Pine Sts., will close down July 
25 to Aug. 3. The office will be open to 
receive orders, but no goods will be deliv- 
ered. 

Reuben H. Cohen, who has been spending 
the past two weeks at the factory of the 
George H. Cahoone Co., 7 Boverly St., left 
Friday for Chicago, where he is manager 
of the firm’s office. 

Joel J. Pincus et ux have given a mort- 
gage for $6,000 on a lot and buildings on 
the south side of Elton St. to the Citizens’ 
Saving Bank, and one of $2,500 on the same 
property to I. Herman. 

With the remodeling of the Dorrance 
building, corner of Main and N. Main Sts., 
Pawtucket, the store of the London Jewelry 
Co., Walter I. Sundlun proprietor, will be 
made about 30 feet longer and a part of one 
of the front windows will be made into a 
doorway. 

State Treasurer Richard W. Jennings ap- 
peared in the Eighth District Court at 
Cranston on Wednesday morning against 
several firms which he charged had not paid 
their corporation tax. Among these was the 
Polisheen Mfg. Co., in which Judge Dunn 
gave judgment for $456.68. 

Nearly 150 officials and employes of the 
Rex Mfg. Co. went to Rocky Point, Sat- 
urday afternoon, for their annual outing. 
A Rhode Island shore dinner was the main 
feature on the program, and after enjoying 
the various attractions about the resort the 
excursionists returned to their homes in the 
early evening. 

R. Livingston Beeckman, former Governor 
of Rhode Island and one of the stockholders 
and directors of the International Silver Co., 
will be referee at the Oxford-Cambridge, 
Yale-Harvard tennis match at Newport, 
July 31 and Aug. 1, according to an an- 
nouncement from the United States Lawia 
Tennis Association the past week. 

Mr. and Mrs. William H. Goodgeon, of 
Westerly, left Saturday on a trip to Seattle, 
Wash., where they will attend the 36th tri- 
ennial conclave of the Grand Encampment, 
Knights Templar of the United States. 
Their pilgrimage will include an extensive 
sightseeing trip before their return to 
Westerly the latter part of August. 

The recently organized Ledgemont Coun- 
try Club formally opened its new home and 
course on what was formerly the Robert 
Treat estate at Arctic Hill. The officers in- 
clude Walter I. Sundlin, third vice-presi- 
dent; Samuel Magid, Albert Pfeifer, Jacob 
Ernstof, Nathan Kaufman, Paul B. Paris 
and Milton Sulzburger, directors. 

Fire of unknown origin, starting in a kiln 
at the plant of the Chapin, Hollister, Stone 
Co., manufacturing jewelers on the fifth floor 
of the Manufacturers’ building, 101 Sabin 
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St., caused several hundred dollars’ dams 
about 8 o’clock Saturday night. Hoge No . 
summoned on a still alarm, quickly extn, 
guished the blaze. 

James H. Douglas, for 43 years an en. 
ploye of the Providence post office, for near. 
ly a quarter of a century of which he - 
carrier through the manufacturing jewelry 
centers, died last Monday at the home of 3 
nephew at Riverside, after an illness of sty 
months. He would have celebrated his 7% 
birthday on Tuesday, having been born . 
this city July 14, 1849. He left no t 
mediate family. 

Among the jewelry buyers reported in thi 
city and vicinity during the last week wer 
the following: Joseph Mayer, of A, Step 
hardt & Bro., Inc., New York city; Max § 
Freedman, of Akron, O.; Messrs. Lippman 
and Avidan, of Lippmann, Spier & Hahy 
New York city; Misses Bailey and Birkey. 
buhl, of Marshall Field & Co., Chicago; Mr 
Rosenberg, of Eppstein-Rosénberg, Inc, (ti- 
cago; George B. Goldfarb, of Oklahom 
City, Okla. 

As a result of numerous complaints thet 
have been made by various manufacturing 
jewelers and by young women jewelry work- 
ers employed in the manufacturing jewelr 
plants located in the Callender, Sabin, Bey- 
erly and Mathewson Sts. section, of frequent 
annoyance by “mashers” who have used in- 
sulting language to the young women when 
they were on their way to work in the morn- 
ing and at the lunch hour at noon, Frank 
Juliano, 18 years old, was arrested Thurs- 
day morning. Sergt. A. S. Mott and Patrol 
man F. J. Walker, of the Central Station, 
were detailed to the section in plain clothes 
to break up the practice of the youths who 
congregate there, and when they heard 
Juliano address a young woman, using foul 
and insulting language, they placed him 
under arrest on a charge of disorderly con- 
duct. In the Police Court he was fined $15 
and costs by Judge Raymond. 








Plainville, Mass. 





James Allison has started west with the 
line of the Freeman-Daughaday Co. 

The Evans Case Co. has resumed after 
its annual shutdown and plans on going 0 
an overtime schedule next week. 

The Plainville Stock Co. has been i- 
creasing its working force since resuming 
operations after the vacation shutdown. — 

The Whiting & Davis Co. is busy, having 
received a number of large orders the past 
week on mesh lace trimmings, which at 
having a big run at present. 

Herbert K. Sturdy, of the J. F. Sturdy 
Sons Co., has made a donation of $500 to 
the fund which the Parent-Teachers’ Ass 
ciation of the Falls Village is raising . 
order to equip the Mason Field playgroun® 
with apparatus. 








Eric Anderson, manager of the Eric An- 
derson Jewelry Co., Burlington, Ia, w4 
united in marriage with Miss Anna Swanso® 
at a double wedding ceremony in M 
Messiah Lutheran Church at which his 
brother, Robert C. Anderson was married 9 
Miss Evelyn Anderson. The jewelry stor 
manager’s new home will be at Spray # 
Leebrick Sts. 
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James Currie has started on an extended 
western trip for Moore Bros. : 

Alexander White and family are touring 
the Berkshires by automobile. 

Mr. and Mrs. Edwin L. Sherman left last 
Saturday for a sojourn at Newport, Me. 

A. M. Palm, a Pittsburgh, Pa., jobber of 
men’s jewelry, was a local visitor the past 
week. j ? 
Mr. and Mrs. E. W. Gilmore and family 
are enjoying a rest at Wellfleet, Mass., this 
Summer. 

Peter Donnelly, of the A. D. Gobin Co., 
of County St., has started on his annual Fall 
western trip. 

Archie Swanson left last Monday for an 
extended southern trip in the interests of 
the Watson Co. 

Mr. and Mrs. Thomas G. Sadler, Sr., of 
South Attleboro, are at their Summer 
home at Touisset. 

Frank Tappan, of the D. F. Briggs Co., 
has returned from a Canadian fishing trip 
with George S. Bliven. 

Among the Attleboro vacationists at Well- 
fleet, Mass., this Summer are Mr. and Mrs. 
H. M. Pierce and family. 

Frank Rounseville, with C. A, Marsh & 
Co., and family are at the Red Gables, on 
the Cape for the Summer. 

Sykes & Strandberg’s plant, 31 Union St., 
will be closed July 24 for one week for 
the annual vacation period. 

Floyd E. White, jobbing jeweler, Indian- 
apolis, Ind., was a recent visitor here and 
placed considerable business. 

The plant of the American Emblem Co., 
in the Bushee building, is soon to be re- 
moved to the Tappan building. 

Edeson Franklin will hereafter make the 
western territory for the E, I. Franklin Co., 
succeeding Harry Miller, who has resigned. 

Chester A. Howard, New York repre- 
sentative of the W. E. Richards Co., is 
spending a few days at the firm’s factory 
here, 

Mr. and Mrs. Thomas Greenwood, with 
relatives, have returned from an automobile 
trip through Maine and the White Moun- 
tains, 

George Armstrong has removed his house- 
hold effects to Chicago and is now in 
oe of the General Chain Co.’s Chicago 
omce, 

_ The plant of Carter, Qvarnstrom & Rem- 
ington is soon to be removed from the Big- 
ney building to the Tappan building in 
Union St. 

_ Mrs. Walters, buyer for Gimbel Bros.’ 
Jewelry department, of New York and Phila- 
delphia, was in this city the past week plac- 
ing orders for Fall merchandise. 

Local manufacturers received a business 
= hea week from Walter Flynn, of 

¢ National Cloak & Suit Co., New York, 
placing orders for Fall merchandise. 
Prag 5. Ruggles, in charge of the Chi- 
caine ce “i the W. E. Richards Co., who 
neceael agony a serious operation, 1S 

th tea ee 
Cs. tees a — representing the Watson 
niin Gore game with the Balfour 
making 2] a we beaten when, by 
<1 sate hits the silversmiths piled 
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up a score of 23 runs to their opponents 
single circuit. 

John Gray, who has been carrying a silver 
line for a local manufacturing concern for 
a number of years, has taken a position with 
the sales forces of the Hudson-Essex Auto- 
mobile Co. 

‘Richard S. Harding has withdrawn his 
financial interest in the Cook-Harding Chain 
Co. in Union St., and the business will be 
continued under the same firm name by 
Robert Cook. 

Sportsmen, from all the Attleboros and 
vicinity gathered last Saturday at the 
Clifford Farm at Lake Mirimichi for their 
annual outing. Trap shooting and bait cast- 
ing were included in the list of sports. 
Frank Nerney, of the Bay State Optical Co., 
was chairman of the committee in charge of 
the arrangements. 

The Associated Attleboro Mfrs., Inc., has 
filed its annual corporation report with the 
secretary of corporations at the State House, 

3oston, through its treasurer, Frank E. Tap- 
pan, as follows: Assets—Real estate, 
$286,248; machinery, $132,955; merchandise, 
$237,544; cash, $115,903; accounts receiv- 
able, $361,632; securities, $2,000; notes re- 
ceivable, $32,796; deferred expenses, $32,576; 
furniture, fixtures and tools, $55,312; good 
will, $24,721, making a total of $1,281,687. 
Liabilities—Capital, $909,375; accounts pay- 
able, $58,770; notes payable, $204,311; re- 
serves, $81,338; profit and loss, $23,681; 
surplus, $4,212. 
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Mr. and Mrs. George Blackwell are en- 
joying a rest in Maine. 

Mr. and Mrs. H. A. Scott have opened 
their Summer cottage at Bass river. 

The shops in the Riley building resumed 
operations last Monday, after a week’s shut- 
down. 

Mr. and Mrs. Arthur Coggeshall have re- 
turned from a sojourn spent with relatives 
at Barrington. 

John P. Ballou plans to occupy his new 
retail jewelry store in the Bassett block 
about Aug. 1. 

The C. Ray Randall Co. resumed opera- 
tions last Monday, after being closed for a 
weck’s vacation. 

The Mandalian Mfg. Co., which resumed 
last week, after its customary shutdown, is 
now operating its plant on a double shift. 

The Mason Co. team defeated the Webster 
Co. nine in the Twilight Baseball League 
contest last Tuesday evening by a score of 
6 to 5 in one of the best games of the sea- 
son. 

George Crowther, formerly salesman for 
the Cheever-Tweedy Co., is now one of the 
sales force of the New England Box Co. at 
Boston, located in the Chamber of Com- 
merce building. 

The office employes of the T. G. Frothing- 
ham Co. enjoyed an outing Sunday at Pot- 
ter’s Cove, at the north end of Prudence 
Island in Narragansett by making the trip 
by power boat. 

Employes of the Mason Box Co. held 
their annual outing at Horseneck Beach on 
Cape Cod last Saturday, making the trip 
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by automobiles. Bathing and beach games 
furnished the program of the afternoon. 
Benjamin Armstrong, of this town, has 
been electéd Great Junior Sagamore of the 
Improved Order of Red Men of the Reserva- 
tion of Massachusetts, and will be raised to 
his new office at the annual great council 
session at Marblehead next October. 











W. L. Fickett and his son, of Concord, 
N. H., called on the trade last week. 

The H. N. Noyes Co., Haverhill, has just 
been incorporated under the laws of this 
State. 

W. H. Renfrew and his wife have gone to 
Europe for several weeks on a pleasure and 
business tour. 

F, Irving Jackson, formerly of Malden, 
has moved to Wakefield, where he has a 
much larger store. 

F,. L. Anderson, of D. C. Percival’s, has 
gone to Onset for two weeks, where he will 
golf and fish and indulge in other Summer 
sports. 

E. R. McClintock, of Dover, N. H., was 
among the buyers in town, his visit to Bos- 
ton always being one of the welcome events 
in the trade. 

Mr. and Mrs. C. W. Davidson, of the 
Thomas Long Co., will pass the rest of the 
Summer at their home in Jefferson, Me. 
R. K. McKeen and family are at Rock- 
land, Me. 

Carl D. Smith, who has been at his Sum- 
mer home for several weeks recuperating 
from an indisposition, is on the road to re- 
covery. With more rest and medical atten- 
tion he expects to be back in business in the 
near future. . 

Nelson H. Smith was one of the prize 
winners in the retail golf tournament last 
week. He was featured in the local papers 
with a picture in his famous golfing hat, 
alongside of George Mitten, of the Jordan 
Marsh Co. 

Extensive alterations and improvements 
have just been completed in the offices of 
S. Barber & Sons, Washington building. All 
of the fixtures are new, in light oak, and a 
diamond room has been added. The changes 
have made the offices comparable with the 
best in the building. 

Two wins in two starts is the record of 
Lawrence F. Percival’s new 25-rater, Sally 
XIII. She is another of the Norwegian 
built and designed raters for the Marble- 
head yachtsmen. Arriving after a hard trip 
from Halifax, June 17, she started that after- 
noon in the race of the Eastern Yacht Club 
and came home a winner, although Mr. Per- 
cival had never sailed her before. 

The annual outing of the 120 employes of 
Jason Weiler & Sons, diamond importers 
and jewelers, 376 Washington St., took place 
at Humarock Beach, July 13. The commit- 
tee in charge were F. E. Dowcette, J. Harry 
failey and E. F. Brunelle. The firm do- 
nated the prizes for all of the events. A 
shore dinner was furnished at Hatch’s, with 
dancing and music. The trip was made in 
automobiles and the outing was the most 
enjoyable and largest the employes have ever 
conducted. 



































































1 = ash nore imac nonresonant toe ltianisonnetitir site Simecrictten i 





Frank X. Dietz and wife, who have been 
visiting their son in St. Louis, are back home 
again. 

M. Margoles, of E. 51st St. and Woodland 
Ave., is having an auction sale. Joseph Sil- 
verberg is the auctioneer. 

Word comes from Columbus that the busi- 
ness of William H. Arnold has been pur- 
chased by the Arnold Jewelry Co. 

The business formerly conducted by O. F. 
Schneider is now being carried on under the 
style of the University Jewelry Co. 

Clarence A. Rock, of the Scribner-Loehr 
Co., has left for a pleasure trip in the east. 
His wife and family accompany him. 

Mr. and Mrs. Rollin, proprietors of the 
Lodi Drug & Jewelry Co., of Lodi, O., were 
Cleveland visitors last week on pleasure and 
business. 

Alex Russell, of the H. W. Burdick Co., 
who has been in the backwoods hunting and 
enjoying himself, is expected home this com- 
ing week. 

C. W. Jelliff, Sr., well-known jeweler of 
Mansfield, O., died July 15. He had been in 
business for many years and had been ill for 
a considerable time. 

S. G. Stiles, of the Sigler Bros. Co., is 
away resting for a few weeks, and C. S. 
Maross, of the same firm, has just returned 
from a two weeks’ trip. 

Mrs. G. W. Scribner, wife of George W. 
Scribner, Jr., underwent an operation the 
past week at a local hospital and is reported 
as progressing favorably. 

J. A. Conn, auctioneer, will open a sale 
at Findlay, O., this week for G. Thompson 
& Son. The firm will move to their new 
quarters across the street at the conclusion 
of the sale. 

A voluntary petition in bankruptcy has 
been filed by Edward E. Marston, of Osage 
Ave., a watchmaker, who lists his liabilities 
at $1,502.87 and assets at $40. He is em- 
ployed by a local jeweler. 

George Bakter, W. 25th St., has started 
with his family for a three weeks’ trip 
through the west, including Yellowstone 
Park. John Tallman, of the Merit Co., has 
charge of his store in his absence. 

Among out-of-town jewelers visiting 
Cleveland this week were George A. Clark, 
Lorain; W. C. Fisher, Lorain; Charles 
Myers, of Votrau & Myers, Warren; N. 
Nolf, of Nolf Bros., Wadsworth. 

W. G. Van Horne, vice-president of the 
Coweli & Hubbard Co., is back at the store, 
after enjoying several weeks’ rest along the 
Atlantic Coast. He was accompanied by his 
family and motored the entire distance. 

W. Wagner, president of the Wagner, 
Gilger, Cohn Co., accompanied by Mrs. 
Wagner, sailed on the Paris for Europe, 
July 18, on a business and pleasure trip. 
He expects to return by the middle of Sep- 
tember. 

The Martin Jewelry Co., St. Clair Ave. 
and FE. 123rd St., has now one of the best 
equipped optical departments in this section. 
A new Genothalmic unit has been installed 
and other equipment. H. E. Templeton is in 
charge. 

A young colored man waiked into the 
store of H. Roasen at St. Clair Ave., near 
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78th St., and held him up Monday of last 
week. He escaped with two diamond rings 
valued at $190. The police were unable to 
find any trace of the thief. 

One of the largest clocks in the city is 

now being installed on the 23rd story of the 
3rotherhood of Locomotive Engineers’ Bank 
building. The clock will have an unusual 
position, i. e., it hangs on the back wall of 
the building within a couple of feet of the 
top. This is so that the crowds on the Pub- 
lic Square will be able to see it, as the front 
of the building faces on St. Clair Ave. 

It will be remembered that about a month 
ago the jewelry interests took up the matter 
with a local drug house, which has a number 
of stores, of allowing itinerant concerns to 
lease space and sell jewelry. At that time 
the drug concern pointed out that jewelers 
were selling merchandise that could not be 
classed as jewelry. The druggists’ conten- 
tion is well founded, as shown by large ads 
run by two jewelry concerns this week. One 
large jewelry concern is offering a kit of 
golf clubs at a very small down payment 
and terms in proportion. Another jewelry 
concern offers an electric iron for 25 cents 
down and the same amount per week. The 
question the trade is asking is “How can they 
in fairness protest about the druggist and 
other lines of trade encroaching on the jewel- 
ry business.” 

Every jeweler who does a credit business 
in Ohio is beneficially affected by the new 
statute which goes into effect on July 20, 
and is known as Amended Senate Bill 
No. 52, an Act to amend Sections 10253, 
10271, 10272, 11721, 11725, 11738 and 11781, 
and to repeal Section 11726 of the General 
Code, relative to exemption from execution 
and attachment. As practically every credit 
jeweler knows to his sorrow, up until the 
present time, under the existing laws of Ohio, 
it was impossible to garnishee a debtor’s 
wages or income for anything but necessi- 
ties, and jewelry, of course, does not come 
under that head. The amended law alters 
this entirely and gives the jeweler and other 
creditors the privilege of garnisheeing wages 
or other income and collecting 10 per cent. 
of the amount. On necessities the creditor 
is allowed to collect 20 per cent. of the 
debtor’s income instead of 10 per cent. as 
formerly. 








Prominent at the vocational luncheon for 
jewelers and manufacturers which was a 
feature of the program of the National 
Federation of Business & Professional 
Women’s Clubs at Portland, Me., was Miss 
Martha L. Addis, of Topeka, Kans. Miss 
Addis is owner and manager of the Addis 
jewelry store in Topeka and is said to be 
the first woman jeweler in the United States 
to hold office in a retail jewelers’ associa- 
tion. For six years she was treasurer of 
the Kansas Retail Jewelers’ Association. 
Miss Addis started her business life at the 
age of 12 earning at first one dollar a week. 
Without seeking capital elsewhere Miss 
Addis has built through her own earnings 
a particularly successful jewelry establish- 
ment. More recently she has had completed 
the erection of a new home so artistic in 
design and delightful of detail that it has 
attracted the attention of the magazines de- 
voted to the home beautiful. She is active 
in the Topeka Business and Professional 
Women’s Club. 
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_ H Chorman, Niagara Falls jeweler, yjs. 
ited the wholesale trade here last week 

John A. Stapf, jeweler, Central Ave, Duy. 
kirk, is holding an auction throughoy the 
present month in an effort to reduce his 
stock, 

_ Richard J. Petersen, of the Petersen-Mgy 
Co., wholesale jeweler in Ellicott Sq., spent 
the past week on a motor trip through the 
Adirondacks. 

George H. Striker, retired, and Loyj 
Striker, of Striker Bros., who operate ty: 
jewelry stores on the west side of the City, 
are spending the Summer months at Crys) 
Beach, Ontario. ; 

Arthur D. Evans, of Evans & Sons, Utic 
jewelers, and Philip R. Pitcher and J. Fran. 
cis Thebaud, cf the store personnel, were 
recent guests here for a few days of Charles 
T. Evans, of Brayton’s, Inc. 

Edward Leininger, zccompanied by Mr 
Leininger and his daughter, Marjorie, lef 
Saturday to attend the New York State 
jewelers’ convention. J. G. Dahlstedt, of 
North Tonawanda, and Charles T. Evans lef 
Sunday for the same destination. 

The T. & E. Dickinson Co., Inc., Buffalo 
jeweler, is supplying the silverware to e- 
hance the beauty of nine homes in various 
parts of the city, which will be used for 
demonstration purposes during the Homes 
3eautiful Exhibition, which opens on July 2, 

Mr. and Mrs. Alfred O. Bald returned 
last week from a two weeks’ motor trip to 
Baltimore, Atlantic City, Philadelphia and 
Mount Vernon. Mr. Bald is a former sec- 
retary of the New York State Retail Jewd- 
ers’ Association and is now representing the 
Bulova Watch Co. in this State. 

Brayton’s, Inc., The Hodgins Co., and the 
T. & E. Dickinson Co. are closing their 
stores all day on Saturdays during July and 
August, while the two stores of T. C. Tanke, 
Inc., and Leininger-Oelheim, Inc., close 
noon on Saturdays during the Summer, 
Smaller jewelers in outlying communities are 
closing Wednesday afternoons. 

Harper J. Ransburg, of the Harper J. 
Ransburg Co., Indianapolis, cut and deco 
rative glass manufacturers, accompanied by 
Mrs. Ransburg and their two children and 
hy Mrs. Harper’s sister, Miss Margaret L 
Gregg, spent July 15 in Buffalo, where they 
were entertained by Alfred O. Bald. The 
visitors came here by boat from Chicago and 
returned home via the Great Lakes, stop 
ping at the larger cities en route. 

The value of jewelry manufactured i 
Buffalo jumped more than $500,000 from 
1921 to 1923, according to industrial statis 
tics received by the Buffalo Chamber 0 
Commerce from the Federal Census Bureat 
In 1923 there were 24 manufacturing jewelry 
plants in the city, four less than in 172, 

employing an average of 231 persons, ® 
against 259 two years previous. Wages 
averaged $335,093 in 1923, as compared '° 
$358,955 in 1921, but the value of products 
increased considerably. Correspondingly ” 
output of four jewelry case factories showe® 
an increase from $676,832 to $905,281 ™ the 
value of their products. Their payroll Ze 
creased from $205,024 to $222,777, with +’ 
emploves as against 272 in 1921. 




































































































Mrs. Brainard Lemon, wife of the head of 
Lemon & Son and Lemon Silver Galleries, 
has recently returned to Louisville, after a 
yisit to friends in Chicago. 

Edward A. Krull, of Rodgers & Krull, 
local jewelers, is back from a motor trip to 
Columbus, O., and Buckeye Lake, having 
been accompanied by Mrs. Krull. 

Mary Louise Duvall and Ruth Rowe have 
fled notice with the Jefferson County Clerk 
in which they affirm ownership of the Home 
Jewelry & Novelty Co., Louisville. 

Mrs. Horace H. Newmark, wife of H. H. 
Newmark, of the Gem Jewelry & Novelty 
Co., has left for Atlantic City, where she 
will shortly be joined by her husband. 

Thomas Geiger, of G. F. Geiger & Son, 
who was married in June to Miss Emma 
Graham Fairleigh, recently returned to the 
city after a honeymoon trip to Asheville, 
N. C. 

News was recently received from Owens- 
boro, Ky., of the filing in the Federal Court 
there of a voluntary petition in bankruptcy 
by the Barter Jewelry Co., of Madisonville, 
Ky., showing liabilities of $9,376 and assets 
of $9,280. 

R. W. Shields, formerly in the local retail 
jewelry business, who did so well in real 
estate as a side line that he quit the jewelry 
business for real estate, recently reported to 
the police that his home had been robbed 
while the family was asleep. The burglar 
took Mr. Shields’ pants, which contained 
$80, and also his watch, worth $50. 

News was recently received from New 
York of the death there of Benjamin Hadley 
Banks, 55 years of age, formerly connected 
with S. FE. Ledman & Son, local jewelers, 
and for the last few years a jewelry buyer 
for the Woolworth chain of stores. A son, 
Rany Banks, also formerly of Louisville, 
survives. Burial was in New York. 

Mitchell Roth, of David Roth’s Sons and 

the house of Lewis & Mitchell, who was re- 
cently elected president of the Louisville 
Baseball Boosters’ Club, will lead a delega- 
tion of several hundred local fans on July 26, 
by special train to Indianapolis, to root for 
the local club when it plays the Hoosier 
team. Louisville has won 40 out of its last 
48 games, 
_W. P. Brandenburg, retail jeweler of 632 
S. Market St., has been seated as a member 
of the Board of Aldermen, Louisville. Mr. 
Brandenburg ran in the Fall of 1923, and 
apparently lost, but the Court of Appeals 
recently held that the election was illegally 
conducted, and the old council and aldermen 
were unseated, Governor Fields naming the 
defeated gentlemen to officiate. 

Louis and Mitchell Roth, of the jewelry 
and optical houses of David Roth’s Sons and 
Lewis & Mitchell, the latter operating the 
old C. M. Wiseman & Son store, are in a 
Jam with the Kentucky State Health Board, 
which polices the State optometry law, over 
alleged unprofessional conduct and mislead- 
ms advertising. Louis Roth’s license to 
Practice optometry was revoked, while a 
Case against Mitchell Roth was taken under 
advisement, 
ee Hartenstein, vice-president of G. F. 
veiger & Co., has resigned his connection 
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with that concern, sold his stock, and has 
been succeeded by Thomas Geiger, a son of 
G. F. Geiger, who has been connected with 
the company for a number of years. Mr. 
Hartenstein joined the organization when it 
was formed about four years ago, having 
previously been with Lemon & Son under 
Mr. Geiger for some years, and was later 
with Matt Irion & Son. Mr. Hartenstein 


has not announcd what he plans to do in the 
future, 











C. Glen Sipe, of the firm of Sam F. Sipe, 
is sailing the last of this week on his annual 
diamond buying trip to Europe. Mrs. Sam 
F. Sipe will spend next Winter as usual in 
Florida. 

S. Mallin, of E. Ohio St., North Side, 
has just presented his son with a special 
wrist watch, in honor of his confirmation, 
the timepiece expressing patriotism and 


religion. 
H. T. Bateman, assistant superintendent of 
inkerton’s National Detective Agency, 


Philadelphia, was in Pittsburgh last week 
attending the Pennsylvania Retail Jewelers’ 
Association convention. 

E. W. Hill, well known to Pittsburgh 
jewelers and a member of the old firm of 
Goddard, Hill & Co., has been quite ill for 
many weeks and his condition has not been 
showing much improvement. 

Members of the trade were very sorry to 
learn of the death of Morris Silverman, son 
of Harry Silverman, vice-president of the 
Samuel Weinhaus Co., which occurred the 
first of the week. The boy was stricken 
just a couple of days before his death. He 
was only 12 and his demise proved a great 
shock to his parents and Mr. Silverman’s 
friends in the trade. 

Merchants here have been warned to be 
on the lookout for a man who, it is alleged, 
used checks for $100 in Buffalo, July 6, 
made payable to James M. Powers and 
signed by J. B. Pitcher, 62 Cedar St., New 
York. This man still has in his possession 
checks from No. 2333 up to and including 
2337 of J. B. Pitcher, which are drawn on 
the Guaranty Trust Co. of New York. 
This man is said to be an old offender and 
is wanted in many cities, under various 
names. He recently was arrested in Spring- 
field, Mass., under the name of Harding, 
but jumped his bail. 

During a recent rain storm, the store of 
the August Loch Co. was flooded with 
water, which fortunately did not do much 
damage. However, the facts may prove in- 
teresting to jewelers, as they serve as a 
warning in the matter of building construc- 
tion. A tar roof had been placed on the 
top of part of the building occupied by the 
store. The recent warm rays of the sun 
melted the tar and it ran into the water 
spoutings clogging them up. Then came a 
deluge of rain and almost in less time than 
it takes to tell it, the leaders overflowed and 
forced the water into the building. As all 
of the employes were in the store the stock 
was promptly taken care of and damage pre- 
vented to merchandise, but it made a mess 
of the place for the time being. 
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Western Canada Notes 





Souvenirs have been appearing in Calgary 
in large quantities for the Jubilee and 
Stampede which is being held in that city 
this month. Medals of various sorts show- 
ing the Mounted Police and the Indians 
shaking hands have made their appearance 
and manufacturers are producing them in 
large quantities for the hundreds of visitors 
who will participate in this celebration. 

Considerable damage was caused during 
July to the firm of A. G. Watcher, 
jewelers of Edmonton, when a fire broke 
out in the adjoining clothing store of this 
Albertan concern. Windows and doors of 
the jewelry building were broken and left 
open, and thousands of dollars of valuable 
jewelry was left exposed. Police of Edmon- 
ton were quick to respond to the alarm of 
fire, and arrived on the scene in time to take 
charge of the situation. 

Jewelry merchants of western Canada are 
holding open house for visitors and tourists, 
and are welcoming those from the States. 
Diamond buying is emphasized at present, 
and many of the merchants are announcing 
the advantage of buying diamonds here as 
“Diamonds enter Canada Duty Free.” The 
custom advantages enjoyed by Canada are 
pointed out, when collections of fine jewels 
are shown. Welcoming the tourist trade, the 
jewelry merchants are offering their sales- 
rooms as meeting places. 


British Columbia looms as a hopeful and 
fruitful field for large quantities of platinum 
4 the future, as it has been pointed out that 
there is platinum in the black sands of 
various British Columbia rivers, such as the 
Tulameen, the Fraser and the Peace, al- 
though the deposits in those sections are not 
being developed to any large extent. 
British Columbia only produced during the 
previous year a few ounces, despite the fact 
that considerable deposits are believed to lie 
in her rivers. Other Canadian provinces, 
however, did much better last year. 

An interesting cartoon competition has 
been held by Henry Birks & Sons, diamond 
merchants of Calgary, during the Stampede 
and Jubilee week celebrated by that thriving 
Albertan city on the occasion of its 50th 
anniversary. The jewelers tried during the 
stampede week in July to find out how many 
of the citizens of Calgary and the surround- 
ing territory really knew the old timers, the 
early settlers, and the prominent men con- 
nected with the stampede. Crowds were at- 
tracted to the windows of the jewelry store 
to view the 20 interesting cartoons of the 
well known citizens. For the first correct 
answer Birks gave a diamond ring, for either 
a lady or gentleman who was fortunate 
enough to guess both old timer and present 
{prominent head of the Stampede. Two 
other prizes were given—a lady’s bracelet 
watch or a gentleman’s pocket watch, as the 
second award, and for the third the choice 
cf a bar or scarf pin, depending upon the 
sex of the fortunate winner. In conducting 
this interesting contest which tied up with 
the Stampede and Jubilee in a most effective 
manner, Birks had all the answers indicated 
plainly on slips which were furnished the 
entrants at the store. The time was care- 
fully marked on the slip as it was handed 
in, and in this manner it was easy to arrive 
at the first correct answer. 
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Timely News tells what's what and why 








Today the wings of speed dominate. Fortunes are made 
and lost over night. A message travels around the world 
in seconds, we have six to ten editions of a Metropolitan 
daily paper to keep us posted, then there is the news- 
ticker and even the radio. 


The average jeweler in the average town—which means 
nearly all who handle the bulk of the jewelry business— 
is as keen and wide-awake as any other Main Street 
merchant. 


Naturally, he is not content to wait the better part of a 
month for vital information. He wants news when it IS 
news, he wants new patterns, he wants the Season’s latest 
styles, he wants novelties when they are first on the 
market—in short, he wants to keep strictly abreast of the 
times, so that he can be assisted in buying and in selling 
to the best advanage. } 


The weekly trade paper gives the dealer up-to-the-minute 
service. It gives him all the information he desires weeks 
ahead of the monthlies. It enables him to keep abreast 
of the times. 
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HE recent decisions 
Widens Definition .. Of the United 
States Court of Cus- 
of Jewelry toms Appeals on Par. 
1428, of the Tariff Act of 1922, which is 
commonly called the “Jewelry paragraph,” 
will affect a large amount of litigation now 
pending, Attorney General Sargent stated 
early last week. These decisions are re- 
garded as extremely important and of great 
value to the government. 

Articles to be classified as jewelry were 
formerly limited to those made of metal or 
set with precious stones, the Attorney Gen- 
eral explained. In these recent decisions the 
court has greatly extended the meaning of 
the term jewelry as it is pointd out that 
Par. 1428 provides for jewelry of whatever 
material provided. This language seems to 
be so broad and comprehensive that the court 
in effect has held that many articles which 
formerly could not be included within thie 
term “jewelry” are now placed within that 
classification by the present Tariff Act. 

The cases decided were known as the 
United States vs. Doragon; the United 
States vs. International Forwarding Com- 
pany, and the United States vs. Barnard 
Hirsch. These cases had been decided ad- 
versely to the government by the Board of 
United States General Appraisers, and the 
government appealed. 

It therefore appears in the light of the 
decisions, says the Attorney General, “that 
the use of an article is the chief test as to 
whether or not it is jewelry, and that i/e 
material of which it is composed makes no 
difference, provided the article is one of 
personal adornment having the attributes of 
jewelry.” 

This will greatly increase the sccpe of 
the definition of jewelry for tariff purpuscs 
and tend to increase the duty on many 
articles of adornment that heretofore were 
classified under sections providing a 
much lower duty. How far it will apply 
to certain articles now carried by jewelers 
in the gift departments has not yet been 
determined. 


Traffic Court 


Isn’t It Cheaper to 
Prevent Robberies 
Than to Punish fiance of the fact that 
Bandits? the New York jewel- 

ers had organized to take active steps to 
stamp out banditry, two most daring rob- 
beries were staged prominently in the 
metropolis, one directly after the meeting of 
the representatives of the organizations and 
almost around the corner from the building 
in which the meeting was held, and the other 
later in Harlem. The first was the hold-up 
announced last week of the office of Barnett 
Robinson & Co., at 452 Fifth Ave., and the 
second which was staged directly after the 
committee appointed had organized, was the 
daring hold-up of the jewelry store in 
broad daylight in the most active business 
street of Harlem which is told in full 
in another column of this issue. Both of 
these robberies emphasize a fact, to which 
attention is now being called, but to which 
jewelers seem to wish to give little heed; 
namely, that the méthods employed by our 
merchants in selling, displaying and even 
protecting their valuables are so antiquated 
and obsolete that the crook and bandit is 
able to checkmate the jeweler on every point, 
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and will do so until we, as an industry, 
make a change, irrespective of any methods 
that may be employed to make arrests more 
sure or punishments more severe. 

The story of the robberies told in New 
York is the same one that is told by rob- 
beries all over the country. The condi- 
tions under which the jewelry trade is 
working are those of 1900 when banditry 
was unknown, the automobile was prac- 
tically non-existent and organized robbery 
and the new type of bandit were things 
undreamed of, Bandits, on the other hand, 
are working under methods of 1925 and 
have not only caught up with all the pre- 
cautions of the jewelry trade, but have gone 
ahead of the industry in checkmating us in 
all the means of protection that we possess. 
It may seem disagreeable and annoying to 
some to contemplate a complete change in 
business methods in order to protect our 
members and their stocks, but this is the 
first thing we have to do if we want to 
meet the present situation in a sensible way. 
It may cost money; it may lose some sales; 
but if it checks the saturnalia of robberies 
or even. minimizes the number and amount 
of the losses that we are now sustaining, the 
balance will be high on the right side of 
the ledger. 

Nevertheless, some jewelers feel that our 
efforts in protection should be devoted to 
making more easy the capture and punish- 
ment of criminal instead of making efforts 
among ourselves to prevent the crime. There 
is an old adage, “That an ounce of pre- 
vention is worth a pound of cure” and it 
may well be applied to the situation that 
now confronts the jeweler. 





HE convention sea- 
tions of the _ in the jewelry 
: trade is drawing to a 

Retail Jewelers ciose and with the 
gathering of the Pennsylvania jewelers at 
Pittsburgh last week, a full report of which 
appears in another column of this issue, of 
the New York State jewelers at Albany (a 
telegraphic report of the opening session of 
which also appears on another page), and 
the gathering of the Wisconsin jewelers at 
Eau Claire which will end today, there are 
few more State conventions of any im- 
portance to be held. The Missouri jewelers 
will meet at Kansas City, Aug. 3 and 4 and 
the Virginia jewelers will meet Sept. 14 at 
Richmond, prior to the opening of the 
sessions of the great annual convention of 
the American National Retail Jewelers 
Association, which will be held September 
15, 16, 17 and 18. From then on, there 
will be practically no meetings of the State 
associations of importance until the early 
part of 1926, 

Considered as a whole, the conventions of 
the country this year have proven a success 
despite the fact that a few of the bigger 
associations have fallen down in attendance 
at their annual gathering and some of the 
smaller ones have not shown any marked 
activities of note. But taken by and large, 
the character of the conventions rose higher 
than in previous years, the addresses were 
more important, more interesting and more 
instructive to the jewelers who attended, and 
the attitude of the jewelers themselves 
more serious and appreciative of the benefits 
that can be derived from the meetings and 
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discussions which the conventions afforded 
In some instances the fact that the nation, 
association has regional vice-presidents why 
attended the gatherings in their district, has 
helped to stimulate interest in the conyentign 
and more particularly to strengthen the bonds 
between the National and State bodies, 
That there is still room for improvemen 
in the State conventions there can be my 
doubt, and it is hoped that this will be show, 
in State gatherings of the future. But thy 
fact remains that the jewelers’ Convention 
today on the average, is so far ahead of the 
conventions of years ago that comparison; 
are invidious. The conventions today ar 
proving an educational factor which jig fais. 
ing the smaller jeweler from the position 
of mechanic or purveyor of merchandise ty 
that of a real merchant and helping him ¢. 
velop as a specialist in artistic and valuable 
wares that add to the happiness and the cyl. 
ture of the people at large. That the State 
associations have justified their existence, js 
no longer open to question, particularly by 
any man who remembers the conditions jp 
the jewelry trade before our retailers were 
organized. More and more as the State 
associations and their conventions have 
obtained the respect and co-operation of the 
larger members of the industry, they have 
been able to raise the standing of the 
smaller merchant and increase his desire to 
develop. Their work in this regard is not 
only recognized as an elevating factor by the 
retail jewelers but also by the manufac. 
turers, wholesalers and importers as well, 






























FAILURE FOLLOWS ROBBERY 
















Involuntary Bankruptcy Petition Filed 
Against Sig. B. Hindleman, Inc, 
New York 
An involuntary petition in bankruptcy was 
filed in the United States District Court, 
New York, last Thursday, against the firm 
of Sig. B. Hindleman, Inc., dealer in dia- 
monds and jewelry, 6 Maiden Lane. The 
petitioning creditors include David Mosco- 
witz, with a claim for $150; Nat N. Schw- 
bert, for $1,500; and Moe Alpert, $100. The 
same day the petition was filed, Judge A. . 
Hand signed an order appointing Charles P. 
Blaney as receiver under a bond of $1,000. 
The assets total about $5,000, while the lia- 

bilities are estimated at $40,000. 

The instituting of bankruptcy proceedings 
against the Hindleman concern comes on the 
heels of a sensational robbery in which this 
concern was the victim, on the afternoon of 
June 30. At that time, the bandits entered 
the office on the sixth floor of the building 
at 6 Maiden Lane, and after binding ant 
gagging the occupants the place was robbed 
of loose diamonds and mounted jewelry f¢- 
ported to be valued at $41,500. 




































Early in the morning of July 6, burglars 
smashed the windows of two jewelry stores 
at Riverside, Calif., and got away with dia- 
monds and jewelry worth more than $1,000. 
The stores robbed were those of the 
Crowell Jewelry Co. and the Pollock 
Jewelry Co., while the premises of a local 
music house were also entered. The jewelry 
stores had their windows broken, and tt % 
believed that two men were engaged in te 
work. - 
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It was announced last week that Manasseh 
Levy is now associated with the Gothic 
Watch Co., 20 W. 47th St. 

Charles G. Alford, wholesale jeweler of 


. 11 John St. started Monday on a fishing 
. trip to Canada. He will be gone three 
ble weeks. 

Fl Sol Roseman, of the firm of A. Roseman, 
‘ diamond importer, 9 Maiden Lane, has just 
1 returned from Europe and left last Monday 
. on an extensive trip through the middle and 
in far west. 

According to an announcement, made last 
Saturday, Edgar Hume, has resigned as 
: president of Hume & Tierney, Inc., 1650 
F 3roadway. Mr. Hume has no definite plans 
: as to what he will do in the future. 

: M. Harris, jewelry auctioneer, 142 Ful- 
: ton St. has sufficiently recovered from an 
- operation which he recently underwent at 
the Bronx Hospital to leave that institution. 


Mr. Harris announces that he will be ready 
for business by Aug. 1. 

Walter H. Tarlton, of Wightman & 
Hough, 15 Maiden Lane, returned to his 
desk last Monday after enjoying an auto- 
mobile trip in which he covered 2,047 miles.- 
Mr. Tarlton was away for more than two 
weeks and went as far as Toronto, Can. 

M. Mendoza, formerly with several up- 
town jewelry houses, is now connected with 
the firm of J. Schnelwar, Inc., manufac- 
turer of platinum mountings and diamond 
jewelry, 71 Nassau St. Mr. Mendoza is 
preparing to leave for the road in the inter- 
est of the Schnelwar concern. 

Judge Hand in the United States District 
Court last Wednesday signed an order grant- 
ing a discharge in bankruptcy to the W. A. 
L. Silver Co., manufacturer of metal novel- 
ties, 174 Worth St. This firm was petitioned 
into bankruptcy on Dec. 31 last, and on May 
26 schedules were filed listing the liabilities 
at $20,364 and the assets at $2,876. 

Morris Stolzenberg, jeweler of this city 
is offering to settle with creditors on the 
basis of 35 cents on the dollar. The offer 
is payable 20 cents in cash; five cents in two 
months and the balance of 10 cents in four 
months, by endorsed notes. The assets are 
reported to amount to $3,000, while the 
liabilities are estimated at $13,000. 

Paul Samuels of Katz & Ogush, Inc., man- 
ufacturers of platinum jewelry, 33 W. 60th 
St., Spent the last three weeks in this city 
visiting the home office. Mr. Samuels plan- 
ned to return to Chicago on Monday with 
his new Fall line. M. B. Elfenbein has re- 
signed from the Katz & Ogush concern and 
is leaving for his home in Texas for a two 
months’ rest. 

Harry D. Gill who represents Jonas Koch 
of this city and William Raegener, manager 
of the jewelry department of Kramer & 
Co, Union City, N. J., have returned from 
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a two weeks’ trip to Maine where with 
their wives they spent an enjoyable time on 
Big Chebeague Island. The party enjoyed 
fishing and caught quite a number of cod, 
hake and haddock. 

A. Levin, importer of diamonds, 68 Nas- 
sau St., will sail for Europe July 25 aboard 
the Leviathan. Mr. Levin will visit the dia- 
mond centres in Antwerp and Amsterdam 
where he will make purchases. This will 
be his second trip abroad this year and he 
expects to be away for six weeks. During 
his absence Mack and Louis Levin, his sons, 
will be in charge of the New York office. 

A show case standing in front of the 
jewelry store of Sol Reichgott, 1194 Third 
Ave., was smashed open last Saturday night 
by thieves who took a number of silver cups, 
spoons and other articles, worth about $125. 
When the robbery was discovered Mr. 
Reichgott and his son: appeared at the store 
with detectives and while investigating the 
break the jeweler’s son noticed a man who 
he had seen loitering about the place shortly 
before. Believing this man to be one of the 
burglars the police arrested him and it is 
claimed that he confessed having taken patt 
in the robbery with severat other men. 

E. S. Greenbaum and L. S. Greenbaum, 
of Greenbaum, Woolf & Ernst, attorneys 
for the National Jewelers Board of Trade 
are receiving the sympathy of their many 
friends in the industry over the death of 
their mother. Mrs. Selina Greenbaum, who 
died at her Summer home in Larchmont. 
Mrs, Greenbaum was the wife of Justice 
Samuel Greenbaum, who is also associated 
with Greenbaum, Woolf & Ernst and at one 
time was the counsel of the old Jewelers 
3oard of Trade. The death of Mrs. Green- 
baum came after an illness lasting several 
years. During many years of Mrs. Green- 
baum’s life she was active in community 
work and was instrumental in forming and 
was for many years the first president of 
the Jewish Working Girls’ Vacation Society. 

Jewelers located in the shopping district 
of Brooklyn have come together and at a 
meeting held on July 1, formed an organiza- 
tion which is to be known as the Brooklyn 
Downtown Jewelers’ Association. At the 
present time the membership numbers 18 
prominent jewelers of that section, although 
it is believed that when other jewelers in 
the same district are advised that an associa- 
tion has been formed the membership will 
increase rapidly. The association has estab- 
lished headquarters at the Hotel St. George, 
Clark and Henry Sts. At the meeting on 
July 1, the following officers were appointed : 
President, Samuel Feldman; treasurer, P. 
Peters, and secretary, Samuel S. Kaplan. 
The aims of this organization are for the 
betterment of general business conditions in 
the section in which it operates and to secure 
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co-operation and promote the welfare of the 
jewelry business. The organization is repre- 
sented at the New York State convention, 
in Albany, which was opened on Monday 
and continued until today (Wednesday), by 
Louis Amols, well known retailer of Brook- 
lyn. The new association expects to affiliate 
with the State body and to lend all the co- 
operation possible. 

Detective Fay, connected with the Old Slip 
Station, arrested a man last Thursday in 
the vicinity of Wall St. who had in his pos- 
session a number of rings, la Vallieres and 
bracelets mounted with what appeared to be 
genuine diamonds. Through the efforts and 
expert knowledge of Captain “Matt” Strat- 
ton of the Jewelers’ Co-operative Bureau, 
the police were informed that the stones 
which they believed were diamonds were 
nothing else than diamond doublets. The 
stones were all set in platinum and white 
gold mountings of the finest workmanship. 
It was noted, however, that all the stones 
were set in cup mountings, which hid the 
edges of the gems. An examination by 
Captain Stratton showed that the top of the 
stones were diamond slices, while underneath 
were nothing but crystal and white sapphires. 
These slices of diamonds were cemented to 
the crystal or sapphires with garlic oil, 
which is commonly used in the jewelry trade. 
Captain Stratton brought the stones to sev- 
eral experts in the trade, some of whom at 
first pronounced them as genuine diamonds 
but on close examination found them to be 
doublets. There are undoubtedly a great 
number of these rings in circulation and 
the Jewelers’ Co-operative Bureau is warn- 
ing the trade to be on the lookout for them. 
It is believed, however, that most of them 
are made for the purpose of swindling pawn- 
brokers. 

Albert Mann, Sol Stein and Edward 
3ramson, trading as the Mann-Stein Sales 
Co., 1455 Broadway, this city, filed a volun- 
tary petition in bankruptcy in the United 
States District Court, this city, last Wednes- 
day. The schedules accompanying the peti- 
tion lists the liabilities at $20,944, which 
amount represents unsecured claims, while 
the assets are placed at $7,500 and include 
stock in trade, $7,000, and machinery, tools, 
etc., $500. Some of the largest unsecured 
creditors in the jewelry trade include: S. 
Weismann, $604; D. I. Rogow, $100; H. 
Shapiro, $275; Joseph Herman, $765; Soy 
Kee & Co., $112; M. Suderor, $1,593; J. J. 
Schmuckler, $139; A. Teitelbaum, $480; 
Wilwrite Fountain Pen Corp., $1,407; I. 
Tannenbaum, $273; Hudson Jewelry Co., 
$228; American Jewelry Co., $183; Aisen- 
stein & Woronock, $2,738; A. J. Birnbaum, 
$150; Max Blitz & Co., $581; J. Busch, Inc., 
$722; J. Holtz, $1,896; H. J. Hershowitz, 





(Continued on page 103) 
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HENIx A Bank’s Best Friend 
i as ag\ Is a Satisfied Customer 


Hundreds of Jewelry Merchants opened their first bank 







account here and are among our best friends today. 
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$716: Mogi, Momona, $1,076; Hyman & 
Zoslav, gx02; David Sude, $258; Savoy 
Watch Co., $481; Laubham Bros., $825. 
Judge Hand has appointed David S. Polier 


receiver under a bond of $1,000. 
It was reported last week that Benjamin 
Felsenthal, a jeweler, this city, has purchased 
the eight-story loft at 103 Fifth Ave. 

T. Z. Brownsville Jewelry Shop, 682 Sut- 
ter Ave., Brooklyn, N. Y., is now to operate 
under the style of Harry Katz. 

S. Pollack, manufacturer of rings and 
mountings, 73 Forsyth St., returned from his 
vacation after having his place closed for two 
weeks, He will reopen on July 27. 

A. B. Mensing, New York representative 
of the Wilcox & Evertsen factory of the In- 
ternational Silver Co., has returned from a 
pleasure trip which he enjoyed at Havana, 
Cuba. 

Joseph Liebiskind, formerly with I. Castag- 
netta & Son, has severed his connections with 
that concern and will now represent Alex. 
Sabin & Sons, 20 E. Broadway, in New York 
and vicinity. 

The R. Friedman Co. announced last week 
that it has taken over the business of the 
Rose Jewelry Co., formerly of 68 Nassau 
St., and is continuing to carry a general line 
of jewelry at the same address, under its own 
name. 

Edgar L. Strauss has taken offices at 527 
Fifth Ave., where he will specialize in loose 
stones and diamond mounted jewelry. Be- 
fore opening this office, Mr. Strauss was for 
many years salesman and general manager 
for Davidson & Schwab, Inc. 

jarnett Berger, of Pendleton & Berger, 
Inc., insurance brokers of this city, was in- 
vited by the New York State Retail Jewel- 
ers Association and designated by the Na- 
tional Jewelers Board of Trade to address 
the convention at Albany, July 20, on the 
subject of “Jewelers Block Insurance.” 

Joseph Perel, of Perel & Lowenstein, 
Memphis, Tenn., was in this city last week, 
but has left for a trip through New Eng- 
land. He will return to New York within 
a few days and will remain in this city for 
several weeks, buying merchandise for his 
new store at Memphis. While here Mr. 
Perel will make his headquarters at the 
Hotel Pennsylvania. 

The Smith & Hill Co., Inc., dealers in 
novelties, 17 W. 60th St., was petitioned into 
bankruptcy in the United States District 
Court on Tuesday, July 14. This action was 
instituted by the Tannenbaum Printing Co., 
with a claim for $548; Atlas Paper & Twine 
Co, $33 ; and the Samray Leather Goods 
Co., $315. Judge Hand has appointed John 
j baa as _ receiver under a bond of 
wii tas le firm’s assets, it is claimed, 
amount to $5,000, while the liabilities are 
estimated at $20,000. 
ia ce general manager of the Maiden 
“ane branch and director and third vice- 
ane tg International Silver Co., re- 
edie ales _ = several days ago with his 
Mr. Hall on ne — Wigs through the west. 
on Monder on 11s office, 9-15 Maiden Lane, 

y alter touring Yellowstone Park, 
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Salt Lake City and Seattle, Wash. He re- 
turned by way of the Canadian Rockies, 
stopping at Vancouver and Winnipeg. Mr. 
Hai also visited the International factories 
at Toronto, Hamilton and Niagara Falls. 

Harry Larter, president of the Jewelers’ 
Co-operative Bureau and chairman of the 
Jewelers’ Vigilance Committee, accompanied 
by Lee Reichman, vice-chairman of the lat- 
ter organization, had an important interview 
with Police Commissioner Enright, Monday, 
on the subject of the general protection of 
Maiden Lane and the uptown jewelry dis- 
trict. They tentatively took up plans with 
him not only for extra protection for these 
districts, but also for the amelioration of 
the crime condition ‘as it affects the jewelry 
trade. 

An error occurred last week in the illus- 
trations used in the Patent Department in 
the issue of July 15. In giving the design 
patents issued by the government July 7, the 
design 67,764 granted to Morris Pollack and 
Abraham Pollack, New York, contained an 
illustration of a wedding ring, instead of a 
stone set ring. The wedding ring design 
was granted to Thomas W. Symington and 
Charles E. Klink, Detroit, Mich. (design 
patent 67,772) and the illustration intended 
for the Pollack patent was transposed by 
mistake to that of the Symington and Klink 
patent. It should be stated that the design 
granted Messrs. Pollack did not cover a 
wedding ring. 

The Washington Sales Corp. is the name 
of a concern incorporated at Albany, N. Y., 
last week with authority to engage in the 
jewelry business in this city. The capital 
is $20,000 and the incorporators are M. 
Podhauser, E. Avram and J. Branfield. 

The trial of Abraham Ritt and Nathan 
Shapiro, of Ritt & Shapiro, 87 Nassau St., 
who were tried on an indictment charging 
conspiracy to conceal assets came to a close 
last Monday in the United States District 
Court, this city. It took 11 days for both 
sides to complete their cases and on Mon- 
day ‘at noon the case was given to the 
jury. The jury began its deliberations about 
2 o’clock Monday afternoon and up to the 
time THE JEWELERS’ CIRCULAR went to press 
no verdict had been reached. 

The owners of the Silversmith building, 
15-17-19 Maiden Lane, with an arcade run- 
ning through to 18-22 John St., have in- 
stalled a new innovation in the form of a 
special police officer. He is well trained in 
police duties, having been for a number of 
years with the Police Department in New 
York. This officer will be added protection 
against the invasion of thieves, inasmuch as 
every office throughout the building is also 
equipped with a comprehensive burglar 
alarm. This gives additional protection to 
all the tenants and the special officer will 
be on the premises at all times to patrol the 
building. He will be in uniform and will 
be an outstanding figure at 15 Maiden Lane. 
The owners and management of the building 
believe that they have the best protected 
building in the downtown jewelry district 
and they believe that with the installation 
of this special officer it will not only be 
added protection to the building but will also 
be of some protection to the Maiden Lane 
district. 











Wm. J. Nolan has moved from Atlanta, 
Ga., to Miami, Fla. 
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of Conrad J. 
Brotherly, president of the A. N. R. J. A,, 
is sojourning at Culver Lake, N. J., where 
he will rest for several weeks. 

The factory of the Gray-Rindell Co., Inc., 
20 Lawrence St., opened last Monday after 


Richard Brotherly, son 


a two weeks’ shut down. Lon D. Reynolds, 
of the firm recently returned from a trip 
and reports business in a flourishing condi- 
tion. 

The Stern Mfg. Co., 401 Mulberry St., is 
represented in the eastern territory by 
George Sternuker, who has an office at 37 
Maiden Lane. This firm was erroneously 
reported as the Stein Mfg. Co. in this 
column, last week. 

The monthly meeting of the New Jersey 
Retail Jewelers’ Association will be held on 
Tuesday evening, July 28, at the Elks’ Club. 
At this meeting the members will listen to 
a report of the convention which was held 
at Asbury Park, last month. 

Many of the Newark jewelry factories 
which have been shut down for the past two 
weeks, for their annual vacation periods 
were reopened on Monday. All the shops 
are working with full forces. 

Word reached this city on Monday that 
Joseph Griffith, who until about 13 years ago 
was a traveling salesman for Carter, Gough 
& Co., met with a tragic accident in Wash- 
ington, D. C., last Friday in which he and 
his 10-year-old daughter, Virginia, were in- 
stantly killed. Father and daughter met 
their sudden end when their automobile was 
cut in two by an interurban trolley car. 
Two younger daughters were in the back 
seat but escaped with only a few slight 
bruises and shock. Mr, Griffith went with 
Carter, Gough & Co. in 1900 and remained 
with the firm until about 1912. Diring that 
time he covered the trade in the south, west 
and middle west and was well known to the 
jewelers of those sections. Before affiliating 
with the Carter, Gough concern he was con- 
nected with the Paris, France, store of 
Spaulding & Co. After leaving the Newark 
concern he married and went to Hamilton, 
Va., where he had operated his farm ever 
since. The funeral services were held at his 
old home town, Berryville, Va., on Sunday 
afternoon. Mr. Griffith was about 52 years 
old. Deceased is survived by his widow and 
two children. 








The Judicious Pewter Collector 





66) PHE regular collector of pewter collects 

vessels of that metal in exactly the 
same way that certain others collect postage 
stamps: that is to say, he aims at acquiring 
as great a variety as possible pewter vessels 
of particular periods. 

“After a time this collection reaches large 
dimensions, and every available shelf, cup- 
board, dresser, and sideboard is piled with 
pewter pots, dishes, plates, and flagons. The 
practical collector, on the other hand, dis- 
tributes his enthusiasm and though he may 
not actually drink beer from his pewter pots 
nor eat bread and cheese off a pewter plate, 
he is contented with a small quantity and 
uses it to the best advantage.”—“Practical 
Collecting.” 
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$216; Mogi, Momona, $1,076; Hyman & 
Joslav, $802; David Sude, — Savoy 
Watch Co., $481; Laubham Bros., $825. 


Judge Hand has appointed David S. Polier 
receiver under a bond of $1,000. 

It was reported last week that Benjamin 
Felsenthal, a jeweler, this city, has purchased 

the eight-story loft at 103 Fifth Ave. 

T. Z. Brownsville Jewelry Shop, 682 Sut- 
ter Ave., Brooklyn, N. Y., is now to operate 
under the style of Harry Katz. 

S. Pollack, manufacturer of rings and 
mountings, 73 Forsyth St., returned from his 
vacation after having his place closed for two 
weeks, He will reopen on July 27. 

A. B. Mensing, New York representative 
of the Wilcox & Evertsen factory of the In- 
ternational Silver Co., has returned from a 
pleasure trip which he enjoyed at Havana, 
Cuba. 

Joseph Liebiskind, formerly with I. Castag- 
netta & Son, has severed his connections with 
that concern and will now represent Alex. 
Sabin & Sons, 20 E. Broadway, in New York 
and vicinity. 

The R. Friedman Co. announced last week 
that it has taken over the business of the 
Rose Jewelry Co., formerly of 68 Nassau 
St., and is continuing to carry a general line 
of jewelry at the same address, under its own 
name. 

Edgar L. Strauss has taken offices at 527 
Fifth Ave., where he will specialize in loose 
stones and diamond mounted jewelry. Be- 
fore opening this office, Mr. Strauss was for 
many years salesman and general manager 
for Davidson & Schwab, Inc. 

3arnett Berger, of Pendleton & Berger, 
Inc., insurance brokers of this city, was in- 
vited by the New York State Retail Jewel- 
ers Association and designated by the Na- 
tional Jewelers Board of Trade to address 
the convention at Albany, July 20, on the 
subject of “Jewelers Block Insurance.” 

Joseph Perel, of Perel & Lowenstein, 
Memphis, Tenn., was in this city last week, 
but has left for a trip through New Eng- 
land. He will return to New York within 
a few days and will remain in this city for 
several weeks, buying merchandise for his 
new store at Memphis. While here Mr. 
Perel will make his headquarters at the 
Hotel Pennsylvania. 

The Smith & Hill Co., Inc., dealers in 
novelties, 17 W. 60th St., was petitioned into 
bankruptcy in the United States District 
Court on Tuesday, July 14. This action was 
instituted by the Tannenbaum Printing Co., 
with a claim for $548; Atlas Paper & Twine 
Co,, $33; and the Samray Leather Goods 
Co., $315. Judge Hand has appointed John 
J. Cunneen as receiver under a bond of 
$1,000. The firm’s assets, it is claimed, 
amount to $5,000, while the liabilities are 
estimated at $20,000. 

L. B. Hall, general manager of the Maiden 
Lane branch and director and third vice- 
President of the International Silver Co., re- 
turned to this city several days ago with his 
wife after an extended trip through the west. 
Mr. Hall was at his office, 9-15 Maiden Lane, 
on Monday after touring Yellowstone Park, 
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Salt Lake City and Seattle, Wash. He re- 
turned by way of the Canadian Rockies, 
stopping at Vancouver and Winnipeg. Mr. 
Haut also visited the International factories 
at Toronto, Hamilton and Niagara Falls. 

Harry Larter, president of the Jewelers’ 
Co-operative Bureau and chairman of the 
Jewelers’ Vigilance Committee, accompanied 
by Lee Reichman, vice-chairman of the lat- 
ter organization, had an important interview 
with Police Commissioner Enright, Monday, 
on the subject of the general protection of 
Maiden Lane and the uptown jewelry dis- 
trict. They tentatively took up plans with 
him not only for extra protection for these 
districts, but also for the amelioration of 
the crime condition as it affects the jewelry 
trade. 

An error occurred last week in the illus- 
trations used in the Patent Department in 
the issue of July 15. In giving the design 
patents issued by the government July 7, the 
design 67,764 granted to Morris Pollack and 
Abraham Pollack, New York, contained an 
illustration of a wedding ring, instead of a 
stone set ring. The wedding ring design 
was granted to Thomas W. Symington and 
Charles E. Klink, Detroit, Mich. (design 
patent 67,772) and the illustration intended 
for the Pollack patent was transposed by 
mistake to that of the Symington and Klink 
patent. It should be stated that the design 
granted Messrs. Pollack did not cover a 
wedding ring. 

The Washington Sales Corp. is the name 
of a concern incorporated at Albany, N. Y., 
last week with authority to engage in the 
jewelry business in this city. The capital 
is $20,000 and the incorporators are M. 
Podhauser, E. Avram and J. Branfield. 

The trial of Abraham Ritt and Nathan 
Shapiro, of Ritt & Shapiro, 87 Nassau St., 
who were tried on an indictment charging 
conspiracy to conceal assets came to a close 
last Monday in the United States District 
Court, this city. It took 11 days for both 
sides to complete their cases and on Mon- 
day at noon the case was given to the 
jury. The jury began its deliberations about 
2 o’clock Monday afternoon and up to the 
time THE JEWELERS’ CIRCULAR went to press 
no verdict had been reached. 

The owners of the Silversmith building, 
15-17-19 Maiden Lane, with an arcade run- 
ning through to 18-22 John St., have in- 
stalled a new innovation in the form of a 
special police officer. He is well trained in 
police duties, having been for a number of 
years with the Police Department in New 
York. This officer will be added protection 
against the invasion of thieves, inasmuch as 
every office throughout the building is also 
equipped with a comprehensive burglar 
alarm. This gives additional protection to 
all the tenants and the special officer will 
be on the premises at all times to patrol the 
building. He will be in uniform and will 
be an outstanding figure at 15 Maiden Lane. 
The owners and management of the building 
believe that they have the best protected 
building in the downtown jewelry district 
and they believe that with the installation 
of this special officer it will not only be 
added protection to the building but will also 
be of some protection to the Maiden Lane 
district. 








Nolan has moved from Atlanta, 
Fla. 


Wm. J. 
Ga., to Miami, 
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of Conrad J. 
Brotherly, president of the A. N. R. J. A,, 
is sojourning at Culver Lake, N. J., where 
he will rest for several weeks. 

The factory of the Gray-Rindell Co., Inc., 


Richard Brotherly, son 


20 Lawrence St., opened last Monday after 
a two weeks’ shut down. Lon D. Reynolds, 
of the firm recently returned from a trip 
and reports business in a flourishing condi- 
tion. 

The Stern Mfg. Co., 401 Mulberry St., is 
represented in the eastern territory by 
George Sternuker, who has an office at 37 
Maiden Lane. This firm was erroneously 
reported as the Stein Mfg. Co. in this 
column, last week. 

The monthly meeting of the New Jersey 
Retail Jewelers’ Association will be held on 
Tuesday evening, July 28, at the Elks’ Club. 
At this meeting the members will listen to 
a report of the convention which was held 
at Asbury Park, last month. 

Many of the Newark jewelry factories 
which have been shut down for the past two 
weeks, for their annual vacation periods 
were reopened on Monday. All the shops 
are working with full forces. 

Word reached this city on Monday that 
Joseph Griffith, who until about 13 years ago 
was a traveling salesman for Carter, Gough 
& Co., met with a tragic accident in Wash- 
ington, D. C., last Friday in which he and 
his 10-year-old daughter, Virginia, were in- 
stantly killed. Father and daughter met 
their sudden end when their automobile was 
cut in two by an interurban trolley car. 
Two younger daughters were in the back 
seat but escaped with only a few slight 
bruises and shock. Mr, Griffith went with 
Carter, Gough & Co. in 1900 and remained 
with the firm until about 1912. During that 
time he covered the trade in the south, west 
and middle west and was well known to the 
jewelers of those sections. Before affiliating 
with the Carter, Gough concern he was con- 
nected with the Paris, France, store of 
Spaulding & Co. After leaving the Newark 
concern he married and went to Hamilton, 
Va., where he had operated his farm ever 
since. The funeral services were held at his 
old home town, Berryville, Va., on Sunday 
afternoon. Mr. Griffith was about 52 years 
old. Deceased is survived by his widow and 
two children. 








The Judicious Pewter Collector 





66) PHE regular collector of pewter collects 

vessels of that metal in exactly the 
same way that certain others collect postage 
stamps: that is to say, he aims at acquiring 
as great a variety as possible pewter vessels 
of particular periods. 

“After a time this collection reaches large 
dimensions, and every available shelf, cup- 
board, dresser, and sideboard is piled with 
pewter pots, dishes, plates, and flagons. The 
practical collector, on the other hand, dis- 
tributes his enthusiasm and though he may 
not actually drink beer from his pewter pots 
nor eat bread and cheese off a pewter plate, 
he is contented with a small quantity and 
uses it to the best advantage.”—“Practical 
Collecting.” 
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Paul Stern, of the Washington Square 
building, 1s on a long trip through Canada 
in the interests of Louis Stern & Co. 

Samuel Aisenstein, of Aisenstein & Gor- 
don, devoted part of last week to a business 
trip to New York, his first one in many 


years. 
" Louis Bachofer, jeweler, 900 Chestnut St., 
has returned from a restful stay at Ocean 
City. Paul Bachofer, son of Andrew Bach- 
ofer, is at the Citizen’s Military Training 
Camp at Camp Meade, Md. 

F. X. Lieberman, well known retailer, 501 
Rising Sun Ave., this city, has deserted the 
ranks of the bachelors, and is on a honey- 
moon trip after receiving the congratula- 
tions of his many friends in the trade. 

Harry P. Wolf & Co., who have conducted 
an installment jewelry business at 3538 N. 
17th St., Philadelphia, for the past few 
years, have moved their office and show 
room to 726 Jefferson building, 1015 Chest- 
nut St. 

E. J. Geible, retailer, Germantown Ave., 
is back from the State retailers’ convention 
at Pittsburgh, enthusiastic over the gather- 
ing and of the hospitality of the Pittsburgh 
jewelers. He says it was the best conven- 
tion ever held in Pennsylvania. 

A. Lomis, platinum manufacturer, 704 
Sansom St., has decided to forsake the 
jewelry business, and is preparing to sell his 
plant and equipment. He will embark in 
the business of making the world cleaner, 
having purchased an interest in an estab- 
lished Turkish bath establishment uptown. 

His many acquaintances in the Philadel- 
phia jewelry trade are extending sympathy 
to E. C. Paris, of the firm of Paris Bros., 
sridgeton, N. J., retailers, who is suffering 
from blood poisoning due to a cut in his 
hand inflicted by a graver while at work. 
He attended to the cut promptly, and it ap- 
parently healed, but a day or two later it 
became infected. 

Senedict M. Falkenhagen, who traded as 
the National Jewelry Co. at 1026 Chestnut 
St., and filed a voluntary petition in bank- 
ruptey on March 10 of this year, with lia- 
bilities of $11,667.96 and assets $2,594, has 
filed a request in the Federal District Court 
to be discharged from bankruptcy. A hear- 
ing has been set for Aug. 21 and the credit- 
ors notified. Practically all the liabilities 
were unsecured. 

Finding in her back yard what appeared 
to be the outfit of a jewelry salesman, Mrs. 
Walter Stutz, 1004 W. Orleans St., notified 
the police. The find consisted of a large 
sample case, a small leather jewel bag and 
two trays, all empty. The police are at a 
loss to account for the presence of these 
articles in that residential locality, but be- 
lieve they might be the clew to a jewelry 
robbery or might have been thrown there by 
an absconding salesman. 

The youthful firm of Goldberg & Fried- 
berg, which recently opened a watch materi- 
als business in the Milner building at 708 
Sansom St., received an unwelcome call 
from a thief or thieves a day or two after 
their opening, and as a result lost a num- 
her of bracelets for wrist watches, valued 
in the aggregate at about $150. It was not 
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a case of breaking in as a key was used, 
and the police suspect persons employed 
about the building, portions of which are 
being completed. 

Aisenstein & Gorden have completed a 
number of changes in their wholesale store 
at 710 Sansom St. which have transformed 
the sections previously devoted to watch ma- 
terials. The west side is now devoted almost 
wholly to an effective display of clocks, and 
a special room has been set aside as the 
“ivory room,” where a large line of boudoir, 
traveling clocks and toilet sets in ivory, 
pyralin, etc., and other ivory goods are seg- 
regated. The firm has received many com- 
pliments from its patrons on these improve- 
ments. 

Wade Gobel has been appointed receiver 
by the Federal Court in the case of the 
United Pawn Shop Outlet Co., 152 N. 8th 
St., which has been petitioned into bank- 
ruptcy at the instance of three creditors, the 
Paramount Leather Goods Co., New York 
city, $82.94; Theodore Koppelman, Scranton, 
Pa., $143.77, and Horrocks, Ibbotson Co., 
Utica, N. Y., $310.94. The liabilities are set 
at about $15,000 with assets of $500. Joseph 
L. Miller constitutes the United Pawn Shop 
Outlet Co., according to the papers filed in 
the case. 

Thomas Bunston, for.many years active in 
the retail jewelry trade, and well known in 
jewelry circles here, died at his home in 
Haddonfield, N. J., last week after a long 
illness. Mr. Bunston, who was 68 years old, 
retired from active business several years 
ago because of ill-health. Funeral services 
were held last Friday from his home, 27 
Estaugh Ave., Haddonfield, and were largely 
attended, several jewelers of this city being 
present. He is survived by a wife, a son, 
Bernard T. Bunston, and two daughters, 
Mrs. J. W. Embody, of Worcester, Mass., 
and Mrs. Merle L. Sweet, of Chicago. 

Howard P. Connor, an insurance sales- 
man, has been exonerated completely of com- 
plicity in the attempted robbery of the 
jewelry store of Dubrow & Sons, 6th and 
South Sts., in which he was detained on sus- 
picion of being the owner of the ear in 
which the bandits fled after shooting Hyman 
Dubrow, son of Israel Dubrow, head of the 
firm, after he had slammed the door of the 
safe shut and foiled the attempt to steal 
$60,000 in loose diamonds. It appeared that 
an unidentified man had sworn to Mr. Con- 
nor’s name in obtaining a duplicate license 
with the same number as Connor’s automo- 


bile. He also swore that his card had been 
lost. The police released Mr. Connor with 
apologies. Young Dubrow is recovering 


nicely from his wound. 

Local jewelers interested in building and 
loan associations, of which there are several 
with membership confined wholly or in great 
part to those in the business, are not wor- 
ried over the troubles of a number of these 
organizations which has resulted in their 
affairs being taken over by the State bank- 
ing department. It is pointed out that the 
associations in trouble are only those domi- 
nated by a certain group with high financial 
ideas, and that the State investigation will 
have a good result in driving such men out 
of the field. It is a noteworthy fact that 
those organizations of this kind composed of 
jewelers are conducted in a conservative 
manner that has won the praise of the State 
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banking officials. One interesting fact about 
them is the number of men traveling for, or 
otherwise connected with, New York, New- 
ark, Providence and other jewelry houses 
who have joined the Philadelphia associa- 
tions fostered by jewelers. 

Probability of a settlement in the equity 
suit of the Waterbury Clock Co. and the 
Ingersoll Watch Co. against Harry Kerstine, | 
trading as the Palace Jewelry Shop, at 
Market and 9th Sts., here, was expressed by 
attorneys interested in the case this week, 
just as all the parties concerned were settling 
down for a hard legal battle in which ap- 
plication for contempt of Federal Court was 
the weapon of the complainants. In fact the 
attorneys for the complainants had been 
given leave by Judge Dickinson to file a 
supplementary petition for a permanent in- 
junction restraining Kerstine and his em- 
ployes from any display of alleged Ingersoll 
watches and also had filed a petition asking 
that Kerstine be compelled to show cause 
why he should not be committed for con- 
tempt of court for alleged violation of the 
temporary injunction granted by Judge , 
Dickinson earlier in the year. The case was 
brought originally against Kerstine on the 
ground that he was misrepresenting watches 
made by the complainants by advertising 
“genuine Ingersoll watches” at $1.39 but giv- 
ing customers the impression that these 
watches were of inferior quality and attempt- 
ing to sell them other watches at a much 
higher price. 

Philadelphia couples who are contemplat- 
ing elopements to the several “Gretna 
Greens” in Maryland, have received warn- 
ings to be on the lookout for fake wedding 
rings or other jewelry they might wish to 
purchase while the dew of romance is still 
fresh on their. love affairs. The Chamber 
of Commerce of Cumberland, Md., has is- 
sued a warning of this nature, and is en- 
gaged in a campaign to wipe out the com- 
mercial tricksters allied with the “marrying 
parsons” and taxicab trust of that city in 
preying on eloping couples. The mode of 
operation of the ring and jewelry swindlers 
as contained in the warning from the Cham- 
ber is for the taxi driver who has taken the 
elopers from the railroad station to the city 
clerk’s office forthe wedding license, to 
“steer” them to an alleged jewelry store 
where they are shown wedding rings, de- 
scribed as of “solid gold” and never less 
than 14 karat but which are in reality only 
a plated ring. When a real ring is insisted 
upon prices as high as $20 or $25 are charged 
for it. In two cases where plated rings were 
sold the fraud was discovered and restitution 
torced. As one method of fighting this evil, 
the Chamber of Commerce, at the instance of 
the legitimate jewelers of the city, has of- 
fered a standing reward of $25 for the ar- 
rest and conviction of any person misrepre- 
senting the quality or value of any rings or 
other jewelry merchandise. The reward 
also applies to chauffeurs or others soliciting 
business, not only for the “marrying parson” 
but for jewelry stores as well. The real 
jewelry merchants consider the practices 
complained of are hurting not only their 
business but the good name of the city as 
well, 








C. F. Allen will open a jewelry store at 
Clio, Mich. 











P. J. Murphy, jeweler of Maysville, Ky., 
was in the city recently. 

John Gerwe, of Frohman & Co., returned 
to Cincinnati, Friday, after being on the road 
since May 24. John Gerwin, of the same 
firm, also returned. 

Joseph Loos, one of the oldest employes 
in point of service with the Wallenstein- 
Mayer Co., Harrison building, is touring 
the east with his wife and family. 

George Opie, of the Wadsworth Watch 
Case Co., Dayton, Ky., across from Cincin- 
nati, is making a tour of cities within the 
Cincinnati district following a visit to some 
of the larger cities in the central west. 

Albert Wallenstein, vice-president of the 
Wallenstein-Mayer Co., returned to his base 
of operations Thursday, with the assurance 
that the jewelry business is now based upon 
solid ground. Mr. Wallenstein made a tour 
of the south and says he found business con- 
ditions a great deal better than he expected. 

All of the officers and members of the ex- 
ecutive committee were re-elected at the 
annual meeting of the Associated Manufac- 
turing Jewelers of Cincinnati recently. The 
officers are: George J. Sauer, president ; 
Charles J. Heileman, vice-president, and 
Edward Croninger, secretary-treasurer. The 
executive committee is made up of Leonard 
James Fox, Fred Gerhardt, Fred Strunk and 
J. A. Wilson. 

John Gramann, a watchmaker employed 
by the Gruen Watch Co., is recovering from 
burns of the hands, arms and chest. He suf- 
fered the burns Friday when a benzine torch 
exploded in his shop at his home 115 W. 
17th St., Carthage. The torch set fire to 
his clothing and caused severe burns before 
aid reached the watchmaker. Relatives im- 
mediately called Dr. Robert Colter, who has 
his office nearby, and the physician gave first 
aid treatment. 

A. V. Stegeman, one of the stockholders 
of the Wadsworth Watch Case Co., who 
acted as chairman of the tournament com- 
mittee in the recent invitation tournament 
of the Highlands Country Club, presented 
the various winners with the prize trophies 
Saturday evening. The victors in each 
event were given strap watches while the 
runners-up got silver belt sets. The tourna- 
ment was voted to be the most successful 
in history, and A. E. Hart, president, later 
entertained the committee at his home. 

With the complete demolition of three 
walls and renovation of another office, A. 
Sauer & Co. now occupies the major part 
of the seventh floor of the Glenn building, 
Fifth and Race Sts. The company moved 
its offices into number 707, and the factory, 
which has been greatly enlarged within the 
last year, now takes in numbers 703 to 706 
inclusive. Albert Sauer started the shop 
several years ago in number 706, and since 
then has taken over four additional suites. 
He is now installing 12 more benches that 
recently arrived from New York. 

The automobile of Frank P. Stegeman, 
one of the officers of the Wadsworth Watch 
Case Co., Dayton, Ky., was recovered at 
Falmouth, Ky. The machine was taken out 
of the Highland garage, Ft. Thomas and 
Lumley Aves., Ft. Thomas, Ky., during the 
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absence of employes. Mr. Stegeman and his 
family were away at the time and had 
parked the machine in the garage for safe- 
keeping. Chief of Police Louis Cook tele- 
phoned to surrounding cities and was noti- 
fied by the Sheriff at Falmouth, Ky., that 
the machine had been picked up there. Cook 
brought it back to Ft. Thomas. 

The ownership of a large diamond ring 
is being sought in a suit filed in the Com- 
mon Pleas Court, this city. The diamond 
was the cause of a murder, and it was the 
principal clew that resulted in a life sentence 
being imposed on Halton P. Siddal, stu- 
dent. The ring was taken from the finger 
of Juan A. Mazzola, 28, Panama City, after 
he was killed, and pawned at the Daniels 
Loan Office, 503 Walnut St. Mrs. Esther 
Daniels claims the stone, while Leopold H. 
Mazzola, a brother, also claims it. The 
matter was taken to the County Prosecutor, 
and he advised the filing of a suit to de- 
termine ownership. 

Miss Adele Herschede, sister of officials 
of the Herschede Jewelry Co., 124 E. 4th 
St., carried off the honors of the annual 
women’s golf tournament at the Highland 
Country Club, Thursday. She played con- 
sistently good golf from the tee off to the 
last green and made the round with a low 
gross score of 93. Miss Herschede also 
carried off the low net honors but would 
not accept two prizes in the competition, 
and when Mrs. Walter Ibold and Miss Lil- 
lian Williams tied for second place they 
both were given prizes. Miss Herschede, 
who is a member of the Maketewah Coun- 
try Club, has been prominent among women 
golfers in Cincinnati. 

Clarence Bohmer, watchmaker of Froh- 
man & Co., is touring the east with his wife 
and family under some difficulty. He suf- 
fered a severe accident Sunday a week ago 
when he slipped and fell while carrying a 
bottle of oil. The broken glass cut two 
arteries in his hand and were so severe that 
it was necessary to remove him to the Good 
Samaritan Hospital. He and his family had 
planned to go to Atlantic City, Long Island 
and New York by motor, but their departure 
had to be delayed one week until the wounds 
healed enough to permit Mr. Bohmer to 
drive. Mr. Bohmer had his machine thor- 
oughly overhauled, and was preparing to oil 
it, as the last preparation for the trip, when 
the accident occurred. 

Henry E. Burkhardt, a retired jeweler, 
died at the home of his daughter, Mrs. 
Emma B. Seebaum, 3340 Bonaparte Ave., 
Friday. His death occurred early in the 
day and was caused by an attack of the 
heart. For a number of years Mr. Burk- 
hardt conducted a jewelry store on Vine St., 
but several years ago moved the establish- 
ment to Hamilton, O., and later retired from 
active business. He intended making his 
home at the residence of his daughter, and 
had done so until his sudden death Friday. 
Mr. Burkhardt was widely known among 
members of German singing societies with 
which he was identified for a number of 
years. Mrs. Burkhardt, the daughter and a 
son, William E. Burkhardt, survive. 

Arno Dorst, prominent manufacturing 
jeweler, will attend the monthly meeting 
of the Central Division Committee, Credit 
Protection Department, National Associa- 
tion of Credit Men at Chicago, Tuesday. 
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He is chairman of the committee taking jn 
the central district, and is hard at work put- 
ting the activities of the organization in per- 
fect co-ordination. Mr. Dorst has received 
a number of comments about the article that 
appeared in THE JEWELERS’ CIRCULAR two 
weeks ago telling about the body in detail, 
He is particularly anxious to get the matter 
before wholesale and retail jewelers in or- 
der to secure their earnest co-operation. He 
has been in touch with the officers of the 
National Jewelers Board of Trade and de- 
sires to have all matters of the credit pro- 
tection department promulgated. 

The arrest and binding over to the Grand 
Jury of a man giving the name of James 
Wright, 59, waiter, Louisville, Ky., was due 
to the activities of Gustave Zimmerman, 
jeweler, 215 Broadway. Mr. Zimmerman 
played detective last Saturday after he 
missed his pocketbook containing $21, and 
he returned to the place where he remem- 
bered being shoved and where he sighted the 
man who braced him. The jeweler boarded 
a Newport car in the Dixie Terminal build- 
ing and missed his pocketbook. He retraced 
his steps to the terminal and noticed a man 
who looked identically like the person who 
got real close to him before getting on the 
first car. Both men got on the car, and 
when Wright attempted to leave the con- 
veyance at Main St., Mr. Zimmerman pre- 
vented him from doing so. Two patrolmen 
were called at Broadway and they placed 
Wright under arrest. When he was taken 
to headquarters officials there recognized 
him as a pickpocket with a long criminal 
record. He was arraigned Monday, but the 
case was continued until Friday, when in 
Municipal Court he was bound over to the 
Grand Jury under bond of $3,000. 











George Mazula recently opened a retail 
store on the east side of N. Main St. 

T. O. Pearson, watchmaker, has a busy 
corner location second floor, Main and Madi- 
son Sts. 

S. Beiman, manufacturing jeweler, has 
just opened a place in the Lee building, sec- 
ond floor, Main and Madison Sts., manufac- 
turing jewelry and diamond setter. 

July is winding up with a continued activ- 
ity among the retail jewelers. The club fea- 
tures, special sales events on watches, dia- 
monds and necklaces and a very fine trade in 
silverware are pleasing to the merchants. 
The larger stores observe Saturday closing 
at 12 or 1 o'clock. 

George T. Brodnax, Inc., Main and Mon- 
roe Sts., is featuring the modernizing of old 
jewelry, and submit special designs on brace- 
lets, rings, ear drops, bar pins, brooches and 
a variety of articles. Their mail order de- 
partment and diamond and watch depart- 
ments are very active, too. 

Along Beale Ave. on the north side of the 
street, near Harnando, E. C. Outten oper- 
ates a colored watchmaking shop, for sev- 
eral years established near the Old Market. 
L. R. Ankton, 203 Beale Ave., has a similar 
watchmaking and jewelry place. The col- 
ored trade in the section of the city is also 
represented with several optical stores. 
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Chicago Notes 


Steve Leubusher, of Leubusher & Schu- 
mann, Kesner building, is making his north- 
west territory and will be gone for two 
weeks. 

J. A. Silverberg, of the firm of Max L. 
Silverberg, and his wife, recently left for a 
five weeks’ trip through Michigan and the 
Thousand Islands. 

Cc. F. Billings, of L. H. Schafer & Co., 
left last week on a business trip through 
Iowa and the northwest and will be gone 
for several weeks. 

Rud Noel, 31 N. State St., returned last 
week from northern Wisconsin where he put 
in over two weeks enjoying the fishing and 
getting a good rest. 

William S. Olsen, of the Wm. S. Olsen 
Co., 31 N. State St., left last Friday with 
his wife for Eagle River, Wis., to spend 
10 days there fishing. 

Nels S. Anshus, of Menomonie, Wis., 
spent the past week in Chicago with his 
bride enjoying a wedding trip and visiting 
with friends in the trade. 

Harry Rosenshield, of the Chicago office 
of Hamilton & Hamilton, Jr., returned this 
week from a 10 days’ business trip to Cin- 
cinnati and other eastern cities. 

Martin Lenz, Heyworth building, accom- 
panied by his wife and son, left last week 
for Los Angeles, to spend a couple of weeks 
there with Mr. Lenz’s brother. 

William Drexmit, of the Keystone Watch 
Case Co., returned last week from a 10 
days’ stay at the home office in Philadelphia 
and a visit to friends in New York. 

N. P. Logan, silver buyer for the Hess 
& Culbertson Jewelry Co., St. Louis, 
motored to Chicago last week to spend a 
couple of weeks here visiting relatives. 

Lou Buss, of Buss-Linthicum-Thorson, 
Inc., left last Saturday for New York, 
where he expects to remain for a couple 
of weeks visiting at the firm’s office there. 

Joe Posner, manager of the Cincinnati 
office of the Star Watch Case Co., arrived 
i Chicago last week with his family, to 
spend a week here visiting with relatives 
and friends, 

_ Walter Scott, of Scott & Barger, left last 
Friday with his commandery of the Knight 
Templars, for the convention at Seattle, 
Wash. Mr. Scott is a piccoloist in the 
commandery band. 

I. B. Goldman, of Perles & Lowenstein, 
Memphis, Tenn., spent a few days in Chi- 
cago last week calling on friends in the 
trade, and visiting with his brother, H. Gold- 
man, of Barnett & Co. 

Al. E. Schilling, of 


Keith Perkins, 





Columbus, Nebr., arrived in Chicago last 
week to spend two weeks here visiting 
friends in the trade and looking over the 
places of interest in the city. 

P. F. Swiney, formerly in the retail 
jewelry business at Oregon, I1l., stopped off 
in Chicago last week to spend a day here 
on his way to find a new location for a 
store that he is contemplating opening soon. 

“Billy” Little, manager of the New York 
office of the George H. Fuller & Son Co., 
motored to Chicago with his wife, recently, 
and is spending three weeks at Lake Bluff, 
Ill., visiting at the home of Mrs. Little’s 
parents. 

J. T. Agate, manager of the Chicago office 
for the Bonner Mfg. Co., is spending two 
weeks in New York, visiting at his home, 
and the home office. Mr. Agate will return 
to Chicago with a complete line of new 
Fall samples. 

Harry J. Lossau, of the Block-Weinfeld 
Co., left last week for his Wisconsin terri- 
tory. B. J. Drach, of the same concern, is 
calling on the trade in Michigan and Ohio. 
30th Mr, Lossau and Mr. Drach will be 
gone for three weeks. 

F. W. Pierce, of the E. D. Rogers Co., 
37 S. Wabash Ave., left last week for his 
Michigan territory, and will be gone for 
several weeks. Mr. Pierce, before leaving 
for his territory, spent a couple of weeks 
in the east enjoying a rest. 

I. E. Boucher, general manager of the 
Waltham Watch Co., spent a few days in 
Chicago last week visiting at their local 
office and calling on the trade. En route 
home Mr. Boucher stopped off at some of 
the larger cities to visit with the trade. 

Sam L. Adelsdorf, assistant treasurer for 
the Goldsmith Bros. Smelting & Refining 
Co., underwent a minor operation at the 
Michael Reese Hospital last Friday. Mr. 
Adelsdorf is getting along as nicely as can 
be expected and expects to leave for home 
within 10 days. 

Friends of James T. Edwards, manager 
of the Chicago office of the Simons Bros. 
Co., Columbus Memorial building, will be 
pleased to learn that he is rapidly recovering 
at the Post Graduate Hospital. Mr. 
Edwards went to the hospital about a week 
ago for a throat operation. 

James Dutter, silver buyer for the Mer- 
mod, Jaccard & King Jewelry Co., of St. 
Louis, spent a couple of days in Chicago 
last week looking over the markets, on his 
way to southern Wisconsin, where he will 


remain for two weeks with his family, 
resting up for the Fall business. 
Julius H. Goldberg, of the Northwest 


Jewelry Mfg. Co., 1286 Milwaukee Ave., 


this city, left last week for California, 
where he will visit San Francisco, Los 
Angeles, San Diego and other Coast cities. 
Mr. Goldberg is combining business with 
pleasure and will be gone for three weeks. 

Rex Nevins, representative for the Hart 
Jewelry Co., returned to Chicago last week 
from a honeymoon trip in the east. Mr. 
and Mrs, Nevins spent five weeks touring 
the New England States. Mr. Nevins was 
married to Miss Anita Crusnow, of Chicago, 
on June 14. The happy couple are making 
their home at 3051 Berteau Ave. 

Edward L. Jensen, who has been con- 
nected with the Chicago office of the 
Towle Mfg. Co., for the past 12 years, has 
now joined the sales force of this company, 
and will represent them in southern Illinois, 
southern Indiana and_ several southern 
States. Mr. Jensen has left on his initial 
trip and will be gone for a month. 

W. O. Kellogg, Chicago manager for the 
Watson Co., and the Thomae Co., 37 S. 
Wabash Ave., returned last week with his 
wife and daughter by the way of Wisconsin 
from Mackinac Island. Mr. Kellogg and 
his wife, motored to Mackinac City and 
then went by boat to the Island where they 
met their daughter who was attending a 
convention of the Kappa Delta Sorority. 

Sam Marks and Maynard Levy, auc- 
tioneers, with headquarters in the Columbus 
Memorial building, left last Thursday eve- 
ning for Zanesville, O., to conduct a sale 
for John Bauer. A few days before leav- 
ing for Zanesville, Messrs. Marks and 
Levy accompanied by their families returned 
from Minneapolis where they spent a few 
weeks resting at their Summer home located 
on Lake Minatonca. 

Harry Hillman, Michigan and West 
Virginia representative for the Towle 
Mfg. Co., left last week for his territory. 
Charles A. Bartling, of the same firm, is 
calling on the trade in the northwest and 
O. F. Samuelson, recently left for the Pacific 
Coast. Frank J. Spellman, southern repre- 
sentative, has been delayed in starting out 
on his territory on account of the illness 
of his wife, who recently underwent an 
operation in the Michael Reese Hospital. 
Mr. Spellman expects to leave sometime 
this week. All of the men will be gone on 
extended trips. 

Gilbert B. Roscoe, who formerly was 
connected with one of the Simon Bros. 
stores at Gary, Ind., is opening a new cash 
and credit jewelry store at 810 Davis St., 
Evanston, Ill. The store will be operated 
under the name of the Evanston Credit 





(Continued on page 108) 
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lie and will be open for business 

about Aug. 1. Prior to the time Mr. Roscoe 

connected himself with Simon Bros., he was 
buyer and manager of the jewelry depart- 
ment of Weber & Co.’s department store. 

John Budinger, of Spaulding & Co., re- 
cently left for Europe, where he will remain 
for a couple of months in the interest of this 
firm. 

3ernard Goldsmith, of Wexler Bros., left 
last week for his territory in Illinois and 
Wisconsin and will be gone for several 
weeks. 

’ B. R. Hopper, of the National Railway 
Time Service, will return next week from 
an extended trip through the south, where 
he called on the trade. 

Among the visitors in Chicago last week 
visiting the markets were: Harry Olander 
and wife, of Fond-du-Lac, Wis., and C. A. 
Bailey, Monmouth, III. 

H. C. Graffe, of Graffe & Stanek, manu- 

facturing jewelers, accompanied by Mrs. 
Graffe, is spending a month in the east 
touring the New England States. 
_F. L. Naylor, a member of the firm of the 
N. & N. Engraving Co., suite 407, 145 N. 
Clark St., has left for Negaunee, Mich., to 
spend 10 days there with friends. 

L. W. Williams, Chicago manager for the 
Theodore W. Foster & Bro. Co., left last 
Friday to visit his trade in the south. Mr. 
Williams will be gone for seven weeks. 

James. Tice, Chicago manager for 
Adolphe Schwob, Inc., returned last Thurs- 
day from Hayward, Wis., where he spent 
two weeks with his wife, resting and fishing. 

Walter Derlacki, of Derlacki-Weber, Gar- 
land building, returned this week from Lake 
Geneva, Wis., where he spent a couple of 
weeks with his wife and family enjoying 
fishing. 

W. C. Berry, diamond man for J. R. 
Wood & Sons, Chicago office, accompanied 
by his wife, is spending a few weeks at 
Monmouth, IIl., visiting at the home of his 
mother. 

Edward Gerken, of Leubusher & Schu- 
mann, left last Friday with his wife and 
family to motor to Muskegon, Mich., 
where he will spend two weeks enjoying a 
good rest. 

P. L. Beaumar, local representative for 
the Farrington Case Co., with Chicago 
offices in the Champlain building, is making 
a business trip for this firm through 
Michigan. 

A. C. Becken, of A. C. Becken & Co., Le 
Moyne building, left last week with his wife 
for a three weeks’ stay at Ashland, Wis., 
where he will rest and recuperate from a 
recent operation. 

G. W. Hoad, credit manager for the 
Chicago office of the Goldsmith Bros., 
Smelting & Refining Co., is in New York, 
visiting at their office there, and calling on 
his many friends. 

Math Yumm, representative for Adolphe 
Schwob, Inc., traveling out of their Chicago 


office, located in the Heyworth building, left 
last week on a two weeks’ 
through the west. 

John F. 
business at Moline, III., 


business trip 


Lindvall, formerly in the jewelry 
stopped off in Chi- 
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cago last week to visit with friends on his 

way to Haynes City, Fla., where he expects 
to make his home. 

W. H. Homuth, formerly of Bloomington, 
Ifl., called on friends in Chicago last week 
on his way to Hollywood, Cal., where he 
has made his home ever since retiring from 
the jewelry business. 

Abe Green, 900 Heyworth building, spent 
several days last week visiting the pearl 
markets in the Mississippi valley. Mr. 
(Green is associated with his brother Max 
in the precious stone business. 

Samuel O. Perry, who formerly was con- 
nected with the Heeren Bros. Co., Pitts- 
burgh, has made arrangements with the J. 
W. Forsinger Co., of this city, to represent 
the latter in the middle and northwest. 

Horace M. Peck, of the Manufacturing 
Jewelers’ Board of Trade, stopped off in 
Chicago last week to visit with members of 
the Chicago office for a day on his way 
home to Providence. Mr. Peck has just re- 
turned from Mackinac Island, where he had 
attended a convention. 

Louis Kasten, engraver with offices in the 
Kranz building, is at his Summer home at 
Paw Paw, Mich., recuperating from a long 
illness. William Tate, formerly of Winni- 
peg, Can., is looking after the interests of 
Mr. Kasten during his absence. 

John S. Ernsting, of the Ernsting Co., San 
Diego, Cal., stopped off in Chicago last week 
to shake hands with old friends in the trade 
on his way to the markets in New York. 
Before returning home Mr. Ernsting will 
stop to visit friends in his old home town in 
Pennsylvania. 

David Helfer, who has been connected 
with the Block-Weinfeld Co., for a number 
of years as house salesman, is now associated 
with them as a traveling salesman. Mr. 
Helfer left last Wednesday on his initial 
trip ‘through Illinois and will be gone for 
a few weeks. 

H. J. Bouchard, of Bouchard, Longden & 
Geier, Heyworth building, recently returned 
from Hayward, Wis., where he motored 
with his family, over two weeks ago. Mr. 
Bouchard spent the greater part of his time 
in catching fish, and sending the evidence 
home to his friends. 

Walter J. Proesel has entered into the 
wholesale jewelry and jewelry repair busi- 
ness for himself at 5 N. Wabash Ave. Mr. 
Proesel for some time was connected with 
R. Haeflinger & Co. as a salesman. He is 
spending a couple of weeks in the east pur- 
chasing his opening stock. 

Mr. Leschke, of the Kohls 
Jewelry Co., Manitowoc, Wis., was in Chi- 
cago Jast week accompanied by the sheriff 
ef that town, to identify jewelry stolen from 
the store some time ago and to identify two 
men who were arrested when they attempted 
to dispose of the merchandise. 

Harry Ayling, jewelry buyer for George 
W. Holton, Fort Worth, Tex., stopped off 
in Chicago last week for a day to visit with 
friends in the trade on his way to New 
York, from which port he will sail for 
Europe. Mr. Ayling is going to visit the 
markets in Paris and England especially. 

Friends of Charles P. Crane, of Purdy & 
Crane, 29 E. Madison St., are happy to 
see him back in Chicago again, after spend- 
ing the past six months at Santa Ana, Cal., 
recuperating from a long illness. Mr. Crane 
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spends a few hours each week at the office, 
and the balance of the time he is home 
resting. 

George A. Brock, of Brock & Co., Los 
Angeles, Cal., stopped off in Chicago last 
week for a few days on his way home from 
the east. While here Mr. Brock looked over 
the markets and visited the large retaij 
jewelry stores of Chicago for the purpose 
of discussing with them the elimination of 
the jewelry tax. Mr. Brock has devoted a 
great deal of time to the tax situation. 

Louis Rassmussen, western representative 
for the Stein & Ellbogen Co.; Frank Barton, 
southern representative; M. W. Silberberg 
who represents the house in Illinois and 
Iowa; W. F. Wurzberg, Michigan; C. W. 
Nesbet, Kansas, Missouri and Oklahoma, 
and H J. Hagen, of Illinois, left last week 
for their respective territories for Fall busi- 
ness and will all be gone for several weeks. 

Spaulding & Co., 338 S. Michigan Ave, 
one of the largest retail jewelers in the coun- 
try, recently completed arrangements jn 
opening a new branch store in Evansten, 
Ill. The new store will be located at 1636 
Orrington St., and they expect to be ready 
for business by Sept. 1. The most modern 
and artistic fixtures are being madc, and the 
new store will be equal in elegance to the 
main store on Michigan Ave. 











E. O. Furen is eeaepe at the lakes in Min- 
nesota. 

Rudolph Hendrickson, 
in Wyoming. 


Omaha, is resting 


Eddie Brodky, of the Brodky Jewelry Co., 
has gone to Florida where he expects to 
look over the opportunities offered by 
Florida land and other investments. 

Fred C. Taylor has purchased the stock 
and business of the late A. Hepner, watch- 
maker, who was found dead at his desk in 
the Brandeis Theatre building in Omaha. 

Miss Marie Froemel has returned from 
Chicago to maké a visit at Columbus, Nebr., 
the home of her parents, Mr. and Mrs. Carl 
Froemel, and to run their jewelry store at 
Columbus while the parents take a vacation 
in Florida. 








A Detroit, Mich., jeweler reports that a 
stranger came into his place asking about dis- 
posing of some diamonds, saying he had sev- 
eral unmounted diamonds which had_ been 
stolen in a jewel robbery. The jeweler did 
not like his appearance, but after talking to 
him made an appointment. Another jeweler 
was included, No goods were shown, but 
sizes were stated and the price asked was 
$2,550. The man was accompanied by another 
at the time. The diamonds were procured and 
all met at the jeweler’s home. They showed 
the diamonds which were in a box and the 
deal was consummated and they left for the 
bank to draw the required amount. During 
the ride the two strangers got into an argu- 
ment and the box was handled between the 
two men. When the purchaser opened the 
box it was found to contain two pieces of 
stone such as used on roadbeds. It 1s 
assumed the argument was part of the plot 
to switch boxes. 
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Louis Bunch, Herrin, Ill, was a trade 
yisitor during the past week. 

Cc. S. Stange, of the Stange Co., Inc., 
704 Olive St., is making a trip to Chicago 
and other northern points. 

Edwin Massa, second vice-president of the 
Bauman-Massa Jewelry Co., is on a pleasure 
trip of several weeks to Wisconsin. 

Harry J. Lohmiller, jeweler of Fond 
du Lac, Wis., was here this week to visit 
the local wholesale trade, a few days. 

Robt. M. Shipley, of the Vail Jewelry Co., 
Wichita, Kas., was a trade visitor among 
the local wholesalers during the week. 

James J. Burke, head of the Brooks 
Jewelry & Optical Co., in the Globe-Dem- 
ocrat Building, is in Europe with his wife. 
‘ Clarence Schlomer, well known jeweler of 
Mt. Vernon, Ind., was a trade visitor here 
last week calling on some of local wholesale 
houses. 

Bill Schumaker, salesman and department 
manager of the Hess & Culbertson Jewelry 
Co., 9th and Olive Sts., is off for a rest and 
plans to be away several weeks. 

I. Goldman, of the Goldman & Cuquet 
Jewelry & Optical Co., on Olive St., is away 
on a three weeks trip east, on which he is 
combining business and pleasure. 

Roy Culbertson, treasurer of the Hess & 
Culbertson Jewelry Co., is with his family 
at Wildwood Springs, Mo., and is expected 
to be away from his desk two weeks. 

Geo, L. Neuhoff, of the Heffern-Neuhoff 
Jewelry Co., 809 Locust St., returned re- 
cently from a business trip east as far as 
New York, on which he was accompanied 
by his wife. 

E. A. Horstmeyer, head of the Horst- 
meyer Jewelry Co., 5958 Easton Ave., was 
recently elected a director of the newly 
organized Union-Easton Trust Co. at Union 
and Easton Aves. 

J. A. Jacobs, vice-president of the Eisen- 
stadt Mfg. Co., jewelers, in the Star build- 
ing, leaves this week for a three weeks rest 
to be spent in the northern lake region of 
Wisconsin and Michigan. 

Wm. Day, has joined the store force 
of the Hess & Culbertson Jewelry Co., 
where he will be in charge of all the interior 
and window decorating and displays. He has 
had a wide experience in this line. 

F, H. Niehaus, 1302 Franklin Ave., and 
for a number of years in the retail jewelry 
business here, died, several weeks ago. He is 
survived by a widow, and one son who will 
continue the business at the old stand. 

Charles Welzmiller, one of the traveling 
force of the Bauman-Massa Jewelry Co., got 
out this week after a sojourn at headquar- 
ters. His territory comprises Kansas, Okla- 
homa and a portion of Texas, and he is 
looking for a nice Fall season business. 

Clarence Verner, has opened a new jewel- 
ry store at 2617 Cherokee St., on the south 
side of town, where he has a tasty place 
of business suited to the needs of the trade 
in that section of the city. He was formerly 
in business in Illinois, before moving here. 
Real estate circles report a lease on space 
in the new Paul: Brown building, now in 
course of construction on Olive St. by a large 
Jewelry concern. Its identity however has 
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not been made public as the building will not 
be ready for occupancy before next Spring. 

T. F. Wylie, formerly connected with 
Hayden W. Wheeler & Co., New York, has 
joined the sales force of the Eisenstadt Mfg. 
Co. in the Star Building. For some weeks 
he will be at headquarters getting acquainted 
with the line and will then be assigned a 
territory on the road. 

Friends of J. C. Weiler, of the Bauman- 
Massa Jewelry Co., in the Commercial build- 
ing, will hear with regret of the recent death 
of his mother in Milwaukee. He was called 
away from his desk for several days on this 
account, the funeral being held at Carbon- 
dale, Iil., where the remains were taken for 
burial. 

Arnold Appel, in charge of the clock de- 
partment of the Hess & Culbertson Jewelry 
Co., died recently after a brief illness. He 
was a director of the company having been 
connected with it for the past 25 years and 
was well known in the local trade. He is 
survived by a widow, one son and one 
daughter. 

The new store of the Weber Jewelry Co., 
recently opened at 607 Locust St., is now 
getting well established with an improving 
business. It was located on the second floor 
of the Oriel building, at 6th and Locust Sts., 
for several years and the change to a street 
floor location is already reflected in an in- 
creased trade. 

The sales force of the Eisenstadt Mfg. 
Co., got out for the new road season last 
week and already receipts of orders from 
them indicates excellent prospects for a 
healthy Fall business. Collections are re- 
ported better by President Geo. G. Gambrill, 
of the company. The firm has a travelling 
force of 15 salesmen and covers the entire 
country, west of Pittsburgh and from 
Canada to the Gulf, 

The annual picnic and outing of the em- 
ployes of the Hess & Culbertson Jewelry 
Co. will be held Saturday afternoon and 
evening, July 25. It will be held at Tower 
Grove Park, one of the municipal play- 
grounds, and employes and their families 
and friends are expected to be on hand in 
large numbers. A program of athletic events 
is in the making and various forms of 
amusements will be enjoyed. 

Travelers for the Bauman-Massa Jewelry 
Co. are getting into their territories for a 
new road season. After spending a short 
time at headquarters getting new samples 
and inspiration the men are launching the 
new season. Among those who left for the 
road during the past week were the fol- 
lowing: Al Fritz, Missouri and Arkansas; 
George Peters, Texas, and H. T. Bante, the 
southern States along the gulf and east of 
the Mississippi. 

Considerable interest has been attracted 
to the corner window of the Jaccard Jewelry 
Co., at 9th and Locust Sts., this week due 
to the exhibition of the world famous 
Davis Cup, offered for international com- 
petition in lawn tennis. The presence of the 
national tournament for the claycourt cham- 
pionship here this week makes the display 
especially timely and of more than passing 
public interest. The window is trimmed with 
accessories in the way of nets, racquets, 
balls and other tennis paraphernalia. The 
handsome cup was donated nearly 20 years 
ago by Dwight L. Davis, a St. Louisan, and 
one time national tennis star and at present 
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famous as one of the assistant secretaries 
of war at Washington. 

A 10 year lease has been taken on the 
entire second floor of the Republic building, 
at 7th and Olive Sts., by the Bauman-Massa 
Jewelry Co., manufacturers. This concern 
has been located in the Commercial build- 
ing, at 6th and Olive Sts., for a number of 
years and expanding business makes larger 
facilities imperative for handling the com- 
pany trade. The new quarters will be oc- 
cupied April 1, 1926, the space being some 
10,000 sq. ft. and will be fitted up and 
equipped in the best possible manner. The 
firm is one of the oldest in the local whole- 
sale jewelry trade, having been founded in 
1881 as the Bauman Jewelry Co. This 
was changed to the Bauman-Massa Jewelry 
Co. in 1889 and the firm enjoys the reputa- 
tion of being one of the representative firms 
in the local trade. 
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TRADE CONDITIONS 

Business continues to show the mid-Summer 
quietness, but appears to be more active than it 
was a year ago. Local jobbers report a trend 
toward business on the part of the dealers in farm 
communities. This trade is expected to improve 
greatly as the Summer wanes and harvests are 
gathered. 





The Double A Jewelry Co. has been in- 
corporated at Vincennes, Ind., with a capital 
stock of $10,000 for the purpose of operat- 
ing a retail jewelry store. The incorpora- 
tors are F. Allyn Smith, Edith L. Smith and 
Adler M. Lyons. 

The Ralph Roessler medal for the best all- 
around camper at the Y. M. C. A. boys’ 
Summer camp near Marion, Ind., was 
awarded again this year. Each year Mr. 
Roessler, the well known retail jeweler of 
Marion, gives a gold medal to the attendant 
at the camp who is judged best in camp 
practice and spirit during the Summer camp, 

Two watches and a ring valued at $148, 
which had been stolen in the robbery of the 
Mehmer jewelry store at Olney, IIl., last 
February, were recovered at Terre Haute, 
Ind., pawn shops recently. According to 
the detectives it was learned through a man 
arrested in connection with the robbery that 
some of the loot had been taken to Terre 
Haute and pawned. The loss to the 
jewelry store was large and the informant 
said a considerable amount was in Terre 
Haute. However, detectives have been un- 
able to trace any other pieces. 

The Portland decision concerning itinerant 
merchants does not appear to have made 
much impression on councilmen in Indiana, 
for word has just been received in Indian- 
apolis that rules were suspended at the last 
meeting of the Elwood City Council and an 
ordinance regulating the business of these 
merchants and solicitors was passed at the 
first, second and third readings. The 
ordinance has teeth in it and provides that 
those wishing to engage in this business 
must make application to the city clerk seven 
days previous to selling merchandise or 
wares. The application must be accompanied 
by a $500 bond. License fees are $15 a day; 
$50 a week and $200 a month. Penalty upon 
conviction is placed at a fine of not less than 
$10 nor more than $100, each day constitut- 
ing a separate offense. 





L. E. Chamberlain, Madison, Wis., retail 
jeweler, visited friends in Milwaukee for a 
few days. 

Archie Dankert representing the Newall 
Mfg. Co., manufacturing jewelers, Chicago, 
was in Milwaukee last week. 

John Glazier of the K. K. Importing Co., 
New York city, visited the trade in Mil- 
waukee a few days last week. 

E. H. Warnke of the E. H. Warnke Co., 
local wholesale jewelry firm, is spending 
several days at a cottage at Beaver Lake, 
Wis. 

I. Davis, of the International Silver Co., 
Meriden, Conn., was a visitor in Milwaukee 
last week and called on several of the retail 
jewelers. 

Emil Pick, representative of the Hammel- 
Riglander Co., manufacturing jewelers, 
stopped off at Milwaukee on his way home 
after enjoying a sojourn at Elkhart Lake, 
Wis. 

Gene Sikert, representing Max Barkan, 
wholesaler, has started to travel through 
Wisconsin on his Fall trip and will attend 
the Wisconsin Retail Jewelers’ convention at 
Eau Claire which begins July 21. 

Friends of Archie Tegtmeyer, Milwaukee 
retail jeweler, who is touring Europe with 
his family received greetings from him last 
week, The Tegtmeyers were in London 
when the message was sent and were about 
to leave for Scotland. 

The O. H. Bingenheimer Co., local whole- 
sale jewelry house, has published the first 
number of the new house organ, Bing’s 
Bulletin. It is a four-page publication and 
contains much valuable information for the 
trade, ‘to whom copies will be sent each 
month. The back page is utilized to adver- 
tise the month’s feature at the Milwaukee 
office. 

Members of the Fox River Valley Asso- 
ciation of Jewelers held their annual picnic 
at Green Lake, Wis., on July 12. The main 
event of the picnic was a golf tournament 
in the morning on the Tuscumbia golf 
course. A picnic dinner was served at noon 
and the afternoon was given over to the 
usual picnic games. The affair was well 
attended, 

Milwaukee and Wisconsin jewelers re- 
ported a splendid business for June of this 
year due to the numerous weddings and 
graduations throughout the State. In Mil- 
waukee the number of applications received 
for marriage licenses were 849 putting this 
June in third place compared with previous 
Junes. A record was made on June 15 
when 76 applications were received. 

Robert Witting, local manager for Dun’s 
reports that fundamentally, there has been 
no change in the condition of trade in Mil- 
waukee and business seems to be going along 
on an even keel. Vacation time is already 
noticeable and indications point to an in- 
creased volume in business catering to 
popular recreations. Bradstreet’s report for 
the week also states that business in Mil- 
waukee is fairly good. 

Governor J. J. Blaine of Wisconsin has 
signed extradition papers asking the State 
of Illinois to turn over three men suspected 
of robbing the jewelry store of William 
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rice at Green Bay, Wis., several days ago. 
The men were captured by the Chicago 
police and much of the loot stolen from the 
Brice store was identified by Mr. Brice and 
returned to him. The men will be brought 
back to Green Bay to stand trial for 
burglary. 

David Goldman, proprietor of David Gold- 
man, Inc., is at his cherry orchards at 
Sturgeon Bay, Wis., which is in the heart 
of the cherry country of the middle west. 
He has with him about 200 Milwaukee boys 
who will pick the cherries and he expects 
to stay there for about six weeks. This is 
an annual event for Mr. Goldman and also 
for the boys who look forward to it each 
year as Mr. Goldman has built a real Sum- 
mer camp for them and they combine pleas- 
ure with work which incidentally is not very 
heavy. 

Wisconsin jewelers who visited Milwaukee 
wholesale jewelers last week here: W. Wo- 
dyck and Mr. Rano of the firm of Wodyck 
& Rano, Waukesha; M. Schneider of 
Schneider Bros., Burlington; E. Starkey, 
Waterford; William F. Notbohn, Ocono- 
mowoc; G. Armbruster, Cedarburg; D. D. 
Graff, Elkhorn; W. H. Shaver, Muk- 
wonago; A. J. Boden, Clinton; Mrs, Est- 
berg of Estberg & Sons, Waukesha; E. E. 
Chady, Whitewater; Ernst Wegener, Beaver 
Dam; Mrs, Kate Endlich and Miss Endlich, 
Kewaskum. 

Jewelers at Racine, Wis., have been asked 
to co-operate with other merchants at Racine 
in a proposal to have the stores illuminated 
during the evening hours. At a recent meet- 
ing of the Down Town Business Men’s As- 
sociation of that city one of the members 
made the proposal stating that he had tra- 
veled through several cities which did this 
and that it impressed the stranger in a town 
as it made the business district bright and 
attractive at night, This suggestion was 
carried out during “Homecoming Week” 
there and will be acted upon at a later 
meeting of the organization. 

Several well known jewelry houses in the 
down town business district of Milwaukee 
are listed among the 56 firms which are 
closing their stores at 1 P. M. on Saturday 
afternoons so that their clerks may enjoy a 
half holiday as in other lines. Among these 
are Rank & Motteran and Bunde & Up- 
meyer Co. However, some of the Milwaukee 
merchants have refused to close their stores 
stating through an advertisement in the 
local papers that they cannot conveniently do 
so. Names are omitted of the stores re- 
maining open but the ad states that prac- 
tically all shops located on Grand Ave. em- 
ploying high class help will be open and 
listed in the classifications are jewelers. The 
advertisement is signed “Grand Avenue 
Susiness Men.” 








The jewelry stores and loan offices of 
Winston-Salem, N. C., have come to an 
agreement to close every Thursday after- 
noon during July and August at 1 Pp. M., 
and this also includes the first Thursday in 
September. Those who signed the agree- 
ment include: W. T. Vogler & Co.; the Gift 
Shop; S. Miller; the Jewelry Box; J. L. 
Young & Co.; Mears Jewelry Co.: Dixie 
Loan Office; Empire Loan Office: Southern 
Loan Office; A. Cohn & Co.; H. Clay Mor- 
ris; E. F. Atwood, and M. W. Solomon. 
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H. J. Tholen, retailer at Hays, Kans., and 
Mrs. Tholen are spending several days jn 
Kansas City on a combined business and 
pleasure trip. 

Mrs. Wolff Fink, of Lead, S. Dak., and 
Mrs. Bert Polsky, of Lincoln, Nebr., each 
being the wife of a jeweler in those Cities, 
have been in Kansas City during this week 
visiting friends and relatives. 

Cady & Olmstead’s downtown store is the 
busy scene of the company’s 55th anni- 
versary sale this week. Specials are being 
shown in each department, including the gift 
shop and the silverware department. 

J. H. Mace, jeweler, has been unusually 
busy since his return last week from his 
lodge in the Minnesota lake regions. Mr. 
Mace said that his company is enjoying in- 
creasing trade from month to month. 

FE. M. Mitchell, of Baxter Springs, Kans., 
passed through Kansas City this week en 
route to his home. Mr. Mitchell had been 
visiting at his former home in Bethany, Mo., 
where he was in the retail business for many 
years previous to locating in Baxter Springs. 

Earl Ruppelius, of Ruppelius & Adams, 
Winfield, Kans., is taking the first vacation 
he has indulged himself in since he em- 
barked in the jewelry business in Winfield 
some three years ago. Mr. Ruppelius is 
visiting his parents, who reside in Kansas 
City, and is purchasing his Fall stock of 
goods while here. 

Ross Rainsburg, manager of the jewelry 
department of the C. A. Kiger Co., left here 
on July 16, by motor car, for a pleasure 
trip. He will visit several retailers en route 
to Chicago, where he expects to spend sev- 
eral days with relatives. He will motor to 
southern Indiana before returning to his 
duties in this city. 

George Stairs, of Wichita, Kans., was in 
Kansas City this week on business. He was 
purchasing fixtures and jewelry stock for a 
new jewelry store which is soon to be 
opened in Salina, Kans., by Mr. Stairs’s son- 
in-law, Robert Pollock. Mr. Stairs made 
the trip an excuse for a motor tour, nego- 
tiating the distance from Wichita in his car. 

Horace McKinney, of the sales force of 
the C. A. Kiger Co., who sustained a broken 
leg and other injuries in a motor accident 
several weeks ago, has been allowed to be 
up from his bed this week and is getting in 
a lot of practice in the art of walking on 
crutches. He expects to return to his ter- 
ritory during the latter part of this month. 

F. J. Green, president of the Green Jewel- 
ry Co., was confined to his home several 
days last week as a result of an injury to 
his knee. Mr. Green is back at his office 
this week, however. The new shops of the 
Green company are now virtually completed. 
The shop is said to be one of the most ef- 
ficient and complete manufacturing and re- 
pairing shops in existence in the west. 








The Webb C. Ball Co., Cleveland, O., re- 
ports that on June 26, inventory was taken 
of its stock, and it was found all right. On 
June 30 another inventory was taken and a 
diamond ring valued at $1,200 was found to 
be missing from a tray and in its place an 
imitation diamond ring was found. 
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A. B. Milkins, of Wyandotte, was a caller 
this week on the wholesale trade in Detroit. 


QO. I. Baker, of the O. I. Baker Co. at 
1006 Jewelers’ Court, passed a short vaca- 
tion at Cedar Point, a popular Summer re- 
sort on Lake Erie. 

Cc. A. Rock, of the Scribner & Loehr Co., 
Cleveland, was a visitor this week at the 
Detroit branch of the same organization in 
the Jewelers’ Court. 

Ek. C. Avery, Detroit manager of the 
W. F. Broer Co. in the Jewelers’ Court, 
has returned from a two weeks’ sojourn. 
Some of his time was spent in Canada and 
the remainder playing golf. 

The following jewelers from out in the 
State have been recent callers on the De- 
troit wholesalers: J. C. MacDonald, Imlay 
City; Alva G. Ruff, Lansing; Mrs. Joseph 
Miller and her son, Harry, Ypsilanti. 

E. W. Berg, of E. H. Pudrith Co., is 
making a sales trip through the upper Mich- 
igan peninsula. This is a section where 
they wear top coats and sleep under blank- 
ets almost every night during mid-Summer 
months. 

The W. F. Broer Co., through its De- 
troit manager and executive, E. C. Avery, 
has recently prepared in an attractive pocket 
folder a directory containing the names and 
floor addresses of all the jewelers engaged 
in business in the new Jewelers’ Court. 

Philip Krawitz, a well-known jeweler in 
the Jewelers’ Court, recently returned from 
a pleasure trip in the east. He passed some 
time in New York and Philadelphia, and 
on the way back stopped for a few days 
at Cleveland, where he has many friends. 

L. C. Tennant, 1002 Jewelers’ Court, 
owing to increase in business, has recently 
added three new employes to his staff. He 
is engaged almost entirely in watch repair- 
ing and engraving, and has one of the larg- 
est establishments in the State devoted en- 
tirely to this industry. 

FE. Gottfurcht, well known locally in the 
watch repairing industry, has opened a new 
jewelry store at Woodward Ave. and the 
Six Mile Road. This is one of the newer 
residential sections, and is regarded as one 
of the most promising sections in the city. 
He has an attractive place with a fine line 
of merchandise. 

August Kessler, formerly with A. J. Cut- 
ler, has recently joined the sales staff of 
Ek. H. Pudrith Co. in the Jewelers’ Court. 
Miss Lucile Schaefer also has become asso- 
ciated with the same organization as assist- 
ant bookkeeper and stenographer. Growth 
of business since moving into its new place 
has caused the company to add to its force. 

The Dennison Mfg. Co., dealing in fine 
papers, cards, shopping tags, etc., and 
catering also to the jewelry trade, has 
moved from its old address at 525 Wood- 
ward Ave. to 805-6 Jewelers’ Court. The 
company is making a fine display of stock 
and is proving a particularly interesting 
Place for jewelers from all over this section. 

M. E. Farrar, treasurer of the Wallace- 
Monroe Mfg. Co., in the Jewelers’ Court, 
has moved to Chicago and will travel from 
that point, covering Illinois, Wisconsin and 
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Indiana for his Detroit company. He was 
recently at the home office, after a trip 
through his territory, and reports business 
is decidedly improving. E. Sanderfer, of 
the same company, is now making a trip 
through Ohio. 

The following jewelry stores, and those 
who also maintain jewelry departments in 
connection with their other lines of mer- 
chandise, have decided, it is announced, to 
remain open all day Saturday during July 
and August: J. H. Ehrlich, Enggass Jewelry 
Co., Friedberg’s, Miller’s, Sallan’s, Inc., 
Woolworth’s, Kresge’s, Peoples Outfitting 
Co., Ernst Kern’s Co., Heyn’s Bazaar Co. 
and Crowley, Milner & Co. 

The Colonial Mfg. Co., at Zeeland, Mich., 
recently put on an attractive clock show at 
Grand Rapids. This company specializes in 
the manufacture of clocks of every descrip- 
tion and is particularly noted for its fine 
grandfather designs that are so popular all 
over the country. Louis Gautherat, of 
E. H. Pudrith & Co., and William Ham- 
berg, of Wright, Kay & Co., went to Grand 
Rapids this week particularly to attend the 
exhibition. 

A letter was read before the recent meet- 
ing of the Detroit Retail Merchants’ As- 
sociation from Percy K. Loud, of the 
Wright-Kay Co., jewelers, in which that 
organization was requested to take some 
action against the practice of shipping fire- 
arms through the mails. As a result a reso- 
lution was passed asking the secretary to 
write to the President of the United States 
and the Congressmen from Michigan set- 
ting forth a protest along the lines sug- 
gested by Mr. Loud and advising that legis- 
lation be enacted to prevent such shipments. 
Another resolution also was adopted appeal- 
ing to the board of directors of the Detroit 
Board of Commerce to take action in the 
same matter. 

J. C. George Ruttmann, at one time in 
the jewelry business himself but who now is 
manager of the new Jewelers’ Court, on 
John R. St., has moved his office from 1438 
Washington Boulevard to room 907 in the 
Jewelers’ Court. This is a temporary loca- 
tion, but he expects eventually to be per- 
manently established in this fine structure, 
which occupies one of the most commanding 
positions in the down-town shopping dis- 
trict. The floors from the fifth to the 10th 
are given over entirely to the wholesale and 
manufacturing jewelry trade. The remain- 
ing portion of the building is being filled 
with tenants engaged in other lines. The 
structure is now more than 62 per cent oc- 
cupied. Mr. Ruttmann expects by late Fall 
to have it entirely filled. The building is 14 
stories high. 








Three negroes recently smashed the win- 
dow of the E. C. Meyer Jewelry Co., 3 W. 
3road St., Richmond, Va., and escaped with 
14 watches and rings valued at more than 
$1,000. The robbery had evidently been 
carefully planned, for the men worked 
quickly and knew exactly where to look for 
the valuable merchandise, leaving the cheaper 
merchandise behind. After grabbing the 
booty they drove away in an automboile 
which they left at the curb, before they 
could be apprehended. Police headquarters 
has sent out 300 circulars telling of the rob- 
bery with a list of the stolen jewelry. 
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Jay Fredland, formerly manager of the 
Rubin-Fredland Jewelry Co., 333 Market 
Ave., N. Canton, and now associated in the 
jewelry business in East Liverpool, was in 
Canton recently on business. 

It is announced that the Pugh Bros. 
Jewelry Co., which concern for several 
years had a store at 14 Hipp Arcade, has 
moved to the ground floor of the Mahoning 
bank building, Youngstown, O. 

C. J. Duncan, former president of the 

Ohio Retail Jewelers’ Association, is back 
at his desk at the Massilon, O., store, follow- 
ing a week at Cedar Point where he attended 
annual convention sessions of the State asso- 
ciation. 
* DaVal & Co., retail jewelers at Akron, O., 
have taken possession of their new quarters, 
133 S. Main St. In the new location the 
store will have a much more modern shop 
and will have almost twice the floor space 
as formerly. 

Klivans Bros.’ jewelry store on E. Wash- 
ington St., New Castle, Pa., was entered re- 
cently and watches, diamonds and other 
jewelry valued at $3,000 taken. The lock 
on the front door was forced. No clue was 
found, according to police. 

Besides lending every co-operation pos- 
sible retail jewelers of Akron closed their 
stores Monday afternoon and Wednesday 
afternoon during feature events on the pro- 
gram of the Akron Centennial celebration, 
which marked the 100th anniversary of the 
founding of the rubber city. 


Jewelry was part of the $6,000 loot taken 
from the general and drygoods store of the 
W. D. Davis Co., Ashtabula, O., robbed -re- 
cently by a band of men who carted away the 
merchandise in a truck. The jewelry section 
of the store was almost completely carried 
away, Officials of the store said. 

E. W. Chamberlain, newly elected presi- 
dent of the Ohio Retail Jewelers’ Associa- 
tion, is back in his store after a strenuous 
week at Cedar Point where the annual con- 
vention of the association was held. Mr. 
Chamberlain, whose store is in S. Main St. 
near Exchange St., Akron, received a host 
of congratulations following his return to 
Akron. 


While a feeling of uncertainty exists in 
retail jewelry circles in the Akron-Canton 
district and buying has subsided somewhat 
jewelers are not alarmed at the apathy in 
their merchandise and are looking forward 
to a good Fall business. There has been a 
normal demand for diamonds, watches, 
both ladies and gents, gift merchandise and 
stationery. Silverware and crystal also 
have been selling this month and, according 
to jewelers, it is the better grade of mer- 
chandise that is selling best. 

Retail jewelry business at the store of the 
Garver Bros, Co., Strasburg, O., widely 
known general store, was approximately five 
per cent. ahead the first six months of the 
year as compared to the same period in 1924. 
John Garver, an executive of the store, says 
buying of jewelry is on the increase in the 
rural sections and that the farmer’s wife is 
beginning to keep posted on the newest in 
jewelry novelties as never before. This firm 
recently added a clock repairing department 
which is one of the busiest in the entire 
store. 






















Samuel Kolver, Nogales, Ariz., spent the 
Fourth in Los Angeles, combining pleasure 
with business. 

Frank S, Fisher, Riverside, has completed 
and moved into a fine new store which was 
designed by his son, 

B. D. Howes, B. D. Howes & Son, pearl 
dealers, 50] Brack Shops, has gone to Santa 
Barbara for a few days. 

J. G. Donavan and Chester A. Mont- 
gomery are still serving on the federal 
jury, but expect to be discharged in a few 
days. 

Gilbert B. Kinsey of Kinsey & Elliott, 
Jewelers building, spent July 4 at his 
cottage at Hughes Lake, 65 miles north of 
this city. 

Wright, Campbell & Ginder have decided 
to close their doors all day Saturdays dur- 
ing July and August, as do the other neigh- 
boring jewelry stores on 7th St. 

It is reported that Glendale, a prosperous 
and growing suburb of Los Angeles, will 
soon have another jewelry store, to be con- 
ducted by a lady from Wisconsin. 

E. A. George, wholesaler in the Title 
Guarantee building, will start soon on a 
motor trip to Seattle, where he will attend 
the national conclave of the Knights Temp- 
lar. 

C. F. Sischo & Sons have just issued the 
July number of Sischo’s Service Bulletin. It 
contains considerable general information 
about the jewelry business as well as an- 
nouncements of the new goods they are of- 
fering. 

James A. Codori, assisted by Fred Mar- 
ney, has closed an auction sale for C. N. 
George, Sonora, Cal., and will start in a few 
days for a two weeks’ pleasure trip by motor 
car, intending to go as far north as British 


Columbia. He will be accompanied by his 
family. 
G. M. Roessel, Roessel & Clark, 901 


Brack Shops, is planning to start in a few 
days in his motor car, accompanied by his 
wife, on a trip to Vancouver, B. C. His 
partner, M. B. Clark has gone to Salt Lake 
City for a vacation, but is expected back 
in a day or two. 

E. W. Reynolds, wholesaler, has just re- 
turned home after an especially enjoyable 
pleasure trip by automobile to the famous 
Shasta Springs resort, in the northern part 
of California. He was accompanied by his 
wife and stopped for a short time at Mon- 
terey on the way back. 

E. Gerson, diamond merchant, 415 Title 
Guarantee building, is back in his office after 
a week spent at Gilman Hot Springs, near 
San Jacinto. He will soon go on a fishing 
and camping trip in the mountains north of 
Ventura, where he usually spends a few 
weeks every Summer. 

The ordinance passed last Fall placing 
certain restrictions on the sale of jewelry at 
auction having been declared  unconstitu- 
tional another sale has recently been started 
on South Broadway by the parties who were 
put out of business in December while the 
ordinance was in operation. 

The following out-of-town jewelers have 
been in Los Angeles recently: C. W. 
Pomona; T. S. Lailey, El 


Middleton, 
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Monte; L. Asher, Santa Ana; A, J. Dut- 
ton, Anaheim; L. E. Hendrickson, John 
Parker and T. R. Canady, Huntington 
Beach, and M. D. Lipton, Long Beach, 

Alfred Nathan, representative of the Katz 
& Ogush Co., New York, and the Star Ring 
Mfg. Co., Buffalo, is spending a few days 
here calling on the trade. Mr. Nathan is 
known to the jewelers here as a veteran, 
having been coming to Los Angeles for 36 
years. After leaving here he intends to 
make a two months trip through the middle 
west. 

H. L. O’Neil, with Roth, Snow & Co., 
814 S. Brodaway, has just returned from a 
business trip as far north as Seattle, taking 
in Portland, San Francisco and other inter- 
mediate places en route. He gives a very 
favorable report on the present condition 
of business in the sections visited. Jack Roth 
of this firm is at Catalina Island. 

Walter Marble, representing Bugbee & 
Niles, North Attleboro, and the Finberg 
Mfg. Co., Attleboro, Mass., has left, intend- 
ing to take the annual hike in the High 
Sierras with the Sierra Club. This is an 
organization devoted to exploring and enjoy- 
ing the mountains of California and com- 
prises several hundred members in both 
southern and central California. 

Breaking the windows of two Riverside 
jewelry stores, burglars obtained and 
escaped with jewelry valued at $1,041 be- 
tween 4.30 and 5 A. M. a few days ago. 
The police details were changing and only 
two, it is said, were on duty at the time. 
Pollock’s Jewelry Co. lost, it is reportéd, 
$291 worth of jewelry and Crowell’s Jewel- 
ry Co. $750. Both stores are on Main St. 
The robbery is the third one this year at 
Crowell’s. 

As a result of the visit of Mrs. P. K. 
Dougherty and Mrs. Dora Dewey of the 
E. W. Reynolds Co. to Redlands as the 
guests of W. C. Guerth on the Fourth, the 
two ladies now are the proud owners of a 
desirable cottage in the mountains not far 
from that city. They made the purchase on 
advantageous terms through the agency of 
Mr. Guerth. The cottage is four miles from 
Forest Home, a popular mountain resort, 
and is reached by a paved road from Los 
Angeles. 

The firm of L. Eaves & Co., Santa Bar- 
bara, is reported to have been especially 
fortunate at the time of the recent earth- 
quake. The store, which is on State St., 
where most of the damage was done, suf- 
fered very little and the stock escaped en- 
tirely. On the other hand, the store of 
the W. A. Young Jewelry Co. and the 


stock it contained are reported to have 
been practically destroyed. John Koke, 
formerly in the jewelry business in Los 


Angeles but now in another line in Santa 
Barbara, suffered severe loss. His business 
was not covered by earthquake insurance. 
He was a brother of the late P. J. Koke 
of Koke. Slaudt & Co. of this city and has 
many friends here who sympathize with him 
deeply. 








Rex Gelly has opened a watch repair shop 
at 210 S. Main St., Newcastle, Ind. 

The Double A. Jewelry Co., Vincennes, 
Ind., has been incorporated with a capital of 
$10,000. Incorporators are Fellyn Smith, 
Edith L. Smith, Adler M. Lyons. 


CIRCULAR 


July 22, 1925 


Pacific Coast Notes 





Wm. H. Ogden, Hermiston, Ore., has sold 
his jewelry store to Charles Burk. 

The E. J. Milberg Jewelry Shop, Marcus, 
Wash., has been purchased by the Pioneer 
Jewelry Co. 

R. Kocher & Sons, well-known jewelers, 
Stockton, Cal., expect to get into their new 
location shortly. 

Phil Doll, Phil H. Doll & Co., Hayward, 
Alameda County, Cal., is now located in his 
new and handsome store. 

Dan Levis, San Jose jeweler is going to 
move two doors below his present location, 
on San Fernando St., where he will have 
larger quarters. 

G. Baldasseroni who has been in_ the 
jewelry business in Colma, Cal., for nearly 
a year, has now moved to South San Fran- 
cisco, where he has opened an attractive 
store on Grand Ave. 

Mr. and Mrs. Breckenridge are spending 
the months of July and August at Coronado 
Beach. A. A. Clark is passing his Summer 
sojourn in several of the Coast cities. Both 
gentlemen are of the New York office of 
the International Silver Co. 

A very hopeful view of improved busi- 
ness conditions in the Pacific northwest and 
the Inland Empire was obtained by Edward 
V. Saunders, Coast manager for the Inter- 
national Silver Co. who has spent the past 
six weeks traveling through that territory. 
Grain crops are excellent and the same is 
true of fruit, and farmers are assured of 
good prices, The cattle industry is in a 
flourishing condition, wool is abundant and 
the copper mines are producing and selling 
their product. 








The United States Supreme Court will 
not make known until the October term 
whether or not it will grant a petition filed 
by the Government for rehearing its cases 
against the Maple Flooring Mfrs.’ Assn. and 
the Cement Mfrs.’ Protective Assn., in 
which the court held May 30 last that trade 
associations may carry on numerous forms 
of activity for the intelligent conduct of 
business without trespassing against the 
Sherman anti-trust law. The court’s de- 
cisions were hailed by trade associations 
generally as vindication of the legality of 
their functions and the Government's peti- 
tion for rehearing has occasioned consider- 
able surprise in view of the statement made 
by Attorney General Sargent, following the 
court’s action in overruling the Government’s 
contentions that, fortunately for all, the 
issues raised with respect to the legality of 
trade association ‘work had been disposed 
of. It is only on rare occasions that the 
Supreme Court permits rehearing. In the 
present instance, its decisions have been re- 
garded, however, as a reversal of the atti- 
tude assumed by the court in its decision 
of the American Column & Lumber case in 
1921. Changes in the personnel of the 
court have been pointed out as accounting 
for this change, although Justice Stone, in 
writing the opinions in the recent cases, 
sought to show that there was no over- 
ruling of the previous decisions, and that it 
was abuse of the associations’ statistical 
services, rather than the system itself, that 
had been condemned by the court in the 
earlier opinions. 
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J. W. Goldstein, of Honolulu is visiting 
the trade here. : 

Morris C. Mayer, Mayer & Weinshenk is 
in Honolulu (T. H.) on a business trip. 

Dr. Wm. H. Hill, of the Hill Optical Co., 
Hilo, Hawaiian Islands, is in San Francisco 
for a few weeks with his small daughter, on 
a pleasure trip. 

Thomas O'Neil, with S. J. Hammond is 
going through the Sacramento Valley. Mr. 
Hammond has returned from a trip through 
the Pacific northwest. 

Robert Myers, of the R. & L. Myers Co. 
has returned from a rest, taken with his 
family in Marin County. L. S. Myers is in 
the San Joaquin Valley. 

The death is announced of Louis Myers, 
formerly in business with the well known 
San Francisco material house of R. & L. 
Myers. The deceased brother of the 
partners, Louis Myers, had been in failing 
health for some five months. 

The employes of J. H. Spiro are all back 
from their vacations and are at work again, 
trying to catch up with back orders. Mr. 
Spiro says this will take several months. 
William Hyde, in the southern part of the 
State for Mr. Spiro, reports business fairly 
good. 

S. H. Friend and family have returned 
from a motor trip through the Pacific 
northwest, going as far as Vancouver, B. C. 
Mr, Friend drove 2688 miles, over roads, 
good, bad and indifferent, without a puncture 
or need for changing tires. He came home, 
drove to Golden Gate Park, and had a flat 
tire. 

Manager Ted Huggins, of J. R. Wood & 
Sons, expressed the opinion that quite a 
record had been made by I. Kates, 704 
Market St. He recently received an order 
to engrave 9,000 Chinese brass finger bowls, 
for some secret society, and he turned out 
the work in two weeks. Another similar 
order is coming in to Mr. Kates for 18,000 
bowls. 

H. M. Teeple, representing the Hadley Co. 
and the Potter & Buffinton Co., Providence, 
R. I., is calling on the local trade. Among 
other manufacturers’ representatives here re- 
cently were: V. H. King, of the Ostby & 
Sarton Co., Providence, R. I.; H. A. 
Deutsch, representing Hammel-Riglander & 
Co., and Alvin Fox, of Fox Bros. & Co., 
Cincinnati, O. 

Iver Ericksen, of Fresno, has been spend- 
ing several days here, with his wife and 
son. Other members of the trade in the city 
recently, include: Ernest Mueller, Eureka; 
Will Kuechler, Stockton; Dan Levin, San 
Jose; A. Seibak, Antioch; A. Hirsh, San 
Jose; E. L. Rothwell, San Jose; M. Bosch, 
of Krenkel & Bosch, Winnemucca, Nev., and 
H. E. Peterson, Toledo, Ore. 

A convention of the sales and promotion 
forces of the International Silver Co. was 
held at the company’s offices here, during the 
second week of July. Edward V. Saunders, 
Coast manager for the concern, had returned 
from a long tour of the Pacific northwest 
and imparted his usual enthusiasm into the 
Proceedings. The. participants have now re- 
turned to their respective territories, to take 
care of the Fall requirements of customers. 
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In the northwest, Mr. Saunders was ac- 
companied by E. N. Bernard and P. H. 
Thors, of the sales force. On his trip, Mr. 
Saunders met L. B. Hall, manager of the 
New York office of the International, and 
Mrs. Hall, who had come to the Coast to 
attend a convention in Seattle. Mr. 
Saunders is leaving in a few days for the 
Hawaiian Islands which he has visited often. 

The first edition of Ye Hallson Herald, 
house organ of A. I. Hall & Son, since the 
return of its editor, Miss Harriett Brown, 
from her foreign travels, appeared on July 8, 
and contained a number of. snappy. items, 
among them notes of the holiday outings of 
members. of the staff and of their friends 
in the trade. A paragraph is given to the 
editor’s impression of the ruins of Ancient 
Tyre and Sidon. 














— 





O. A. Hartman, of Hartman Bros., Salem, 
was seen on the streets of Portland this 
week, 

Mr. Rose, of Neal, McClatchie & Rose, 
Oregon City, was in Portland on business 
last week. 

Mr. and Mrs. Wm, C. Retzer, of Dallas, 
are in Portland at this writing, for the pur- 
pose of having an offending tooth extracted 
from Mr. Retzer’s mouth. 

Neils Neilsen, Fresno, and his wife are 
here for the Elks Convention. W. E. King, 
Stockton, is another Californian at the same 
convention. Mr. King is with an auto party, 
and they are just back from British 
Columbia. 

Howard C. Ball, outside salesman in 
Oregon for A. I. Hall & Son, Northwestern 
Bank building, Portland, was married June 
18 to Miss Emma E. Herr. The happy 
couple are now living at~ the Embassy 
Apartments, 20th and Flanders Sts. 

Various and sundry are the window trims 
shown during the Elks Convention, and never 
in the history of the city were the decora- 
tions so general or so fine. M. Solomon, 
who has a small shop on Morrison, just off 
sroadway, has hanging in his window what 
the tag says is “the largest bull-tooth in 
the world.” You note it carefully refrains 
from saying “bull elk tooth,” and Mr. Solo- 
mon says it is really a piece of walrus tusk, 
mounted. At that it will fool a good many 
people, and that’s where the “bull” comes 
in, 

John H. Peare, La Grande, is forced now 
to devote himself entirely to the jewelry 
business, as the land office, with which he 
was formerly connected, was arbitrarily 
abolished a few months ago. This office 
was the mother office for the land business 
east of the Cascades, and a good many 
people think it was an ill-advised move to 
abolish it. Mr. Peare was in Portland re- 
cently. Mr. Peare is reducing his stock, 
weeding out some odds and ends, and is 
going to specialize in diamonds, fine watches, 
table silver, and some quality articles of 
that variety. The space that has been 
utilized for some of the stock he is getting 
rid of will be devoted to the enlargement 
of the optical department, run by his son, 
Dr. Peare. . 
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E. Waldemier, Gulfport, Miss., is in New 
Orleans for a few days on a business trip. 

Paul Fasold, a jeweler o. the Gulf Coast, 
is spending some time in the city in the 
interest of his firm. 

E. J. Bernard, manager of Hausmann, 
Inc., left Monday on a pleasure trip and 
will be gone for three weeks. 

Horace Simon, S. L. Hiller, Paul B. 
Weinstein, traveling representatives of the 
Hiller Jewelry Co., leave Monday with full 
stocks for their Fall trips. 

W. E. Taylor, of W. E. Taylor & Co.,, 
the jewelers supply house, is making a 
short trip through Louisiana and Mississippi 
on business, and expects to be gone for a 
week, 

Samuel Antin, who purchased the in- 
terest of his partner, Mr. Richards, of Antin 
& Richards, reports an increase of nearly 50 
per cent. in his business for the last month. 
Mr. Antin leaves soon for New York and 
eastern markets. 

John Nelson, Dallas, Tex., with his 
family made a pleasure and business trip 
to New Orleans last week by automobile. 
Mr. Nelson came to make purchases for his 
Fall season. He reported the roads good 
with only a few exceptions. 

Traveling salesmen in town last week in- 
cluded: J. A. Nolan, the Newall Mfg. Co.; 
Irvine Golden, Silberman, Kohn & Wallen- 
stein, Inc.; S. Adler, Baskin Bros.; Philip 
H. Nathan, Trachtenberg & Pritzker; Mr. 
Shapiro, Louis Manheimer & Son Co,; 
Herbert Reichman, Reichman. Bros, 
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During the past week there have been a 
number of robberies and safe blowing jobs 
reported to the Birmingham police. For- 
tunately the jewelers have escaped thus far. 
It has been charged that Birmingham, at the 
present time, is full of crooks of all kinds. 

A “package sale” was conducted by the 
Parrish Jewelry Co. for one day last week 
and proved quite a success, all of the pack- 
ages being sold. Pieces of jewelry were put 
up in neat boxes and sold for $1. The 
firm guaranteed that each box contained 
jewelry worth $1 or more. One box con- 
tained a $100 diamond ring, while several 
boxes contained jewelry worth from $5 to 
$25 per box. The sale was quite lively and 
all of the boxes were sold within a few 
hours. 

“Bad Check” crooks are busy in Birming- 
ham, according to the Birmingham Associa- 
ted Credit Men. Since the recent action of 
the Alabama Supreme Court in nullifying 
the old bad check law, passed by the State 
Legislature of Alabama in 1919, operations 
of this character have become numerous, 
credit managers are warned, and detective 
agencies have been kept busy tracing the 
offenders. While the old statute was de- 
clared unconsitutional by the Supreme 
Court, the law enacted by the State Legis- 
lature at its last session is still effective. 
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The Pairpoint Corporation 


Manufacturers 








of 


Silver Plated Ware, 
Metal Electroliers, 
Decorated Glass Shades, 
Cut and Engraved 
Crystal Glass, 

Fancy Colored 

Blown Glass 


‘BRILLIANT DESIGN” 
Cut Glass 
No. 1032 Vase 
12 inch, 14 inch 


12 inch 
Butler Etched 


Electro Plated on Nickel Silver 











No. 0327. TEA SET. Plain Burnished or Butler Finish 
No. CO1116.. 24 inch Waiter 
Inside dimensions for centre of Waiter 18 x 13 inches 
Electro Plated on Nickel Silver 


Langhorne Design 


The Pairpoint Corporation 


Factories: New Bedford, Mass. 





No. C07100. LUNCHEON TRAY 


BRANCHES: 
NEW YORK MONTREAL SAN FRANCISCO 
43-47 W. 23d St. Coristine Bldg., St. Nicholas St. Hammond Bldg., 278 Post St. 
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Gift Shows and Gift Depart- 
ments 





HE jeweler who is just commencing the 

development of his gift department is 
exceptionally lucky in having the oppor- 
tunity to visit gift shows. The grouping 
of all the lines of merchandise which the 
jeweler can use in his gift department un- 
der one roof saves the jeweler many a step 
and much carfare and time. Gift depart- 
ment merchandise producers are gathering 
from all over the country for the August 
Gift and Arts shows in Chicago. The jeweler 
who goes through these shows will get 
a very good idea of manufacturers’, whole- 
salers’, representatives’ and importers’ prod- 
ucts. The use of a note book in which he 
can make notes of the firms from whom 
he desires to order a certain class of mer- 
chandise at a later time will prove a mine 
of valuable data in buying. Another buy- 
ing note is that though he may have little 
time to talk to the men in charge of the 
rooms except to place an order or learn 
about merchandise, he can judge the firm 
and merchandise from what he sees at the 
show and will start a friendship which, 
when he goes to the salesrooms in the 
future can be followed up by a business talk 
on gift departments, their operation, etc., 
which the gift department merchandise 
producers are only too anxious to give an 
inquiring jeweler. The show, therefore, also 
creates a friendly relation between the dis- 
player and the jeweler in search of mer- 
chandise. 

The jeweler who does not feel that he 
wishes to place any orders at the time 
of the shows can make notations which will 
enable him to order more intelligently after 
the shows than if he had not been to them. 
Many merchants do not stop to realize that 
at these shows much new merchandise will 
be shown for the first time. Importers are 
rushing their new goods into the country, 
unpacking and sorting them and repacking 
for shipment to Chicago. The merchandise 
will go in their show rooms at about the 
same time that it appears at the shows— 
but with a great number of importers doing 
this very same thing the jeweler will ad- 
mit that to visit the shows will save the 
time of traveling from one show and sales 


room to another in search of new mer- 
chandise. 

The gift store buyer is by far a better 
buyer than the jeweler with the gift de- 
partment. But the gift shop with jewelry 
stock in addition to its regular merchan- 
dise is a poorer buyer of jewelry articles 
than the jeweler. The jeweler knows his 
jewelry stock field through long experience 
but the gift shop buyer does not. The gift 
shop buyer knows the gift merchandise thor- 
oughly, knows all the manufacturers, im- 
porters, etc., and makes a business of seeing 








Particular attention is called 
to the pen and imk drawings 
on page 117 and the descrip- 
tive matter on this page. These 
sketches are made from a selec- 
tion of the latest gift offerings 
in the rooms of metropolitan im- 
porters and dealers. Jewelers 
who are desirous of obtaining 
the names and addresses of the 
concerns where these gift articles 
may be purchased can do so by 
writing to THE JEWELERS’ Crr- 
CULAR and giving the key letters 
and numbers appecring under 
the articles illustrated. 




















them from time to time but the jeweler 
has not seemed to realize that he must 
study and have at his finger tips the gift 
merchandise market just as he has the 
iewelry market. Shows such as the Chi- 
cago ones are doing much to educate the 
jeweler in all the kinds of merchandise which 
he can obtain for his gift department. 
Jewelers who have not patronized these gift 
shows should do so. The gift department 
is such a feature in the jeweler’s business 
life now that he must push it to the utmost 
and get everything out of it. The sooner 
he “gets the hang” of operating and buy- 
ing he will have better results from that 
department. The jewelers who attend 
jewelers’ conventions realize the value of 
gatherings of this kind and if they stop to 
think will realize that the opportunity of- 
fered in these shows of gift department mer- 
chandise is very valuable to them. 


So pack up your bag, pocket a _ note 
book, and go out to Chicago and see how 
much benetit you can manage to get from 
the big shows. 


A Business Building Suggestion 
for the Gift Department 


HE more interest the gift department of 

the jewelry store can arouse among the 
people of its city and territory the better 
it will be for the department in attracting 
visitors and in making more sales. 

And a splendid way for the department 
to attract more attention is by having an 
album on display at the department in which 
are placed such souvenir postcards, plain 
postcards and letters as are sent to the 
department from time to time by the cus- 
tomers of the establishment. 

This album could be placed on one of the 
main counters in the department where it 
could be seen by all of the visitors and 
where it could be easily looked at. There 
could be lettering on the covering of the 
album telling what it was and, perhaps, 
there could be an invitation on the cover 
of the album to everyone to open the book 
and look inside and see what it was. 

The fact of the store having this book 
on display would be sure to get the interest 
of many of the people who regularly visited 
the department. 

Also the fact of the store having this 
album on view would make many of the 
store’s customers, who were going away on 
trips, feel like sending back souvenir post- 
cards and letters to the store for inclusion 
in the album. Many of the folk sending 
these postcards and letters would go out 
of their way to say something complimentary 
on these cards and in these letters about 
the department and the store. 

All this would, in a simple and inex- 
pensive manner, give the department addi- 
tional interest to many people and help 
business just that much.—F. H. W. 








William Henry Brannan, proprietor of a 
Douglas, Ariz., jewelry store, died at the 
Copper Queen Hospital recently. Death was 
caused by typhoid fever which Mr. Brannan 
contracted in Douglas. 
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A Jeweler is known by the 
Wares he Sells 


Your reputation as a jeweler is founded on the 
wares which you display. 

Your success is determined by the character of 
your shop’s reputation. 


In like manner your success is enhanced by the 
quality of these wares. 


The handsome brass and copper items of the Art 
Metal Products Co. will go a long way toward 
making your reputation a successful one. 


We do not mean to have this message seem too blunt, but we do feel that if 
you sold our products, the story of your success would be automatically 
written in your ledger. 


If you will but investigate our products you will discover the logical items for 


your shop. 


Candlesticks 
Candelabra 
Wall Sconces 
Sun Dials a 
Door Stops Trays 
Door Knockers 


Mortars Tea Sets Lanterns 

Nut Sets Gongs Writing Sets 

Jewel Boxes Chimes Smoking Sets 
Vases sridge Lamps 


Coffee Sets Humidors 300k Ends 


Write for Complete Catalogue 


ART METAL PRODUCTS CO. 


MANUFACTURERS OF DISTINCTIVE BRASS AND COPPER WARE 


799 Broadway New York City 
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J. 22. 205.—Seashells fastened on wire 
form the costume of this ornamental object 
representing a Venetian lady. When placed 
in a bowl with flowers it makes a very at- 
tractive centerpiece for a table. 





J. 22. 201.—A Venetian china puff box of 


exceptional merit. It is of exceptional de- J. 22. 203.—Czecho-Slovakian glass vase 
sign and elaborate in coloring. It also comes made in colors that blend harmoniously. 
in sets with two perfume bottles. This vase has raised white lines with balls 


at the top which make it exceptional in 
contrast. 





a) 
\ 


MT 
Fn NN 


. 


\ 
‘ ' / wf | \ \ 
Ta RT Le PES Oe Cer 
2 ‘ ea 








J. 22. 206.—A lamp of shells that glisten 
like a rainbow when set on “milady’s’ 
boudoir. An attractive and useful ornament 
that will undoubtedly find a ready sale in 
most gift departments. 


J. 22. 202—Bronzemet book end, showing 
an Indian’s head. It is beautifully designed 
vy a noted seulptor and heavy in weight. 





J. 22. 204.—Cloisonné vase lamp with 
paper shade in beautiful colorings and 
mounted on brass. 
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The Location of the Repair 
Department in Connection 
With the Gift Depart- 
ment 





gra should the repair department be 
located? Many jewelers have asked 
me that question and | have asked many 
jewelers the question, because, if they do 
not ask me, | am interested in knowing 
what they think about the location of that 
important department in connection with 
their store layout. 

A store in Philadelphia, one of the largest 
and oldest jewelry stores, has eventually de- 
cided that the rear of the store is the best 
place for the watch repairing department. lor 
years the departments have been with each 
section, that is, if you had jewelry repair to 
be done you would go to the jewelry repair 
department in the jewelry sales department, 
and likewise with silverware, glassware, 
china ware, or watches. But today the 
watch department is in the rear of the 
store, and slowly but surely each of the 
other repair departments are being removed 
to the rear in one large repair department. 

But, you will say, a man will not walk 
to the rear of a store to see that his watch 
is right or have it set or show the watch- 
maker how it is coming along in the matter 
of regulating. But they do! That is the 
funny part of it, the men who will not set 
their own watches by the chronometer which 
is in the window near the entrance door 
will walk down the full length of the store 
for attention. The watchmaker is the one 
who should know. He knows his regular 
customers, and he can tell whether they 
have fallen off since the location of the de- 
partment has been changed from the front 
of the store to the rear. Human nature— 
if you want a thing go get it—and if Mr. 
So-and-So wants his watch attended to at 
your store he will have it done, whether 
your watch repair department is in the front 
or rear. 

One of the hardest things a jeweler has 
to do is to get a man to walk through his 
entire jewelry store often. A woman will, 
she will just “nose” around, but a man won't. 
The watch repair department is a necessary 
department to a man. His watch must be 
in order. Women are becoming more de- 
pendent every day upon their watches but 
the man will always be the one whose watch 
must be right. The placing of the watch 
repairing department in the rear of a store 
brings the man through the whole store 
every time he feels his watch needs atten- 
tion. The result? When he finds himself 
up against the problem of a present for the 
wife or daughter, or mother, or sister, he 
has seen enough things in his jeweler’s store 
on his trips to the watch repair department 
to feel that a visit there will result in some 
appropriate gift, for has he not seen some- 
thing there several weeks ago that he 
thought at the moment would please her? 
And there you are. 

With women the same psychology works. 

But, with the watch repairing department 
in the rear—where the gift department? 
Directly next to it—before reaching the re- 
pair department, or directly in front of it 
so that the customer waiting for a watch 
to be set can turn and see the gift depart- 
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ment merchandise that is on _ display. 

The gift department, being the newest one 
in the jewelry store, should be where every- 
one entering the store is forced to see it. 
The repair department is frequented more 
than any other department by people in 
numbers. Therefore, opposite, or before the 
repair department, is by far the best location 
for the gift department. 

There are jewelers who place their repair 
departments right after the watch counter, 
between watches and the gift department. 
This brings the repair counter about the 
middle of the store and does not force the 
customer to pass through or by the gift 
department but allows him or her to gaze 
into it while waiting. This is about the 
next best location which can be found if a 
jeweler really wants to locate his repair de- 
partment in his store so that it will aid him 
in selling gift department merchandise by 
drawing customers through or to that de- 
partment. 

The front of the store is too valuable 
space to be utilized by a department such as 
a repair department, which is about the 
poorest paying and most expensive to main- 
tain of all the departments in the store. 
Therefore, this department must be made to 
work for itself in some manner, or work 
for the rest of the store. Since it is so 
essential to the store as a whole in keeping 
customers happy and their necessary jewelry 
in proper order and repair, this department 
can be made a source of display. It can 
be so placed in the middle or rear (prefer- 
ably) of the store that it forces customers 
to see the store as a whole or a part as 
they make their way to the repair depart- 
ment. The gift department, needing this at- 
tention of prospective customers drawn to it 
more than any other department (because of 
its newness) should be adjoining the 
repair department to get the full value by 
being close at hand to occupy the eye of 
the customer who has to wait at the repair 
department, if only for a moment. 

Get the most out of your repair depart- 
ment by bringing customers into your gift 
department. The business in the gift de- 
partment will increase with the removal of 
the repair department to its outskirts. Other 
jewelers have proven it, so try it yourself. 
If you do not feel that you can move the 
repair department to the rear of your store, 
or even to the middle, then move your gift 
department up next to it. The gift depart- 
ment is a fascinating, tantalizing, coaxing- 
to-buy department to stand next to when 
you are waiting for repair work to be done, 
or even the watch to be set. And that is all 
that display is—a tease to look further, just 
a step more, until you have gotten to the 
end of the store. 

So, place your necessity (repair) depart- 
ment close to your gift department and 
watch the resulting increase in patronage 
which the gift department will show. 








The “18th Hole” ash tray is a different 
kind of ash tray that should prove popular 
with country clubs and places where golf 
fans congregate. It is made of aluminum 
with a pole in the center topped by a red 
flag marked “18th.” The tray is enameled 
in green to represent grass and the pole 
is movable making it easy to empty the 
ashes. 
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The Card Index as a Sales Help 
in the Gift Department 





GiFt department merchandise very often 

has a very fascinating story attached to 
it, some choice bit of history which the 
customer will enjoy and which will influence 
the sale. The buyer knows this history. It 
is partly because of the history that the 
buyer purchased the article, or articles, and 
placed them in the gift department for sale. 
Now, if there are several sales. people in 
the store, it is difficult for them to be told 
these different histories and to remember 
them. Nothing is more annoying to a cus- 
tomer who is keyed up over a particular 
vase, for instance, than to hear the sales 
person say, “Just a minute. I will ask Mr. 
B about the rest of that story.” 

It may lose the sale. Sales must run 
smoothly, quickly and interestingly on the 
part of the sales person, leaving only the 
final decision to the customer. The more 
orderly and swiftly the sales person’s mind 
works the better the customer will respond. 

Some stores have found that the card 
index method is the best way to handle these 
fascinating pieces of gift department mer- 
chandise which have so _ interesting and 
unique histories. Each piece of merchandise 
in the gift department has a number. Upon 
the receipt of this merchandise and number- 
ing of same and preparation for display, the 
buyer dictates a short note about each to 
a stenographer and then his work is done. 
The stenographer transcribes her notes on 
cards which are filed in a small card index 
file according to number. Sales people are 
given the new numbers and prices of mer- 
chandise and can either look up their num- 
hers in the file located in the gift depart- 
ment or can look over the cards before they 
are filed. When Mrs. H—— is looking at 
some attractive vase or a novelty bronze 
paper cutter, the sales person can take a 
second to bring forth her card if she is not 
sure of her story and Mrs. H has the 
story before her on the card or repeated by 
the sales person. Soon customers learn to 
pick out odd articles. They ask for the his- 
tory of the articles which interest them. 
They even learn to buy from history instead 
of eye appeal. 

The card index eliminates the bringing into 
a sale of another sales person which is bad 
for several reasons, one of which is that it 
decreases the sales ability of the first sales 
person when another has to be called in and 
customers feel this strongly. In many in- 
stances they will go to the sales person 
called upon for assistance when they have 
another perchase to make and the original 
sales person will never know why the 
change was made. 

The card index reinforces the knowledge 
of your sales persons with authoritative 
knowledge, records purchases made by the 
buyer, and satisfies the customer more even 
than the word of two or more sales persons. 
It also is a businesslike method which, odd 
as it may seem, appeals to the most unbusi- 
nesslike woman.—V. R. B. 
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Karl Fasold, Gulfport, Miss., reports that 
the show window at his store was smashed 
recently and merchandise valued at $175 
stolen. 
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Bakelite is anexclusive 
trade mark and can be 
used only on products 
made from materials 
manufactured by the 
Bakelite Corporation. 
It is the only material 
which may bear this 
famous mark of excel- 





TRADE MARK REG. U. S. PAT. OFF. 





Make up your a Sao 


of Bakelite Jewelry 


Above are shown a few of the many forms in which 
Bakelite is now sold to the jewelry and novelty manu- 
facturer. 


There are also smooth and faceted beads both round 
and oval, beveled cubes, pear pendants, boutons flat and 
dome, and numerous other forms. 


Special shapes can be made in your own designs, in 
orders of reasonable quantity. 


The colors include amber, ruby, emerald, jet, jade, and 
carmelian. The assortment of shapes and colors 
available makes possible the desigring of an endless 
variety of beautiful articles. 


Complete intormation and color chart furnished upon 
request. 
Write for Booklet 21. 


BAKELITE CORPORATION 
247 Park Avenue, New York, N. Y. 
Chicago Office: 636 West 22nd Street 


Bakelite Pearls in various shapes and in necklaces, ropes, chokers and 
bracelets are a creation of the Embed Art Corporation, 
Perth Amboy, New Jersey 


THE MATERIAL OF A THOUSAND USES 





KELITE 





is the registered trade 
mark for the phenol 
resin product manu- 
factured under pat- 
ents owned by the 
Bakelite Corporation. 
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Fourth Annual Chicago Gift Show 


A Review of the Latest Importations and Products of Domestic Manufacturers to be Exhibited at the 





Hotel Sherman, August 3-8 














: igne fourth annual show of the Gifts, Art- 
wares and Novelties Association, to be 
held Aug. 3-8 at the Hotel Sherman, Chi- 
cago, is already attracting much attention, 
and it is expected that many jewe.ers will 
be among the buyers. Jewelers who conduct 
gift departments will be particularly inter- 
ested in this show as there are to be many 
lines exhibited appropriate for a jeweler’s 
gift stock. 

A show of diversified exhibits is assured 
by the almost 100 exhibitors, representing 
several hundred leading manufacturers, who 
have already actually contracted for exhibit 
space, and the great number who are nego- 
tiating with the association officials for space. 

In order to help retail jewelers to quickly 
locate the gift merchandise in which they 
are interested and to give them an idea of 
the lines to be exhibited, THE JEWELERS’ 
CircuLAR has obtained advance information 
from many of the concerns and presents 
herewith a review of these exhibits, the 
names of those to be in charge of the ex- 
hibits and the room numbers in which the 
displays will be found. 


E. & J. Bass, Inc. 


Harold Charmack will be in charge of the 
display of E. & J. Bass, Inc., 339 Fifth Ave., 
New York, assisted by B. Simon. Display 
room will be No. 1207. Jeweled toilet sets 
will be one of the features of this display. 
These are in green and rose gold, 22 karat, 
jeweled. The sets consist of comb and brush 
and mirror with the additional articles of one, 
two and three perfume bottle sets, lotion 
bottle (gold decorated stoppers), tray any 
size with lace insert, jewel boxes, picture 
frames, clothes brush, compacts, cigarette 
boxes, handkerchief boxes, flower vase. This 
is a custom built line in any stones in green 
and rose gold. Additional styles have glass 
and Normandy doily, or are in primrose 
and blue, pink and blue, though they will be 
made up in any color. The feature of these 
is that after the comb, brush and mirror 
set has been obtained, the other articles can 
be purchased by the piece and make a very 
attractive and expensive appearing gift. 
There will also be a large display of glass 
ware, decorated with sterling silver deposit 
and gold encrusted glass ware. These run 
in all colors. The new color—tangerine 
with black and sterling decoration will be 
represented. Articles of this class will be 
vases of all sizes, cheese and cracker trays, 
cracker and sandwich dishes, flower bowls, 
powder puff jars, ice tea sets, salt and pepper 
sets, mayonaise dishes, console sets, liquor 
bottles and cups, cream and sugar sets, 
cigarette boxes, syrup pitchers, night water 
sets, candy jars, cigarette trays of all kinds 
with nickel, sterling or plated trim, inkstand 
sets of glass and hammered silver, and other 
pieces, and medicine glass of china, tray and 
glass cover with silver deposit trim. Colored 


oven glass ware in casserole, pie plates, and 
vegetable dishes in silver plated holders in 
hammered and scroll work will also be dis- 
played. Cocktail shakers and sets and flasks 
in silver plate, copper, silver and gold and 
bottles with six glasses in silver holders will 
be shown as well. Fan Toi, toilet requisites 
of bath salts, pot pourie, lavender flower, 
rose leaves, smelling salts, incense, all in 
decorative boxes and decorative glass ware, 
hand painted containers and deposit decora- 
tions. In addition the complete line of silver 
plated hollow ware of this company will be 
on display. 


Hansen Trading Co. 


Mrs. M. Catlin Hansen will be in charge 
of her display in Room No. 1153. Features 
of this company’s products are their uni- 
queness and original designs. Mrs. Hansen 
herself makes most of the designs and turns 
them over to foreign manufacturers to pro- 
duce for her. From the Paris exposition, 
and from Prague she has obtained ideas and 
also novelties. The novelties will be dis- 
played in her show room at the Hotel Sher- 
man and the ideas have been adapted to the 
American buying public and some will be here 
in time for the show while others will appear 
at a later date. Sweedish glass, a new 
product specially adapted for gifts, a blown 
cameo glass somewhat like Venetian glass, 
will be shown in vases, bowls and pitchers. 
These will be in shaded colors, also metallic 
lustre cameo and flecked glass. Austrian 
pottery, especially made by the quaint 
peasant kilns of France, handmade, in tea 
sets, milk pitchers with strainer and ad- 
justable tops, and plates whose designs are 
reproductions of ancient designs. Leather 
goods, specially designed by Mrs. Hansen in 
change purses, desk sets (desk sets in wood 
will also be shown) cigarette holders, card 
cases, and work boxes will be shown from 
Vienna and Germany and France. Small 
specially boxed Galalith gifts which are low 
priced merchandise for prizes and favors 
will be shown. Willow trays, which stand 
this climate better than the wood and metal 
ones, with a new insert which is a painting 
substitute for petit point and Normandy 
lace will attract attention. They are colored 
and in all sizes. From Paris Mrs. Hansen 
will show her own designs in shell flower 
lights and guards for side lights and_ per- 
fume burners, all especially and attractively 
boxed. The Russian refugees in Paris have 
been the source of chic personal (adorn- 
ment) bouquets and favors of all types, made 
of all kinds of materials, all her own design 
and _ attractively and individually boxed. A 
metal extension ruler pencil is a novelty she 
will show, also many kinds of paper cutters. 
Pottery inkstands and tiny trays which can 
be used for ashes, pins, etc. and lustre vases 
from the Prague fair, wooden painted 
marionettes for baby carriages and sachets 


in the new Parisian perfumes will be shown 
also. A very serviceable loose sheet memo 
pad, each pad about 2% by 1% inches, with 
the name of a month at the top of each 
sheet, has a leather removable holder and 
fits into a tiny leather covered box. There 
are 12 of these pads, one for each month. 
They will be very serviceable on desks and 
tables in connection with the pocketbook of 
the lady who keeps appointments on paper. 


The Napier Co. 


Carl H. Doolittle, assisted by Tom A. 
O’Malley, will be in charge of the display of 
the Napier Co., 389 Fifth Ave., New York, 
in Room 1110. With the revival of Vic- 
torian styles in decorations the jewelers 
have followed with this style in jewelry. 
This is the feature of the display of this 
company. Antique jewelry is in vogue, in 
Roman gold finish. This jewelry consists 
of brooches, locket and chain, earrings (to 
match) with other combinations including 
bracelet, and intricately designed necklaces. 
Dolly Madison bracelets in Roman gold 
finish are shown. These are faithful repro- 
ductions in narrow and broad styles, sterling 
and gold filled, hand carved and engine 
turned, also pierced and oxidized silver. 
Filigres, Roman gold or silver finish in all 
widths from about 1%4 inches to very narrow 
bracelets will be shown. Beaded chokers of 
every style in the popular shades with 24 
karat cappings, filigree chokers’and purple 
and gold chokers will be on display. Congo 
bracelets, clever reproductions of the 
original African bracelets in Roman gold 
finish will be seen. Earrings, coming back 
with a flourish of larger sizes than ever 
before, will be shown in every pattern con- 
ceivable, but the hoop in Roman gold finish, 
filigree and plain gold hoops are featured, 
together with a large line of purple earrings. 
The newest chains are all about 22 inches, 
and reproductions of old antique chains in 
chain clamp effect and also filigree in fancy 
shapes. Indian bracelets of sterling silver 
and stone insets of all colors, Roman gold 
mesh bags with antique filigree tops, also 
green gold and sterling silver and solid gold 
with enamel stripe trim in sterling silver, 
and belt buckles (for men) in sterling silver 
also striped with gold and enamel will be 
displayed. Sterling silver cigarette cases, 
all sizes and shapes, some gold and enamel 
trimmed will be on display. Sterling silver 
compacts and vanities, all filled with good 
powder and puff can be seen. The featured 
ones are about two inches in diameter and 
very thin. They are made to take the com- 
pact or loose powder. Some take powder 
and rouge. Sterling silver articles in the 
following kinds will be shown: cigarette 
cases for men and women in new shapes, 
flasks from one ounce to one-fifth (gallon), 
to fit the pocket with a collapsible cup cork- 
ing the flask (a patented article) in various 
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“Gift Pieces 
HAWKES 


Visit Our New 


Crystal Showroom 





542 Fifth Avenue 
New York City 


Marcus Bldg., corner 45th St. 
Telephone Murray Hill 10379 





A cordial invitation is extended 
to every buyer interested in new 
ideas for stimulating fall business 
to visit our new Crystal Showroom 
at 542 Fifth Avenue, New York 
City, where we now are exhibiting, 
to the trade, our complete line of 
startling innovations in crystal 
gifts, crystal table services, and 


colored glassware. 


T. G. Hawkes & Co. 


Corning, N. Y. 


Pacific Coast Office: 140 Geary Street, San Francisco 


| 
| 
| 
| 
| 
| 


| 
| 
































— 


aE 





LADOR 


Musieal Novelties 


make the most wonderful Gifts and should 
not be missing in any Jewelry Store 
Powder Boxes — Atomizers 
Jewelry Boxes 
Cigar and Cigarette Humidors 
Bridge and Poker Sets 
Crystal Decanters, Pottery Jugs 
Candy Boxes and Candy Jars 
Revolving Christmas Tree Stands 
An exquisite selection of 


Dutch and Swiss Pottery 


Send for catalogue and samples. 
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Gifts, Artwares and Novelties Exhibit 
Chicago, August 3rd to 8th 
Hotel Sherman — Room 1232 


LADOR, Inc. 


58 West 45th Street 
NEW YORK CITY 


Adrien Lador, Ste. Croix, Switzerland 


Exclusive Agents in the U. S. A. for | 
Established 1820 | 


Known the world over for quality and low prices. 
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shapes. all gold lined and either a plated 
or sterling outside. The new model is the 
Keystone. 

Julius Beckhardt Co. 


A. C. Moss will be assisted by Miss 
Gladys Carstaphen in the display of Julius 
Beckhardt, 3 W. 29th St. New York, 
merchandise in Room No. 1400. They are 
the mill branch, and their line is high grade 
stationery and novelty packing for same. 
All the paper is rag stock and most is hand 
made. The paper, in many instances, is 
boxed so attractively that when the paper is 
used up the box can be utilized for handker- 
chiefs and whatnots so dear to a woman. A 
thistle decorated box contains paper and 
envelopes and is lined with beautiful silk 
tissue of Scotch plaid, all tied with a ribbon 
to match. The color harmony and match- 
ing of box cover, envelope lining and tie 
ribbons are features of this house. Among 
many portfolios is “Pompeii” with a cover 
expressing the ancient grandeur of the days 
of Ceasar, and it contains in a small quantity 
a quality of paper which is contained only in 
the highest grade boxes. Juvenile stationery 
is a very novel line. Because children like 
to copy their elders beside the line with 
dainty illustrations and pictured fairy tales 
in attractive boxes there are many of the 
lady’s styles in reduced sizes. The de- 
butante and “flapper” are catered to in 
splashy paper which gives the exuberance of 
youth, High grade announcements. for 
weddings, etc., and for very individual mono- 
graming, hand hammered, hand made paper 
with hand deckeled edges of a_ thickness 
almost sufficient to be used as a dress, which 
can be ordered for delivery in bulk to 
engraving departments will also be displayed. 
A new German discovery is a fibrous com- 
position which very closely resembles leather 
and when used on a box cover and stuffed 
with cotton it is very deceptive. There are 
several styles of this material, one the 
alligator finish and the other a smoother 
finish. The paper is white with lavender 
linings and lavender ribbons. “Duo Marga,” 
is another offering. The box of this new 
material, contains 100 sheets, 50 double 
correspondence cards and 150 envelopes. 
There is a special drawer for the two sizes 
of writing paper. “Derby” a cardboard 
box, contains a quire of very attractive 
paper, white impregnated with a_ purple 
stripe on both paper and envelope in a cross 
pattern of the lines. This shows the 
artistry of handwork. The paper is club 
size. “Charta Antiqua” is white, with 
deckeled edge and with water mark of 
original hand press and the date when the 
mill started. These gift boxes have hand 
painted covers, and paper in exotic shapes. 
A modern touch is given in “Chic” the new 
style of “Cartes Lettres” with the extra 
sheet. This letter, that is its own envelope, 
is made in a delightful shade of lavender 
and pink. In addition the regular line will 
be shown. 

The Norwood Co. 


R. F. Stewart will show the merchandise 
of The Norwood Co., 225 Fifth Ave., New 
York, in Room 1404. This line consists 
of decorated kitchen sets and utensils, 
cutter cups, etc, all attractively boxed, 
receipt clipping. envelope and another for 
valuable papers, leather covered: decorated 


metal shoe trees: colored glass vases, small 
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and tall; glass perfume bottles, powder 
jars, of hand painted glass; bridge sets and 
smokers bridge article:. for card parties and 
for men; decorated bread board and knife 
to match, Rand painted, tne knives having a 
Harrington steel blade. Glass and wood 
decorated candle sticks in all colors; candles 
decorated and in drip effect. Narcissus bulb 
bowls, attractively boxed, and bulbs. This 
item is a very attractive and dainty gift 
department number. The entire line will be 
represented at the show. 


Rudolf Lesch 


F. Siemerling will be in charge of the dis- 
play of Rudolf Lesch, 225 Fifth Ave., New 
York, in Room No. 1215. The usual line of 
ship models and pictures, framed and un- 
framed will be shown. 


Lador, Ine. 


Either J. R. or F. M. Lador will be in 
charge of the display of Lador, Inc., 58 W. 
45th St. New York, in room No. 1232. 
Atomizers of colored glass with brass base 
and trim, which play a musical tune: when 
lifted, perfume bottles, red colored glass, 
which play when lifted out of brass basket 
effect holder; are among some of the new 
articles which will be shown. Powder boxes 
of a low round and tall shape will be shown 
in four colors, green, rose, blue and lavender. 
The material is a white metal brushed color 
with a metal medallian or a_ porcelain 
medallion. Cigarette and cigar boxes of 
Thuya wood, wood from Abyssinia, with 
outsides of inlay rose wood, and plain Thuya 
wood boxes of different finishes, all playing 
music when the cover is lifted, will be shown. 
These boxes are of a larger size now than 
ever before. Musical pottery jugs and cork, 
the music box a Swiss product and the jug 
a domestic product; cigar and cigarette 
boxes of every type; jewelry boxes of 
Thuya wood with plush linings, will also be 
shown. There are about 5,000 different 
tunes which are put out in these musical 
articles. They include jazz, popular, old 
time and national airs of all countries. A 
very expensive novelty is the singing bird 
in a gold filled box. A bird of real feathers 
appears through an opening which then 
closes and the singing bird sings in clever 
imitation of a real bird and then disappears 
again. The box is packed in a plush lined 
leather box. Dutch pottery tea pots, jugs, 
candlesticks, fruit bowls, water pitchers and 
liquor jugs will also be shown. A wooden 
tobacco jar with a music box attachment 
when cover is removed, and a wooden to- 
bacco jar with a hand carved dog’s head, 
will also be shown. 


A. L. Tuska Son & Co. 

John Rosetti will be in charge of the dis- 
play of A. L. Tuska Son & Co., 116 E. 16th 
St., New York, in Room No. 1430. The 
merchandise to be shown consists of all 
shapes and sizes of Japanese cloisonne bronze 
vases, also in lamps, without shades; 
Japanese dutch silver designed trays, boxes, 
vases, etc; porcelain vases, hand painted and 
otherwise, all sizes; lacquered candy boxes 
and cigaret boxes; baskets, including silk 
lined for candy or work; Satsuma vases or 
lamp bases; a general line of small con- 
diments sets, salt and pepper shakers in 
attractive boxes; and a general line of china 
tea, coffee and chocolate sets. The complete 
line will be represented at the show. 
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Lazarus & Rosenfeld 

E. P. Daley, middle western representative 
will be in charge of the display of Lazarus 
& Rosenfeld, 100 Fifth Ave., New York, in 
rooms Nos. 1402 and 1403. He will be 
assisted by M. A. Zolle of the New York 
office. A new feature which will be shown 
is a 23 piece Manhattan shape lustra tea 
set. Italian pottery, Majolica basket ware 
and console sets in a very extensive stock 
will be displayed. Lamps with hand made 
silk shades, marble and bronze bases, also 
china and pottery bases and bisque figure 
bases in box effect for candy will be shown. 
Foreign ship models; a complete line of 
Italian leather goods including pads, cigar- 
ette boxes, bridge scores, novelty boxes, all 
types of books, etc.; tapestries; small iron 
men; lamps of all types including Girondolo 
for table and wall; hand carved bellows; 
glass globes for hanging lights; novelty 
goods of all descriptions will be displayed. 
In China will be shown candy, powder, and 
novelty boxes, perfume bottles, and decora- 
tive small’ pieces; breakfast sets for two 
with a tray; tea and toast sets of eight cups 
and plates, teapot and sugar and cream; 
Manhattan tea sets; cereal sets in lustre; 
and coffee sets with six cups and saucers, 
coffee pot, sugar and creamer. The open 
stock dinner ware is in golden crustations 
and regular border patterns in chinaware 
from Czecho-Slovakia. Earthenware from 
England in open stock dinner sets will be 
shown too. 


The Decorated Linen Co. 

Mrs. C. Zeisler will be in charge of the 
display of the Decorated Linen Co., 15 E. 
26th St. New York, in room No. 1146. 
This company imports its decorated linen 
and handkerchiefs from Belgium, China, 
Ireland, Italy, France and Germany. The 
line consists of chair backs and arm rests; 
bridge sets (cloth and four napkins) ; 
luncheon sets of six napkins’ and cloth; 
twelve napkins and runner, and _ four 
napkins and cloth; baby pillow cases and 
bassionette sheets (embroidered) ; fancy tray 
cloths; fancy guest towels; buffet sets and 
a very large number of small items which 
are very popular as gifts. The entire line is 
all pure linen, hand embroidered, hand cut 
work, and other types made in Italy and 
Venicc. De Ruta mosaic tray cloths, Italian 
ecru linens will also be shown. Some pieces 
are trimmed with hand work. 


John B. Salterini 

Bert Rinken will be in charge of Room 
No. 1156 and 1157 in which John B. Sal- 
terini, 35 W. 23rd St., New York, will dis- 
play wrought iron products. Miss M. Carp 
will assist Mr. Rinken. Wrought iron 
bridge lamps with paper parchment litho- 
graphed shades or with velvesheen shades, 
handpainted and decorated with beads or 
real parchment shades, hand decorated, will 
be displayed. There will be a large assort- 
ment of designs in ivy stands with a copper 
bowl in the top. Coffee tables and end 
tables with marble tops and tea tables with 
glass tops (wrought iron tables) will be 
seen. Wall pockets with copper inserts or 
glass inserts; candle sticks for both table 
and floor; piano and fireside benches and 
console tables will be shown. Aquaria are 
made to hold the domestic round glass bowls 
and the imported oblong glass bowls. All 
the products of this company are hand 
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Attractive assortment of 12 unusually beautiful Italian vases, candle- 
sticks and pair of book-ends, shipped to you complete, for $25. 


Visit our large exhibit of giftwares, fancy glass and pottery from England, France, Germany, Holland, Spain, Italy 
and Czecho-Slovakia, at the CHICAGO GIFT SHOW, AUGUST 3rd TO 9th. ROOMS 1100 and 1101, HOTEL 


SHERMAN. 


TTL, 
At 19th Street 
119 FIFTH AVENUE, Athan Genet Mi rnd NEW YORK CITY 


Manufacturers and Importers of China, Pottery and Glassware 
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hese distinétive settings have made astonishing sales records— 
typical of the entire line—superb in workmanship—commer- 

cial in price—nationally advertised. 

Special displays at 
Chicago Gift Show - August 3- 8 inc. Kansas City Gift Show - August 17 - 22 inc. 


Philadelphia Gift Show - August 23 - 29 inc. San Francisco Gift Show - August 17 - 22 inc. 


Permanent Show Rooms 
NEW YORK CITY PITTSBURGH CHICAGO KANSAS CITY LOS ANGELES 


Howard G. Selden George R. West Sales Co., W. C. Owen, Inc., W.C.Whitfield, The Rombong, Henry C. Hubley, 
225 Fifth Ave. 954 Liberty Ave. 17 N. Wabash Ave. 1114 Grand Ave. Transportation Bldg. 
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wrought with no castings and are Italian 
and Spanish in design though they are 
domestic goods. The finishes are in rust, 
polychrome, antique gold, old ivory, and 
black and gold. 


The Gift House 


Morris Cohen will have charge of the dis- 
play of the merchandise of the Gift House, 
14 W. 23rd St., New York, in rooms Nos. 
1251 and 1252. His assistants have not yet 
been chosen. The new items which will 
appear at the show include genuine solid 
bronze book ends in new numbers such as 
Hope, Angelus and Gleaners in new de- 
sign; brass bowls and nut crackers separate- 
ly and in sets; an old English brass squirrel 
nut cracker representing a squirrel on a log 
is one of the new crackers. . Old English 
brass book marks boxed in attractive indi- 
yidual boxes will attract attention. A 
smoking stand will be shown with a heavy 
base permitting tipping to a great angle and 
rebalancing. It is sanita’y in that it has 
a large heavy glass ash tray with four 
grooved rests for cigars, a metal match 
holder goes with it and the finish is statuary 
bronze. The regular line, which will also 
be represented at the show consists of 
Bronzmet book ends, and a complete line of 
brass candle sticks, candelabra, sconces, 
door knockers, andirons, fire sets, nut 
crackers, fruit and nut bowls, hammered 
trays, engraved trays. The trays are all 
sizes in round and oblong shapes. 


Armin Degener, Inc. 


Edmund D’Orday will display the merch- 
andise of Armin Degener, Inc., 389 Fifth 
Ave., New York, in Room No. 1443. Lerys 
and Racca perfumes will be displayed. 
Lerys comes in five floral odors, and Racca 
in Brise d’Or. These two are French per- 
fumes. A domestic perfume is Degener’s 
Eraine. All of this merchandise is packed 
in attractive boxes and novelty bottles. Each 
of the brands runs in a complete line of 
toilet requisites such as cold cream, powder, 
toilet water, perfume, etc. In addition this 
house will show an exclusive line of hgh 
class crushed calf leather novelties, gold 
tooled. This line is domestic but contains 
no standard articles. 


Nathan Straus & Sons 

R. E. L. Wells will be in charge of the 
display of Nathan Straus & Sons, 119 Fifth 
Ave., New York, in rooms Nos. 1100 and 
1101. Miss Julia Farrell and Seymour 
Mazabaw will assist Mr. Wells. Many 
articles in pottery imported from Spain and 
Italy will be shown, including all kinds of 
artistic potteries of the season in tea sets, 
vases, dishes, etc. Longwy ware made in 
France will also be shown. Czecho- 
Slovakian glass in a complete line of vases, 
dishes and types of console sets, candy jars, 
puff jars, etc, will be included. Nathan 
Straus’ own line of decorated glass candy 
Jars, puff boxes, perfume bottles, etc, will 
be displayed. Gouda ware, Holland pottery, 
will also be represented. Some novelty 
glass (Czecho) covered boxes, trays 
and puff boxes with trays and match 
holders will be shown in cameo effect 
In engraving with gold and silver leaf fill. 

lhere are many dainty small articles which 
are very well adapted to the jewelry store. 
Flamingo ware, Czecho glass, in vases and 
flower holders are in a combination of 
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yellow and red creating the impression of 
sunset. Dinnerware of the Schwartzburg 
open stock patterns, tea sets of all grades, 
French Superieur Limoges dinnerware, also 
German dinner sets compose a part of the 
dinner ware. The rest consists of English 
and German earthenware. Italian dresden 
lace figures and earthenware pottery from 
Koburg, Germany, in figures, vases, flower 
holders, powder and cigarette boxes and 
numerous other articles, together with repre- 
sentative goods from the general line will 
be on display. 


Huylers 


Mrs, E. D. Leavitt, Chicago, representing 
Manufacturers Sales Service, 17 No. Wa- 
bash Ave., Chicago, will show the following 
line of products from Huylers, 18th St., and 
Irving Pl., New York, in rooms No. 1200, 
1200A, 1201, 1202, 1236, 1256, 1257. Just which 
one of these rooms will contain the display 
we were unable to learn. The line consists 
of candy novelties such as gum figures, tea 
baskets, wire frame jams, chocolate special- 


ties foil wrapped, hard candy dolls and . 


candy party favors. 
Oscar O. Friedlaender Co. 


M. M. Marks, in charge, assisted by Miss 
O’Brien and E. Applebaum, New York 
salesmanager, will show the merchandise of 
Oscar O. Friendlaender Co., 40 Murray 
St., New York, in Rooms Nos. 1111, 1112, 
1114. Among the articles on display will 
be imported German iron ware, and lamps; 
French shell flowers; ship models from 
Germany; brass and alabaster from Italy; 
(Czecho-Slovakian vases and lighting glass- 
ware; porcelain figures from Germany; 
Majolica ware from Italy; bronze finished 
figures from France and Germany; brass 
fireplace sets from France, mirrors from 
France; Girondoles from France; lamps in 
large assortment with or without shades 
and very attractive shell shields for candle 
lights in all colors. 


Butterworth Co. 


Louis Reitman of the Pollyanna Co., 
Chicago, will show some of the lines of 
Butterworth Co., 225 Fifth Ave., New York. 
The Pollyanna Co. will occupy Rooms Nos. 
1422, 1423, 1424, 1425, 1426. Just what 
will be shown we were unable to ascertain. 


G. Granata & Co. 


Arthur Palmer will represent G. Granata 
& Co., 225 Fifth Ave., New York, in Rooms 
Nos. 1489 and 1490 and show the line of 
Pompeian tear vases, which are replicas of 
the old Roman ones; genuine’ bronze 
tripods with Florentine glass vase with 
handles, in figures and animals; hand 
carved wood, hand painted Venetian trays 
of all sizes; Antique Castelli pottery and a 
complete line of Majolicas; a full line of 
hand tooled Florentine leather; and lamps 
with Castelli bases, large sizes, sold and 
displayed with shades. The unusual and 
usual types and shapes of bases and vases 
can be found here. 


A. L. Reed Co. 


Mr. Reed will be in charge of his com- 
pany’s display in Room No. 1203, assisted 
by Samuel L. Griffin. (A. L. Reed Co., 
373 Fifth Ave., New York.) Mr. Reed is 
featuring a very large line of popular 
priced novelties in leather for the gift de- 
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partment which has a low priced table for 
prizes and favors. The line consists of: 
address book, in English paste grain leather ; 
shopping memo, Turkish morocco and 
Ecrase leather; address book, Morocco 
grain leather; Florentine book mark; 
Diary, black linen grain leather; address 
book, Safian leather; playing cards, one 
deck in assorted leathers; cigarette case, 
tan cowhide, which holds package of 20 
cigarettes; pocket toilet companion, mirror 
and comb, English paste grain leather; 
comb and file case, brown calf skin; drink- 
ing cup in black Mbrocco grain case; en- 
gagement book in black cobra grain leather; 
flask, half pint, covered with black Morocco 
grain leather; sewing roll, ecrase leather; 
Morocco purse (three sizes); leather back 
cloth brush; key case, brown calf skin, five 
hooks; easel calendar, perpetual, Safian 
leather and engagement pad in imitation 
leather; telephone book, English paste 
grain leather; telephone list, imitation 
Ecrase leather; bill fold, black calf; tele- 
phone list and pad in cloth; “My Trip” in 
imitation leather; writing case, imitation 
leather and engagement pad in imitation 
leather. In addition Mr. Reed will“ show 
a large line of Florentine leather goods, 
hand. tooled, and illuminated. The line 
consists of such items as bridge sets, writ- 
ing sets, cigarette cases, engagement pads, 
diaries, ladies’ pocket books. The diaries 
are for five years and also one day to a 
page. A large line of books of interest to 
travelers are entitled, “My Trip Abroad,” 
“My Trip,” “My Vacation,” “Places 
Visited” and “Automobile Trips.” Mr, 
Reed also shows the well known line of 
Reed-Craft hand bags and underarm purses 
made of mahogany colored Spanish steer 
hide, hand laced, hand tooled, fully leather 
lined. Many have imported Florentine 
covers in exquisite colorings. Sewing cases 
will also be shown, and men’s equipped 
cases. ' 
The Decorative Plant Co. 


Henry Geiringer will be in charge of the 
display of the merchandise of The Decora- 
tive Plant Co., 230 Fifth Ave., New York. 
His assistants have not yet been selected. 
He will be in Room Nos. 1138 and 1139. 
The display consists of Parisian shell 
flowers, which are this company’s own 
creations in hydrangea, poppies, roses, 
wisteria, narcisus, etc. Artificial flowers of 
all kinds, imported from all parts of Europe 
will be shown. Corsage bouquets of popular 
flowers such as gardenia, made of velvet, 
silk, a fibre material and other materials, 
manufactured in their own factory will be 
shown. Glassware and china and porcelains 
all in the decorative class, and many decora- 
tive accessories, imported, will be on display. 
Vases, flower bowls and flower receptables 
are among them. Glass tulips and leaves 
will be shown. 


Art Industries, Inc. 


F. W. Boeckel will be in charge of the 
display of the merchandise of the Art In- 
dustries, Inc., 225 Fifth Ave., New York, 
in room No. 1408. This company handles 
Lavinite products in the main, and a very 
unique line of Bavarian china ware vases, 
which are mounted here. They are of all 
colors and of various sizes. Lavinite is a 
pottery in a combination of minerals and 
metals. The colors obtained are the rich 
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___ Wedgwood Jasper 1s so well and favorably known by the public that only a reminder is neces- 
sary to stimulate sales. This will be found in our current advertising in national magazines. 


Sosiah Wedgwood & Gons, ne. 


OF AMERICA 


255 FirtH AVENUE - New York @ 


SOGTSTSOL EE 


WHOLESALE ONLY 


Potteries Etruria, Stoke-on-Trent, England 





Flower Time All Year Round Means 


Increased 
Business 
For You 


No. 404—Wrought Iron Fern Stand, gracefully designed. Artificial plant and foliage 
filling. Truly the creation of a master. Stands 60” high. 

Price $10.00 oe. Filler only $5.50 each 

No. 101—Table Decoration. An artistic metal basket in Ivory, Gold or Mahogany, filled 

with beautiful life-like flowers. Size 7” wide, 214” high...Price $36.00 Dozen 

No. 303—A handsome metal basket 6” wide and 9” high. Filled with an assortment of 

highly colored artificial flowers Price $30.00 Dozen 


OUR SPECIALTY 


Artificial Flowers of the Better Kind If you cannot visit our New York show- 

for Counter Sales rooms, we will gladly send you a $35.00 or 

gt nr “i more than nr ogg Sen $50.00 assortment upon request. Our ex- 

o! artificial owers, imported trom france, tensive line also includes a large selection 

Germany and Czecho-Slovakia cannot be apeasitts : a : ; f 

duplicated anywhere in price nor workman- ©! French Shell Flowers in a variety 0 
ship. colors. 

Inasmuch as new items are continually being added to our stock, we cannot issue a catalogue. 

SEND IN YOUR ORDER TO-DAY 
Terms: 2% 10 Days, Net 30 References or check must accompany initial order 


HAYMAN & LINDENBERG, Inc. 


225 Fifth Avenue New York, N. Y. 
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metallic black; black with antique green 
(verdigris, which gives old bronze appear- 
ance) ; taupe and cele brown (new bronze). 
In many instances a beautiful marble effect 
is obtained. The merchandise consists of the 
following line: Articles for the price table, 
candlesticks, bowls, compots, cigar boxes, 
fruit and nut dishes, covered bowl, ash trays, 
small jardiniers, covered jars, book-ends, 
candlesticks of the low type, etc. The rest 
of the line comprises some of these same 
articles in more expensive pieces, some silver 
and some gold applied trim, and some plain. 
The lamp line will be of much interest to 
jewelers. The lamps are sold with and with- 
out shades. These lamps are completely 
wired in one or two socket styles, and suit- 
able for use on table or boudoir. Handled 
vases are to be shown. The shades to match 
these lamps are in decorated parchment, 
hand-decorated parchment inlay, silk shades 
and taffeta shades, with or without fringe. 
A one-socket lamp on a heavy candle effect 
base will appeal to jewelers. 


International Souvenir & Import Co. 


R. B. Wolper, manager of the Chicago of- 
fice, assisted by A. M. Goldstein, one of the 
firm, will be in charge of the display, of the 
International Souvenir & Import Co., Inc., 
151 W. 26th St., New York, in room No. 
1437. The line to be displayed consists of a 
varied line of French shell flowers and lamps, 
imported leather goods for both men and 
women, particularly a very complete line of 
note books, cigarette cases, calendars, etc., 
in petit point decoration on leather from 
Vienna. A very fine line of imported silk 
fancy goods, such as silk-covered pin cush- 
ions, powder puffs, etc., will also be on dis- 
play. Bisque and porcelain powder contain- 
ers and atomizers, as well as small porcelain 
heads used for decorative purposes, are also 
in their line. A general and complete line 
of favors will complete the display. 


Turchin Manufacturing Novelty Corp. 


M. V. Turchin, president, will represent 
the Turchin Mfg. Novelty Corp., 10 W. 23rd 
St, New York, in room No. 1116. A line 
of imported vases and figure lamps, includ- 
ing German, Italian, French and Chinese 
products, will be shown. A full line of 
shades in the following types will be shown: 
Hand-painted parchment and velveteen; silk 
and georgette; pleated and mounted chintz 
Shades. Brass goods of every description, 
including fire goods, will be shown also. The 
line also includes bronze and brass book- 
ends, iron door stops, glass, brass and inde- 
structible desk sets, as well as a number of 
other items. 

Emil S. Larsen 

Mr. Larsen, 225 Fifth Ave. New York, 
will show his merchandise in room No. 1152. 
His line consists of many articles of interest 
to jewelers in connection with their gift de- 
partments. The Huntington art line is one 
of his features. This line consists of the 
“Eternal Spring” vase and lamp (sold sepa- 
rately), which is of two nude dancing fig- 
ures; a flower holder of a reclining nude, 
and a console sets of handled dish and nudes 
holding the candle holders. These are made 
entirely of metal and finished in verdi, Jap- 
anese, Egyptian and Marafeit bronze. The 
ine consists, in addition, of the following 
articles: Book-ends, flower holders, ash 
trays, lamps, incense burners and gironde- 
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hers. Among the book-ends are the 
“Thinker” and ship models in plated finish. 
The “Eternal Spring” figures are in book- 
ends and wall brackets. A large and a small 
galleon are used as two of the models for 
book-ends, as is set entitled “A Girl at Foun- 
tain.” Most every design is based upon nude 
figures, which are very artistically and grace- 
fully developed. The smoker’s lamp is elec- 
tric, with thrown-over silk shade and re- 
movable copper tray. The figure is of a reclin- 
ing nude. Incense and ashes with removable 
copper tray to match. Flower holder and 
incense burner, with figure of nude girl, is 
very graceful. The nude girl figures are 
used in candlesticks and candlestick with in- 
cense burner combined, and boudoir lamp, 
with throw-over silk shade. Illuminated 
aquaraiums will appeal to the progressive 
jeweler. These aquariums are 18% inches 
high, and the glass is 514 inches in diameter. 
The base and the cover are made of copper 
and completed in a bright or oxidized finish. 
The light is in the base, connected with silk 
cord and a two-piece plug. The bowl is 
made of plate glass. Mr. Larsen will also 
show a line of shell flowers in blended colors. 
These are imported from France. 


Howard G. Selden 


Howard Selden, 225 Fifth Ave. New 
York, will be in charge of his display in 
rooms Nos. 1220 and 1221. He will be as- 
sisted by Leslie Pearp, Joseph Thoroun, 
Mrs. Marie Pickton, Mrs. Nancy Bright and 
Mrs. Elsie Horton. It seems that among 
all the merchandise which Mr. Selden is tak- 
ing to Chicago that Spicer glass and Poillon 
pottery will be of the most interest to jewel- 
ers with gift departments. This does not 
mean that the Craftsman Studio copper arti- 
cles will not more than aptly fit the jeweler’s 
gift department, for they will, because they 
are of the high grade which seems a part of 
the atmosphere of the jewelry store. This 
line consists of hand-hammered or pounded 
copper boxes for all uses, such as cigarettes, 
cigars; trays, desk sets, book-ends, vases, 
which can be made into lamps; fruit or nut 
bowls, smokers’ accessories and _ sconces. 
Some of the trays, book-ends and desk sets 
have a colored insert. The lamps are fur- 
nished with or without shades. Bybee pot- 
tery line is a genuine hand-made pottery 
line. There are vases which may be made 
into lamps of all types. Some vases have 
handles. The rather wide openings at the 
top of the vases make them particularly use- 
ful for wild and garden flowers. The colors 
of this pottery are two shades of green and 
two of blue and one of burnt orange and 
one of yellow. Beautiful styles in De Ruta 
and Majolica Italian pottery will be shown. 
Alabaster articles in powder boxes, cigarette 
cases, lamps and bowls and other articles 
will also be shown. Among the Italian pot- 
tery will be Della Robbia boxes, plaques, 
jam bars, bowls, vases and odd pitchers. 
Italian leather in the Florentine style, hand- 
tooled, in the color—brown—will be shown 
in all types of articles. A line of leather 
goods, produced in New York city, after 
the fashion of the Italian leather, made on 
American wood, which seems to stand the 
American climate, hand-tooled, in brown, will 
also be shown. The line is not very large, 
but includes, among other articles, an up- 
right cigarette box, ladies’ calling cards or 
stamp cases, bridge score and playing card 
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box, desk sets, book-ends, boxes of all types, 
and match boxes in the leather book effect. 
The Francois line of Russian decorated wood 
boxes, and jars, trays and ink wells, etc. 
Black and white porcelain boxes, trays, and 
novelty boxes imported from Germany, will 
be shown, also. Porcelain perfume bottles, 
too. Spicer glass consists of glass with a 
two-fire lustre in amethyst, amber, blue and 
rainbow colors. Many new and attractive 
shaped perfume bottles will be shown, to- 
gether with candlesticks, bowls, novelty ci- 
garette containers, vases and boudoir sets. 
The Harold Chesson line of brown or grey 
suede or bronze leather; Skinner’s silk-lined 
novelties, hand-embroidered, will be shown. 
They consist of tiny traveling silk and cot- 
ton and darning spool boxes and rolls, sew- 
ing kits, sewing rolls, etc. The Poillon line 
of pitchers, sugars and creamers, flower pots 
and numerous other pottery novelties of ex- 
act reproductions of American articles, in 
the four colors of yellow, green, grey and 
ivory, will be featured. The Bradley Studio 
line, consisting of pottery hand-decorated 
bulb bowls, one bulb, in a hand-decorated 
box, and larger bulb bowls which are gay 
and colorful, and can also be used for nut or 
fruit bowls, will be shown. The East Indian 
brass, well colored and well designed, in the 
two types of Banaries and Morobad, is in 
good sized service trays, in oblong, oval and 
round shapes, smokers’ articles, cobra book- 
ends and candlesticks, flower bowls, vases 
and incense burners. Unusual enamel flow- 
ers, little jewel trees in colored glass, in 
imitation of Chinese jade trees, from the 
Elsie Horton Studios, will be shown, also. 
Shades of chintz, and chintz with taffeta over 
them; pleated shades with different coloring 
as the base and corresponding ribbon trim; 
plain color shades and decorative chintz trim 
for all size lamps; and paper over linen 
shades of the same style, will also be dis- 
played. 
Art Metal Products Co. 


A. L. Lowen will be in charge of the dis- 
play of the Art Metal Products Co., 799 
Broadway, New York, in room No. 1146. 
The products of this company are solid brass 
and copper. The line is complete, consist- 
ing of colonial, handled, and guarded candle- 
sticks, five sizes of mortars, all kinds of 
candlesticks (pairs) with all types of bases 
and stems. Heights run from three inches 
to 30 inches, and thé floor candlesticks of 
50 inches, etc.; candelabras with groups of 
five and seven candles with three candles and 
a branch effect with any number of candles. 
One 31%-inch candlestick holds 11 candles ; 
wall sconces for three and five candles in 
harp, lion, eagle figures and plain solid back 
or open work; tea kettles, coffee pots, sugars 
and creamers; coat hook hanger of same 
type as sconces; andirons, tall tops and 
covered cup effect, knobs, with spiral and 
cone tops, cut out ship andirons; fireplace 
sets matching the andirons, holder and three 
pieces of pinchers, shovel and poker; ship, 
with hooks for five pieces, shovel and open 
shovel, poker, pinchers and brush on a three 
legged base; coal skuttles and square and 
hoop-round shape wood baskets; tea jars, 
tobacco jars, cigar boxes, humidors, ciga- 
rette boxes, inkwells, boxes for various uses 
in round, oval and octagon effect; book ends 
of solid pattern with ship in relief, or log 
cabin, or forest scene, or Indian head, and 
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I mported 
Deckle-Edge Sta tionery, 
Announcements and Cards 


Particularly Adaptable for the 
Jewelry Trade 








Beautifully Boxed Stationery from Japan, 
France, Italy, England, Spain, Sweden, 
Switzerland and Austria in white and 
colors, with plain and tissue lined envelopes 
to match, in a variety of sizes and styles. 
Carried in stock in quire boxes and in bulk. 
Immediate or future delivery. 


Samples on request. 


Japan Paper Company 
( 109 E. 31st Street, NEW YORK CITY 
IQs 
A 


709 Witherspoon Bldg., PHILADELPHIA, PA. 
453 Washington Street, BOSTON, MASS. 


Permanent Exhibit 
3ush Terminal Sales Bldg., 130 W. 42nd St., New York 























t Chicago: 
August 3rd to August 8th, 
Hotel Sherman, Rooms 1402-1403 


At Philadelphia: 


August 23rd to August 29th, 
Hotel Adelphia, Room 716 
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Sorts 


DUNHILL 
UNIQUE LIGHTER 


Of Dracticat, handy and 
attractive —the Dunhill 
Unique Lighter instantly 
appeals. Mechanically correct 
it is designed to operate 
with one hand and carries 
enough fuel in irs chamber 
for five hundred lightings. 


Silver plated Gold plated 
$10.00 $15.00 
Sterling silver 


$25.00 


ALSO IN SOLID GOLD 
U.S.A. Pat. No.1022140 Others Pending And Other Combinations 


Engl. Pat. No. 143752 . . 
Write for Discount 
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At San Francisco: 


August 17th to August 22nd, 
Hotel Plaza, Room 37 
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At each of these exhibits we are displaying full 
lines of giftwares gathered from the best 
European buying marts. These goods are 
priced so that you can sell them profitably from 
50c up to $300.00 each. 
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Bohemian Glassware, Italian Peasant Pottery, 
French Bronzes and Ivories, Tooled Leather 
from Austria, Fine China Dinnerware and 
Lustre Teasets from the ‘Victoria’ china fac- 
tory, Dainty Salad Sets from England and in- 
numerable other items that will help make your 
Fall season a profitable one. 
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ALFRED DUNHILL of LONDON Inc. 


Exclusive Importers and Distributors 
for the United States 


SOLE LICENSEE UNDER U.S.A. PAT No. 1022140 
295 FIFTH AVENUE i NEW YORK CITY 
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flower, ships and flower baskets, etc., in cut- 
out work; bells of all types, nut crackers ; 
flower vases, all sizes and shapes; flower and 
fruit bowls on bases; trays in hand-ham- 
mered work, round, octagon, oval and rect- 
angular, also in engine-turned patterns; fruit 
bowls without and with handles, the handles 
movable or not; cracker dishes, flower bowls, 
narcissus bowls, cake and sandwich dishes, 
with and without handles (movable and un- 
movable) ; bread dishes, with movable han- 
dies, cut work and engine turned; cheese 
and cracker dishes, cut and engine turned, 
with covered glass cheese dish; door knock- 
ers of heads, eagle and plain solid knockers, 
small and large; lanterns, hanging and well 
attachable, in all the typical colonial and 
old types, complying with the trend to revive 
old styles and designs, particularly the colo- 
nial; vases with handles in very odd shapes ; 
nut bowls with and without handles; candy 
and shelled nut dishes in odd shapes, handles, 
bowls, with and without bases and all handles 


movable. 
Keller & Christensen 


Mr. Christensen himself will assist Mr. 
Palmer who will be in charge of the display 
of the merchandise of Keller & Christensen, 
17 Battery Place, New York, in room No. 
1489. The well known “Dania” Art Pottery 
will be featured. Three new colors have 
been added to last year’s display. One is 
turquoise, which has already made its ap- 
pearance and two others. The pottery has 
found a new inside glazing which is said to 
eliminate sweating and leaking. A _ nice 
selection of Danish hand wrought pewter in 
the most exquisite designs consisting of 
jardinieres, bowls, plates, trays, boxes, etc., 
will be shown. Some delightful unusual 
glassware in different colors will be on dis- 
play, both plain glass and glass with pewter 
decorations. Another absolutely new item 
is a new metal made into unusual home- 
beautifying articles. A selection of gifts 
for the home made out of a natural stone 
will also be on display. 


Mary Ryan 


Miss Ryan, 225 Fifth Ave., New York, 
will show her merchandise in rooms Nos. 
1400 and 1401. She will show brass, 
pewter, wrought iron, ship models, lanterns, 
lamps in early Colonial type, and pewter and 
glass with electric attachments. Shades of 
pleated chintz and decorated parchments 
with Godey, Chinese, ship model and petit 
Point Prints. Antique map shades, pottery 
made in America, reproducing the old 
fashioned shapes of quaint Spain and Italy, 
flowers, imported from France, shell flowers 
and lacquered flowers. Baskets and wall 
pockets of the well known floral basket line 
in gay colors, including the popular full size 
raffia parrot in hoop will be shown. Glass, 
hand decorated glass novelties of all kinds 
and styles, many of them excellent for 
bridge prizes will be included. The line will 
be completed with a display of hand tooled 
leather bridge novelties. 

The imported brass from England and 
Germany is in bright and dull antique 
finishes, and consists of a large selection of 
trays, book ends, candlesticks, lanterns, 
door-stops, cigarette boxes, ash trays and 
other novelties. Pewter is in dull antique 
reproductions of Colonial and later styles in 
charming pitchers, tankards, candlesticks, 
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plates, platters, bowls, trays and porrigers. 
This collection of pewter contains only 
authentic reproductions and therefore proves 
itself adaptable to the early American in- 
teriors of today. Authentic full rigged 
ship models of a Dutch Man of War (17th 
Century) “Santa Maria” and “Mayflower” 
are in various sizes. Table, bridge and 
junior lamps, many of them reproductions 
of the early Colonial period style in both 
pewter and glass will also be shown. 
Shades are in charming old fashioned and 
modern chintz, gloriously flowered and 
plain; also in neat old English percale and 
calico prints, dotted swiss and other deco- 
rative patterns. The shades have contrast- 
ing ribbon bindings and are adaptable to 
early American interiors of today. Crude 
American pottery in lovely soft colorings 
of ivory, robin’s egg blue, green, orchid and 
other shades, and many old fashioned shapes 
of quaint Spanish and Italian design will be 
shown. The French shell imported flowers 
are genuine hand made of selected French 
shells, hand painted in exquisite colors. The 
lacquered flowers are lacquer on fine linen 
cloth in gay colorings. The hand deco- 
rated glass novelties consist of toilet bottles, 
night sets, talcum powder bottles, bud vases, 
candy jars, candlesticks, marmalade jars, 
perfume bottles, and powder jars. Many 
articles for the price table will be found in 
this line. Goods in leather consist of minia- 
ture book novelties made of metal covered 
with the finest of leather and ornamented 
with old book designs in 23 karat gold, and 
which are quite practical beside being pretty. 
They are in rose, green, brown, blue, purple 
and black; picture frames, book ends, score 
pads, bridge sets, and other novelties will 
be included in the display. The price table 
merchandise can also be found in this leather 
line. 





August Show of National Gift 
and Art Association to Be 
Held at Philadelphia, 
Aug. 24-29 





FUINISHING touches are being placed this 
week on arrangements for the August 
show of the National Gift and Art Associa- 
tion, which will be held as usual at the Hotel 
Adelphia, Philadelphia, Aug. 24 to 29, and 
will contain many new features. This one 
will be the first held directly under the au- 
spices of the association and several innova- 
tions are on the schedule. One will be the 
disappearance of the room signs by exhibi- 
tors, the affair taking on a more dignified 
tone than formerly and there will be no 
“buttonholing” of visitors in the corridors. 
More exhibits than ever are already prom- 
ised and the show will have a more varied 
range than any yet held, according to those 
at the head of the association. One impor- 
tant feature will be a general meeting of the 
association during the show at which a num- 
ber of important projects and suggestions to 
increase the scope and usefulness of the or- 
ganization will be brought up for action. 
A banquet on some evening, probably that of 
Thursday, Aug. 27, at which several speak- 
ers, some of national reputation and others 
in the gift industry, will be heard and a 
splendid program of entertainment furnished. 
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Thomas G. Williams, of the La France 
Textile Industries of this city, as president 
of the association; Samuel Edelman, secre- 
tary and treasurer, and Gene Loeb of the 
Gene Loeb Co., of the executive committee, 
are working on arrangements and are con- 
fident that every exhibitor will be better 
pleased with results than ever. Members of 
the board of directors and other officials co- 
operating with the three already named in 
plans for the affair are: R. F. Stewart, the 
Norwood Co., Cincinnati; Arthur Goodman, 
Arthur Goodman & Co., New York; E, R. 
Thieler, New York; Edward Coles, Day- 
Craft, New York; Miss Mary Ryan, New 
York; Miss E. D. Sanford, New York; 
James C. Butterworth, New York; Leon 
Sultan, Nathan Straus & Sons, New York; 
Wanda Baker, Colonial Candles Co., Hyan- 
nis, Mass.; Mr. Simondetti, of Simondetti 
& ,Co., New York; Morris Cohen, Gift 
House, New York. 

Exhibitors already listed and rooms as- 
signed to them are: James McGee, 453 
Washington St., Boston (701); Atlantic Re- 
fining Co., Philadelphia (702); Art Metal 
Works, 347 Fifth Ave., New York (703); 
Carbone, Inc., 348 Congress St., Boston 
(704); Fishel-Nessler Co., 184 Fifth Ave., 
New York (705); Norwood Co., Cincinnati 
(706); J. A. Nixon, 810 Arch St., Phila- 
delphia (707); Gene Loeb Co., 1011 Chest- 
nut St., Philadelphia (708-09); S. J. Gold- 
hill & Co., 411 Fifth Ave., New York (710) ; 
A. L. Pfersich & Co., 4316 N. 16th St., Phil- 
adelphia (711); The Leathersmith Shops, 
Glenside, Pa. (714); Arthur Goodman, 215 
Fourth Ave., New York (715); Lazarus & 
Rosenfeld, 98 Fifth Ave., New York (716); 
Colonial Candle Co., Hyannis, Mass. (717) ; 
Samuel Edelman, 474 N. 6th St., Philadel- 
phia (718); Franklin Novelty Co., 6124 
Greene St., Germantown, Pa. (719); A. L. 
Tuska, Son & Co., 14 E. 16th St. New 
York (801); W. B. Powell, 6 Maiden Lane, 
New York (802); Napier Co., 389 Fifth 
Ave., New York (803); Charles Hall, Inc., 
3 E. 40th St., New York (804) ; A. H. Poyn- 
ter, 225 Fifth Ave., New York (805); E. 
& J. Bass, Inc., 339 Fifth Ave., New York 
(806); Nathan Straus & Sons, 119 Fifth 
Ave., New York (807); Art Metal Prod- 
ucts Co., 799 Broadway, New York (809) ; 
Day-Craft, Inc., 225 Fifth Ave., New York 
(810); E. E. Smith (811); R. E. Hahn, 
3rvn Mawr, Pa. (812-14); A. L. Reed Co., 
373 Fifth Ave. New York (815); Gift 
House, 14 W. 23d St., New York (816) ; 
Leo Schlesinger & Co., 200 Fifth Ave., New 
York (817); Art Colony Industries, 137 
E. 29th St., New York (818); Charles H. 
Ryan, 1 W. 30th St., New York (819); Arts 
and Crafts Studio, Montclair, N. J. (901); 
Eastern Specialty Mfg. Co., 135 Columbus 
Ave., Boston (902-03); Fulper Pottery, 
Flemington, N. J. (904) ; Charles W. Schaf- 
fer Co., 3214 Chestnut St., Philadelphia 
(905); Ritz Importing & Exporting Co., 235 
W. 40th St.. New York (906); E. J. Cadi- 
gan, 230 Fifth Ave., New York (907-08-09) ; 
I’, E. Morrison Co., 5730 Kingsessing Ave., 
Philadelphia (910); Italian Specialties Co., 
1619 Chestnut St., Philadelphia (911); La- 
France Textile Industries, Frankford, Pa. 
(912); Millard Novelty Co., 1011 Chestnut 
St., Philadelphia (914); Backer Metal Spe- 
cialty Co., 406 Broome St., New York (915) ; 
Mooers ‘ Wright Co., 225 Fifth Ave, New 
York (915); Simondetti & Co., Inc., 71 W. 
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“Decidedly a Man’s Gift” 
Student's Colonial Smoker Lamp 


RADICALLY NEW AND VERY PRACTICAL 


Patented combination of Smokers’ Ash Tray, Match Box 
Holder, and Electric Lamp completely fitted in early Amer- 
ican Pewter Finish. (Will hold Pipes, Cigarettes and Cigars. ) 
15 inches high. $72.00 dozen, individually and beautifully 
boxed, f.o.b. Philadelphia. With parchment shade decorated 
with map of the Original Thirteen Colonies. 


Ye Colonial 


Smoker 


MT 


Combination Ash Tray, 
Match Box and Candle- 
stick in Pewter Finish, 8 
inches high, 5 inches wide. 
$36.00 Dozen, f. 0. b. 
Philadelphia, individually 
and beautifully boxed. 
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Represented by 


MARY RYAN 


225 Fifth Ave. 
New York 
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COLONIAL SMOKER 


DISPLAYED AT THE GIFT SHOWS 


Hotel Sherman, Chicago, Room 1400-01 - - August 3rd-8th 
Represented by Mary Ryan 


Hotel Plaza, San Francisco, Room 432 - - August 24th-29th 


Represented by Mary Ryan 
Hotel Adelphia, Philadelphia, Room 718 - August 24th-29th 


Represented by Samuel Edelman 
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Patented and manufactured by 


SAMUEL EDELMAN 


474 North Sixth Street PHILADELPHIA, PA. 
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23d St., New York (916) ; De Luxe Leather 
Goods Co., Berks and Hancock Sts., Phila- 
delphia (917); Hy-Sil Mfg. Co., Revere, 
Mass. (918); Pompeiian Bronze Co., Inc., 
225 Fifth Ave., New York (919) ; Baltimore 
Clipper Importing Co., 6 E. Pleasant St., 
Zaltimore (920); Dreka Co., Philadelphia 
(921); Wolf, Brown & Co., Inc., 37 Union 
Square, New York (1001) ; U-Neak Dinner 
Favors Co., 476 Broome St., New York 
(1002); Jane Staggers Lutz, 1826 Ludlow 
St., Philadelphia (1003); T. H. Garvin 
(1004) ; International Silver Co., Meriden, 
Conn. (1005); Little Jones Co., Inc., 15 W. 
24th St., New York (1008); Gifts Bazaar, 
225 Fifth Ave. New York (1010); E. S. 
Larsen, 225 Fifth Ave., New York (1011); 
Koscherak Bros., 129 Fifth Ave., New York 
(1012); Mary Ryan, 225 Fifth Ave., New 
York (1014); Cowan Pottery Co., Rocky 
River, O. (1014); G. Granata & Co., 225 
Fifth Ave. New York (1015); Corning 
Glass Co., Corning, N. Y. (1016); F. L. 
White, 120 Tremont St., Boston (1017) ; 
Manhattan Novelty & Gift Co., 51 E. 42d 
St., New York (1018) ; E. R. Thieler, 65 W. 
23d St., New York (1019); J. D. Cardinell, 
Montclair, N. J. (1020); Greenwich Box 
Shop, Inc., Greenwich, Conn. (1021). 





What the Gift Department 
Investigator Sees in Your 
Town 





ET us introduce the investigator. The 

investigator is one who goes from town 
to town as opportunity arises and interviews 
jewelers obtaining from them their opinions 
on gift departments and merchandise and 
merchandising methods in their gifts depart- 
ments. The investigator uses the informa- 
tion gleaned for articles for THE JEWELERS’ 
CIRCULAR. Sometimes the investigator 
quotes the source of his information, some- 
times he does not, it depends. In this article 
the investigator is going to give his feelings 
when arriving in two towns, one in upper 
New York State and one in Pennsylvania. 

Of course environment governs the meth- 
ods of every jewelry store. Or at any rate 
that is what the jeweler tells the investi- 
gator. And then the investigator wonders 
whether the jeweler has ever been out 
side of his store and really does know what 
the environment is. Now you take the 
jewelers in upper New York State. They 
are strong for gift departments. Every 
worthwhile jeweler in one town had a gift 
department of some size and there was only 
one really truly gift shop in that town. I 
suppose I should call the “Town” a city so 
I shall. And the jewelers in that city 
were enthusiastic about the subject of gift 
departments, even the ones who had just 
Started them. The older ones are enlarging 
them. The investigator’s experience was 
rather humorous. 

He went to ask questions, to take every- 
thing in and form conclusions which would 
be the subject of articles and he found that 
the jeweler had many questions to ask him 
about gift departments and their mainten- 
ance. But, to go back to the original sub- 
ject: Up New York State way they are 


“cashing in on gift departments in the jewelry 
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stores. Cashing in plentifully. And they 
are inquisitive about how they can push that 
department to the uttermost. 

Now take Pennsylvania. I am only going 
to talk about one city, and I won’t name it, 
but—after walking down the main thorough- 
fare I went in search of the lesser thorough- 
fares but no small business streets at that, 
and I was unable to find any more jewelry 
stores. The main thoroughfare had a num- 
ber of jewelry stores running the line of 
good, bad and indifferent, and the two best 
were fine shops with good gift departments, 
but there it ended. The third best jewelry 
store was off the main thoroughfare and 
had no gift department merchandise on dis- 
play (if they had any it was hidden in the 
safe) and the lack of places to purchase gift 
merchandise was noticeable. Of course 
there was the biggest department store of 
the town—a mighty big and good one, but 
that wasn’t a jewelry store with an old name 
and prestige behind the merchandise. And 
there was only one big real gift shop in the 
town—but that was an excellent gift shop. 
That city ran to gift departments in drug 
stores. It surprised the investigator to see 
how much cheap jewelry and how many 
novelties found display in the drug store 
windows. The city was large enough to 
handle more gift business than those two 
high class jewelry stores and that one high 
class gift shop. Two jewelers were awake 
to the fact that they were only competing 
with each other and with the one gift shop. 
They had large and modern gift departments 
which were being kept on tip-toe to see that 
they were always on the peak of things. 

In this city the interviewer found the two 
jewelers who had gift departments as alert 
as those in upper New York State, as full of 
questions and as willing to tell of their ex- 
periences. But, this city was limited to 
two jewelers out of all the jewelry shops 
there, and upper New York State was 
noticeable for its jewelry stores with gift 
departments. 

One jeweler insisted that he was unable 
to compete with the drug stores and the 
department stores in the city. Jewelers can 
always compete with drug stores and depart- 
ment stores. Drug stores do not have the 
facilities for proper display of gift depart- 
ment merchandise, and they buy in too big 
quantities. The jewelry store with a gift de- 
partment does not buy on the same scale as 
the drug store does. And the department 
store? Well, they buy some individual lots, 
or some things in dozens and (usually) 
more but they make most of their purchases 
in bulk which enable the majority to come 
and out of a large selection make their 
choice. The personality, the individuality 
and the exclusiveness of the articles on sale 
in most of the gift departments of jewelry 
stores are lost in department stores. So, any 
jeweler can “compete” with a department 
store, or several other jewelers. For as 
many jewelry stores as there are in your 
town or city there can be gift departments in 
each store. The field of merchandise for 
gift departments is so great that a jeweler 
can compete in gift department merchandise 
just as well, and maybe better than in silver 
and jewelry stock. 

The interviewer summed the matter up in 
one word “progress” . New York 
State was progressive, and the Pennsylvania 


131 


city was “slow” with the exception of the 
two jewelers with real gift departments who 
were cashing in. The inhabitants were not 
any more behind the times in Pennsylvania 
than in New York, it was just that the 
storekeepers hadn’t forgotten themselves and 
gotten outside of their store and looked 
around to see whether the town had changed 
in a couple of years or not. Cities change 
constantly, and jewelers have to be on the 
alert to see that they do not get out of 
stride, that they are not lagging behind the 
others. 

It would pay every jeweler to take a 
couple of days off and go around to the prin- 
cipal jewelry stores, department stores, gift 
shops, drug stores, stationery stores and 
candy stores located near or in hotels and 
see just what has happened to the town. 
Where they are located, what kind of trade 
does their location bring them, and what 
kind of merchandise they stock to supply 
that trade. 

The other stores have changed and are 
changing from year to year, the general mer- 
chandise of the department store, the men’s 
furnishing shops, the decorating shops, the 
candy stores even, all show the change in 
people’s taste—and jewelry stores are not 
excluded from progress by any law—except 
the “law” of the jeweler himself who thinks 
that nothing changes. 

It is the investigator, who enters a town 
and from a quick comparison of general 
stores and jewelry stores as he walks down 
the main street who can say’ whether the 
jewelers are progressive or not. 

There is only one excuse for a jewelry 
store not having a gift department and that 
is that the town is very small and most of 
the inhabitants shop in a nearby city, and 
that, the investigator has found is no excuse 
at all for just outside of some of the large 
‘New York State cities are some of the most 
complete jewelry stores with gift depart- 
ments. They have proven that they can keep 
their jewelry and gift trade right at home 
and that people will purchase their gifts in 
their own little town just as long as the 
jeweler will keep his merchandise modern 
and attractive. He does this by judicial 
buying and not over-stocking of any article. 

So, the investigator who goes through 
your city or town will find that the trouble 
is not with the town, but with you, Mr. 
Jeweler, if you are not cashing in on gift 
department merchandise, and he will give 
you reasons which you can prove by just 
walking around the main street of your town. 
Become your own investigator. Go out to 
see what has hapened to your town and 
where you fit in the new scheme of things. 
This is a good suggestion. Make the most 
of it. 





Mrs. Leavitt, of the Manufacturers’ Sales 
Service, will show the gift line of Mrs. Rena 
Rosenthal’s in rocm 1200, Hotel Sherman, 
Chicago, Ill. Mrs. Rosenthal probably will 
be there herself for a few days. Her new 
line comprises again a great variety of deco- 
rated gift shop articles. There will be 
boudoir accessories, smokers’ articles, candy 
containers in glass, metal, brass and leather, 
pottery and paper. Also many new numbers 
in decorated leather vanities, little note 
books, pencils, placecard holders and a new 
low priced lamp with paper pleated shade. 
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At the very lowest prices in the country 


SOLID BRASSES 


Every piece being of highest grade in quality and lowest in price. 
Write for Our Latest 1925 Fall Catalog 
Something New and Distinctive 


The Gift House, Inc. 


qed 


CHICAGO SAN FRANCISCO 
Hotel Sherman 14 West 23d St., New York Hotel Plaza 

Aug. 3-8 PHILADELPHIA Aug. 17-22 
Rooms 1251-1252 Hotel Adelphia—Aug. 23-30—Room 816 Room 425 
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Gift Section Question Box 


Devoted to answering inquiries and offering helpful suggestions to Retail Jewelers who have Gift 
Departments or are interested in Gift Merchandise 





" Conducted by The Onlooker 
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June 20, 1925. 


Having a gift department in my store in 
connection with my regular jewelry busi- 
iness I meet with many problems as to where 
lto secure the proper merchandise that has 
real merit for a high class jewelry store 
with a reputation covering a period of 30 
odd years. 

My difficulty has been in securing goods 
that looked well and are substantial as to 
quality. I do not want everything solid gold 
but I do want merchandise that when pur- 
chased and used stands up. 

If you will give me the names of houses 
carrying the following merchandise the same 
will be deeply appreciated: Gold encrusted 
glass ware, English china, French china, high 
class pottery, fitted overnight cases, beaded 
bags, cigarette holders in cases, and any 
other merchandise that you believe I should 
carry to complete my gift department. I am 
thinking seriously of putting in a stationery 
section but will ask your advice before so 








doing. 
An early reply will be appreciated. 
K. O. L., Nashville, Tenn. 


ANSWER—We can appreciate that the need 
of your shop is for merchandise with basic 
quality. It is a very good way to build a 
gift department in a high class jewelry store. 
We agree with you that there is much nov- 
elty merchandise on the market that has 
charm and interest and is really very salable, 
but when we come down to analyzing the 
article there seems to be no basic value as 
one would find in solid gold or platinum 
jewelry. 

Gold encrusted glass ware can be had from 
Graham & Zenger, 104 Fifth Ave.; Flogel 
Decorating Works, 129 Fifth Ave.; Nathan 
Straus & Sons, Inc., 19th St. and Fifth Ave. ; 
E. Torlotting, 37 W. 33rd St., and Fensterer 
& Ruhe, Murray St. 

English china, “Wedgwood,” Josiah 
Wedgwood & Sons, Fifth Ave.; “Spode,” 
Copeland & Thompson, 260 Fifth Ave. 

English wares—Maddock & Miller, 37 W. 
33rd St., and Herman Kupper, 29 W. 33rd 
St. 

Imported pottery from all countries in 
Europe can be had from Nathan Straus & 
Sons, Inc., 19th St. and Fifth Ave.; Graham 
& Zenger, 104 Fifth Ave.; Charles Hall, 
Inc 3 E. 40th St. 

I tted overnight bags—Rumpp Leather 
Co., 411 Fifth Ave., and A. L. Reed & Co., 
393 Fifth Ave. 

Imported bead bags and jewel holders, 
from J. Schwab, Inc., 373 Fifth Ave. 


We are enclosing our list of importers and 
manufacturers with a listing of the gift 





The addresses are all in New York city. ° 


merchandise they sell, and we think this will 
help you. 

Your thought of putting in a stationery 
department is a good one. Many jewelry 
shops have met with great success in selling 
social stationery and engraving personal 
cards as well as selling announcements and 
Christmas cards. When you are ready for 
this department let us make you some sug- 
gestions on how to start. 

* ok 
June 30, 1925 

Where can I buy Dresden boudior lamps 
and do you believe they will sell this Fall? 
This information will be greatly appreciated. 

K. L. W., St. Lous, Mo. 

ANSWER—In answer to your inquiry as 
to whether Dresden lamps are still selling 
I would say, most decidedly they are. You 
can get a splendid selection of these lamps 
mounted from Riviere Brass & Bronze Co., 
241 W. 23rd St., New York. 

Unmounted Dresden pieces can be pur- 
chased from Nathan Straus & Sons, Inc., 
Fifth Ave. and 19th St., and Fred C. Riemer 
Co., Inc., 49 W. 23rd St., New York. 

res © 
July 6, 1925 

Some time ago I saw in Ovington’s Fifth 
Avenue Shop some dancing figures used as 
flower holders. Where can I get these or 
do they import them direct? 

I would like to get some good looking 
pieces of silk materials or brocades to use 
as display background for groups of art 
wares. Where could I get these? 

L. R. D., New York. 


ANSWER—The dancing figures you saw in 
Ovington’s window are not imported but 
made by the Cowan Pottery, Rocky River, 
O. The New York display can be seen at 
the salesroom of Howard G. Selden, 225 
Fifth Ave., New York. 

Good looking silk and brocade materials 
can be obtained from Johnson & Faulkner, 
Union Square, New York also Schumacher 
Co., W. 40th St. Antique Italisn brocades 
can be purchased from Mary Ryan, 225 
Fifth Ave., New York. 

k * * 
July 3, 1925 

What would your service department 
recommend my putting in stock in open 
dinnerware patterns? I do not want to 
carry too many patterns but I would like 
something exclusive and salable to sell a 
conservative trade with money to spend 
for worth while things. I may consider 


table glassware as well. 
L. H. G., Brooklyn, N. Y. 


Answer—There are unlimited types and 
qualities of open stock dinnerwares to 


recommend to you. Recently we have looked 
over the Spode wares at Copeland & 
Thompson, Inc., 206 Fifth Ave., and 
strongly advice to high class jewelers that 
this would be a very profitable and salable 
line for them to handle. It is the finest of 
English ware with a fine heritage that makes 
its sales very easy. This concern will very 
gladly advise you regarding the best selling 
patterns and how much money it would take 
to install a good display to start business on. 
Other English wares can be purchased from 
Maddock & Miller, Herman C. Kupper, 
both at 39 W. 23rd St.; Josiah Wedgwood 
& Sons, 255 Fifth Ave., one of the oldest of 
English China houses and one of, the very 
best. Fine French China from Nathan 
Straus & Sons, Inc., 19th St. and Fifth Ave., 
Graham & Zenger, 104 Fifth Ave. | 

Open stock glass ware can be found at the 
establishment of Graham & Zenger, also at 
the salesrooms of Fred C. Riemer, 49 W. 
23rd _ St. 

* * * 
July 7, 1925 

We are thinking of putting in our Gift 
Corner some odd pieces of furniture both 
new and possibly a few pieces of antique 
furniture. Where would be a good place to 
buy such pieces? I simply want to try 
them out, being willing to use them as 
atmosphere for my shop in case they would 
not sell to my trade. 


M. R. J., Chicago. 


ANSWER.—We are recommending — very 
strongly to the better shops to put in 
occasional furniture and your inquiry is in 
keeping with our advice to the jewelry trade, 
You can get some very good selling pieces 
of furniture from the following firms: Peter 
Engle, 413 E. 31st St., A. H. Notman; 121 
W. 27th St., and Gudeman Co., 30 Irving 
Pl., all of New York. 

Antique Furniture can be had from 
Charles Hall Inc., 3 E. 40th St., Carbone 
Inc., Fifth Ave. 17th St., Ferd. Bing Co., 
67 Irving Pl., or Mary Ryan, 225 Fifth Ave., 
all of New York. 

Mirrors and pictures can also be found 
at all the above addresses. 


The Art Worker and His Patron 


“Remember how much this fine Egyptian 
work meant. It was not only that as many 
men were trained to do neat work; they 
must have had the mind behind the training 
that could demand it. The demands of each 
age were its ideals and were the really im- 
portant things. You may have confidence 
in the interpretation of mind by the prod- 
ucts of art.”—Professor Flinders Petrie in 
a 1913 lecture, 
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AN INVITATION 


Stein & Ellbogen Co. 


CHICAGO 


Members Gift, Artwares and Novelties Association 


invite you to attend their 
display of 


CECILE 


Newest Arrivals and Latest 
Importations 


at the 


Fourth Annual Chicago Gift Show 
Hotel Sherman, Aug. 3 to 8, 1925 


Room 1217 


July 22, 1925 












EE ee 
























“‘Vaslamps’’—The Gift Everybody Wants 
and Anybody Can Use 


The Line No Gift Department Can Afford to Be Without— 
A Staple Seller in All Seasons. 








New Fall Items Now Ready— Write for 
: Prices and Sales Plan 


Vaslamps transform any Vase, Trophy Cup or Candlestick into a com- 
plete Lamp in two seconds without damage or boring a hole. Solid as a 
rock. Can be instantly removed thus doubling the value by making it 
possible to use it as a lamp or vase at will. fixtures are sup- 


” in all sizes and finishes, 


“Vaslamp” 


lied one or two-light or “inner-glow, 











TELLS 
YOU 
WHAT 


BUY 
AND 
WHERE 








Information That Can Save You Thousands of Dollars and Puts 
You Under No Obligation 


Our Gift Buyers’ Service Department places you in touch with seasonable offerings that enable 
you to buy distinctive and saleable lines. Advice on installing and conducting Gift Departments 
explaining what items are necessary. Unprejudiced and detailed information on all matters relat- 
ing to the management of your Gift Department. Write to-day. 


VASLAMP MFG. CORP. 14 East 13th St., New York | 
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The Story of the Bowl 





The Evolution of the Potter’s Art—A Story of- Fascinating Interest 











aedgtie ie turned and saw the tracks of 
his naked feet in the wet, plastic, clayey 
soil. His dull mind pondered over the exact- 
ness of the impressions. Later in the day, 
when the hot sun had dried the clay, he again 
saw the foot tracks. This time they were 
baked in the hard clay. 

Through this incident in the life of the 
prehistoric Goodwa came the birth of the 
idea of the bowl. Goodwa gathered up a few 
handfuls of the clay, dumped them on a 
flat rock, together with a handful of sand, 
and kneaded this mixture into a ball. Like 
a child playing with mud he rudely fash- 
joned out bowls or dishes from the plastic 
clay. These crude bowls he baked in the 
intense heat of the sun. 

Goodwa used these bowls for holding 
water and food. But he was not satisfied. 
His bowls cracked and crumbled easily and 
leaked water. 

Another trivial event in Goodwa’s life led 
to the improving of his clay bowls. While 
scraping away the embers of a fire he no- 
ticed the ground beneath had turned red and 
was exceedingly hard. Again Goodwa pon- 
dered. Getting one of his best bowls he put 
it in the fire and heaped glowing embers 
around it. When the fire had burned out he 
retrieved his bowl and found that it was red 
and many times harder than a sun-baked 
bowl. 

It was in such a fashion that the first bowl 
was conceived ages ago in some primeval 
land. No authentic record has ever been 
found telling of the first bowl, who made it 
and how, but archeologists and potters alike 
believe Goodwa’s story the likeliest approach 
to the origin. 

Let us turn to that great southwestern 
part of the United States, where we find 
ruins of pueblos of a long extinct race. There 
we dig up the remnants of bowls made with 
a variety of improvements over Goodwa’s. 
Archeologists tell us that the “women made 
this pottery. They gathered the clay, added 
potsherd or sand to give the finished bowl 
that openness or body that prevents cracking. 
This material was then either modeled, mold- 
ed or coiled. The first was a simple hand 
modeling. The modeling was performed by 
smoothing the clay over the end of a rounded 
gourd or on the inside or outside of a basket. 
A third form was to make a clay rope a 
half inch in diameter. This rope was coiled 
first as a disc on the bottom of a basket and 
then round and round, making a lining on 
the inside. At the top a lip of extra heavy 
clay rope was used. The inside was smoothed 
and the basket probably burned away. 

The Potter’s Wheel 

As centuries passed, came the greatest im- 
provement in bowl making, the potter’s 
wheel. Although its origin is unknown, it is 
the oldest appliance in existence. Prehis- 
toric pottery of Greece was made upon the 
wheel. It was used in Egypt four thousand 
years ago and in China in 4,000 B. C. 

The historical potter’s wheel is a simple 
borizontal revolving disc of stone; in its 


crudest conception the potter turned it with 
one hand while fashioning the bowl with the 
other. Later it was operated by foot treadle, 
followed in modern times by power. 

The ancient potter’s process was simple. 
He prepared a lump of clay, placed it on the 
wheel and smoothed it to a low cone. The 
wheel was then turned and the potter stuck 
his thumb in the center, opening a hole which 
he constantly widened by pressing the edges 
of the revolving cone between his hands. As 
it enlarged and became thinner he gave it 
whatever shape he pleased. This method is 
called “throwing.” 


Clay Man’s Friend 


Clay has always been man’s friend. From 
clay man has learned to fashion objects of 
rarest beauty. It has two properties that 
make it invaluable. First it is plastic—hav- 
ing no elasticity it can be moulded perma- 
nently into any shape. Second, it is perma- 
nent—nothing deteriorates clay—it even out- 
lasts metals. Even today with the modern 
automatic and semi-automatic machines the 
work of the potter is left practically un- 
touched. His materials do not lend them 
selves to mechanical manufacture. That ts 
why the potter is practically the last of the 
master craftsmen. 

Pottery is also the archeologist’s greatest 
friend. He reads stories of religion, wars, 
conquests and everyday life of man through 
thousands of years on the sides of their 
bowls and vases. 


Making the Modern Bowl 

A visit to the Cowan pottery studio 
through the article here published shows the 
skill, care, delicacy of touch and marvelous 
appreciation of line necessary in the modern 
potter to produce a 20th century successor to 
prehistoric Goodwa’s bowl. 

Making pottery today is interesting and 
fascinating. This is particularly true of the 
pottery studio that fashions the delicate 
bowls of fine line that form so beautiful a 
setting for flowers or fruit to grace the 
home. Let us watch the potter make one of 
these beautiful bowls. 


The Clay 

The potter first prepares a batch of clay 
that looks very much like bread dough, but 
is darker in color. This is the clay dough 
used in starting the bowl. In order to get 
two of the proper clays for this dough it 
is necessary to send to southwestern Eng- 
land. These English clays were mixed with 
quartz and feldspar, all the constituents 
being first ground to a fine powder. A part 
of this clay is flattened into a large pancake 
that looks like a child’s mud pie. 


The Mold 
You will remember how primitive people 
molded bowls in baskets. The next step in 
our process contains this same principle. 
The potter uses a large plaster paris mold 
for the general shape. The inside of the 
mold forms the outside of the bowl. The 


inside of the mold is now lined with the big 
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clay pancake. In using this mold it is -ob- 
vious that we can only get a shape that can 
be easily lifted out when the bowl is made. 
If we wanted an undercut foot or pedestal 
on the bottom of the bowl we couldn’t get 
the bowl out without destroying the foot. 
The mold, therefore, must be very simple 
in order to remove the bowl. 
Shaping the Inside 

Now let us go ahead with our process. 
The mold with the lining of clay is now 
placed on the potter’s wheel, a horizontal 
revolving disc, now called a “jigger.” Our 
potter turns a switch and the wheel with 
the mold rotates rapidly. A profile tool, 
shaped the same as the inside of our bowl 
is lowered into the rotating mold. The pro- 
file tool is against the lining of clay, and 
as the mold rotates it pares off and smooths 
the inside of the bowl. The excess clay is 
pared off with a sharp knife as the mold 


revolves. Thus the inside of the bowl is 
beautifully shaped and made perfectly 
smooth. 


Now the potter takes it out and we see 
the outline or the bowl in clay as soft as 
putty. It has no fine lines. It is thick and 
heavy and has a clumsy foot or base. We 
could stop here and fire the bowl in the 
kiln but we would have no delicate sweeping 
lines, real refinement or grace. It would 
appear as a kitchen mixing bowl. 

Turning the Outside 

This soft putty-like bowl with its thick 
sides and base is but a general contour of 
the finished piece. The potter takes this 
crude soft bowl and with all cunning and 
rare craftsmanship of the potters of old 
turns it into a dainty, bewitching bowl with 
a pleasing loveliness of design. 

Watching the potter you will see him take 
the soft bowl to the lathe. On the end of 
the lathe he places an apple wood block 
or “chalk,” accurate in shape and size to 
the inside of the thick, soft bowl. The un- 
finished bowl is now fitted like a cap on 
the block. The lathe turns the block and 
thus the bowl, with great rapidity. The 
potter or “turner” selects a tool a little 
heavier than a safety blade and with un- 
told skill and precision holds it against the 
side of the rotating bowl, paring it down 
until the outside of the bowl has the beauty 
of line and the exact thickness that he seeks. 

With another and similar tool he then 
deftly fashions out a delicate beautiful under- 
cut foot on the bowl. After turning, the 
bowl is burnished with a piece of light steel. 

The Skill of the Turner 

Without doubt, the above operation is the 
most skillful performed by any artisan of 
our time. The work would be easier could 
gauges and templates be used as the turning 
progressed, but the softness of the clay for- 
bids them. This work is entirely free hand. 
The turner uses no patterns. Every design 
is carried unfailingly in his memory. He 
instinctively carries the thickness of the vari- 
ous parts of the bowl in his mind. Not only 
must he retain these delicate feelings for 
one bowl, but this genius must reproduce 
time after time and again the same unusual 
and subtle curve. He has uncanny sureness 
and precision in his touch, marvelously light, 
yet a certain sureness and decision that 
enables him to work with the extremely 


_ (Continued on page 137) 
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UTILITY JUG— what else combines so well 


Usefulness with Beauty? 


S The result—big sales! 


Ten big selling points make the Utility Jug the jug 
supreme. Dripless and spill-proof, with a lid that 
can’t fall off. The other seven points are just as appeal- 
ing to your women customers. A jug that sells itself. 
Its merit proved by tremendous sales. Many sizes and 
patterns. Write for literature. 

















Another profitable item 


Increase turnover with this famous 

Cosy Set. Compact and attractive. 
2 Retains heat in jug and pot. Con- 
venient for the home. An ideal gift. 
Appeals instantly. Many colors and 
patterns. 


A. J. FONDEVILLE & CO., 24 W. 23rd ST., NEW YORK, N.Y. 


FONDEVILLE WARES 
































Jeweled Gift Novelties 


Many new and interesting items now being shown by us in Green Gold Finish 
Puff Jars, Cologne Sets, Vases, Dresser Sets, Jewel Boxes, Trays, Smoker Articles, Etc. 














=’ 
A few of our numbers 
which will call to the an 
mind the popular ham- 
* 
mered pattern of the sea- a 
4085 Condiment Set = son. ” 
204 Jewel Box 332 Ash Set ' 4863 Bud Vase 
For the buyer who is on a6, 
the lookout for something & & & 
341 Cologne Set 







in a novelty we show here 
a few of our distinctive Where Novelties Originate 


- M. W. CARR & COMPANY, Inc. 


Manufacturers Since 1869 





West Somerville Massachusetts 
Chicago Representative Coast Representatives New York Representative 
¢. T. AHLBORN SUNDERLAND & MILLER PHILIP EBB 
Room 1200 607 Sun Building Room 508 
Heyworth Bldg. 7th & Hill Sts. Fifth Avenue Bldg. 
Wabash Avenue Los Angeles, Calif. 








4080 Salt and Pepper 





CD400 Bridge Set CD116-A-6 Coaster Set $D406 Luncheon Set 
Lace Insert—Luncheon, Bridge and Coaster Sets 
These attractive and useful sets may be had in the following finishes: 
4049 Salt and Pepper Nickel, Silver or Gold. 4179 Cigarette Holder 
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Jugs both unique and attractive are illus- 
trated in Group No. 613, as well as a varied 
assortment of flower bedecked plates. Serv- 


ice plates and plates for general utility make 
Those 


good items for the gift department. 


fathers, when it was one of the most widely 
used metals for general utility items. To- 
day the interest in this metal is being re- 
vived and many are the pieces being turned 
out for present-day use. The soft gray tone 

















Group 613—SoME 


shown are of dainty and colorful pattern or 
in plain colors with white centers and con- 
trasting line borders. The jugs are gay with 
bold and brilliant designs. The odd “hinged” 
covers render them excellent receptacles for 
keeping liquids cool and free from contamina- 
tion. One can visualize such a pitcher on 
the table of every peasant’s home brimming 
with fresh warm milk or new sweet cider. 
oa x * 

An interesting array of “odd bits” of pot- 
tery, suggesting a varied assortment of ap- 
propriate gifts, is shown in Group No. 614. 
The compote is a choice piece of Venetian 
glass of delicate color with floral decorations 
on the stem. The Royal Dux basket repre- 
sents the latest creation of flower and bird 
decoration. This style of embellishment is 
also carried out on vases, wall pockets, jar- 
dinieres, etc. The ink set is Bassano ware. 
The covered toast set which comes in as- 
sorted sizes and in regular and individual 
size, the Capri wall! pocket in both solid 
colors and decorated, and the charmingly 
shaped jug with Macaw handles are all 
products of sunny Italy. 

kok x 


Pewter belongs to the days of our fore- 


.the pewter ware 


NEW PLATES AND JUGS 


and reflected light makes one think of star 
sapphires. Pewter harmonizes and blends 
with interior furnishings of various periods 
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beautifully with the quaint old designs of 
the china (see page 139). 
* * * 

China pieces of real artistic worth are 
shown in Group No. 617. These figure 
groups are imported, with the artist’s name 
on most of the pieces. The modeling is most 
exquisite and the coloring delicate and 
charmingly blended. In some instances, as 
is shown, these groups are utilized as bases 
for lamps, with shades of appropriate style 
in silk and lace. 

* * Ok 

Prohibition has brought in many novel- 
ties which were heretofore unheard of. When 
the fruit of the vine was dispensed freely 
there seemed to be no need for the rather 
alluring accompaniments and _ accessories 
which are now the vogue. The nests of 
six little cups in their leather cases, in- 
cluding a funnel, are most compact and 
easily carried about, making it possible for 
each person to have a container for his 
own use, Those shown in Group No. 620, 
the lower illustration on page 141, are of 
sterling silver, both in plain and hammered 
effects, 





The Story of the Bowl 


(Continued from page 135) 











soft clay. The bowl now has its charming 
shape and form and is set aside to dry 
thoroughly before it is sent to the art de- 
partment for color and then to the kilns 
to be fired. 

After seeing the bowl in its various stages, 
watching it take on grace and beauty from 
a lump of cold, wet clay, we can doubly 
appreciate its exquisite flowing lines, its 
dainty foot and the complete harmony of the 
notice the loveliness of line and the delicate 
piece. 

When you see a fine bowl you want to 
notice the loveliness of line and the delicate 
undercut foot or base. Remember that the 
skilled potter makes these fine points 
possible in fine pottery. It was because of 
this artist’s touch that the Cowan Bowl re- 
ceived the Logan Medal at the Annual Arts 
and Crafts exhibit at the Chicago Art In- 

















Group 614—Opp BITS OF CHINA AND POTTERY 


and lends additional charm and interest to 
the home. Its value, both decorative and 
utilitarian, is great indeed, and it is a de- 
cided adjunct in home furnishing. Most of 
manufactured today faith- 
fully carries out in outline the familiar styles 
belonging to the various periods. In Groups 
Nos. 617-618 are illustrated some very at- 
tractive examples of this fine work. The 
china pieces shown in these ‘groups are 
trimmed or finished in pewter, blending 


stitute in May, 1924. It is because of the 
mastery of potters from the dawn of civiliza- 
tion to the present day that we can enjoy 
the bowl in all its revealing beauty. 








R, J. Wright, Cedar Rapids, Ia., has ar- 
ranged to open a new jewelry store in Wil- 
liamsburg, Ia., in the near future. He ‘has 
leased the front of the office now occupied 
by Beilstein & Puch and will put in a com- 
plete stock of jewelry. 
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For the Woman 
of Fashion 


Of all the charm- 
ing papers’ one 
might choose for a 
lady what more 
charming or more 
fitting than the 
touch of feminate 
refinement found 
in the Hand Made 
Papers of Julius 
3eckhardt Co., Inc.? 








IMPORTED STATIONERY of EXTRAORDINARY QUALITY 


s west 2h st JULIUS BECKHARDT CO., Inc. sew vou | fi 


Hc 






Established 1509 


HAND MADE PAPER 


For the Man of M 


Taste 
on 
Choosing a “per- on 
fect” paper for a = 
man, the paper = 


that carries with it 
distinction and per- 
sonality—that is a | 
problem, until one | 
has seen the Hand 
Made Papers of 
Julius} Beckhardt 
Co., Inc. 








Handsomely Boxed with Silk Tissue Lined Envelopes. 
Also Bulk Paper for Your Engraving Department. 


May We Send You a Sample Assortment? 

















































Midnight Fairy Lamp 


A Leader for Your Gift Dept. 








Always Ready to Use Anywhere Fitted with Storage Battery 
Wonderful Shell Shape Colored Shade One Candle Power Electric Bulb 
Never Out of Order ; 


$15.00 Dozen : 


Place your orders now for the.Holidays 


D & B Import Co., 11 West 47th st., New York 


Exhibited at Chicago, Hotel Sherman, Aug. 3-8, Room 1152 



























Scintillating Lustre Teasets 
of Real Charm and Daintiness 


Lustre teasets have become—because of their jewel-like elegance— 
part of the jeweler’s stock in trade. 

Take for example—the one illustrated here—of shimmering blue 
lustre with a border of exquisite tan and yellow lustre decorated 
with black. And the price is only $6.50 a set. 

Such teasets mean money for you—send for our illustrated catalog 
showing many more of them. It’s free. 


Remember 


TAIYO TRADING CO., Inc. 


Importers of Japanese Goods Since 1899 


101 Fifth Ave., NEW YORK 327 W. Madison St., CHICAGO 
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How Some Gift Department 
Managers Are Cashing in 
on Present Day Interest 
in Florida 


— alert gift departments in jewelry 
stores are cashing in very successfully 
on the present great interest in Florida and 
on the fact that not only have many people 
made trips to Florida but on the additional 





THE JEWELERS’ CIRCULAR 


The gift department of another jewelry 
store made it a point, last Winter to get the 
names and addresses of such of its patrons 
as were going to Florida. Then it asked 
these people to send out postcards or letters 
telling how they liked Florida and also tell- 
ing how the gift departments of Florida 
stores compared with the local store. 

Quite a considerable number of these -peo- 
ple did as requested and the store then dis- 
played their postcards and letters on a pla- 
card at the gift department and played up 

















Group 615—PEWTER AND CHINA MOUNTED IN PEWTER 
(See text on page 137) 


fact that many others would like to go there. 

Undoubtedly it will be both of interest and 
of value to various gift departments to hear 
about some of the methods used by various 
departments in boosting their businesses 
through this cashing in on the great interest 
in Florida, 

One enterprising middle western jewelry 
store gift department which sells a consider- 
able number of silver picture frames and 
picture frames of other sorts, secured a good 
supply of souvenir post cards of Florida and 
placed these cards in the frames that were 
offered for sale. The frames were then 
grouped on a special table and a neat pla- 
card on this table told all about the pictures 
and urged the visitors to the establishment 
to look at the pictures closely and see for 
themselves just what Florida is like. Also 
this gift department in its regular news- 
paper advertising told about having these 
pictures on view, and urged the public to 
come and see them. Of course this rather 
unusual idea attracted much attention and 
served to help the department just that 
much, 


In the case of another store the manager 
of the gift department had made a trip to 
Florida himself last Winter and while down 
there he had secured a splendid lot of pic- 
tures of the particularly interesting parts of 
the State. These pictures he has gathered 
together into an album and under each of the 
Pictures in the album he has a card giving 
the data about the picture, telling where it 
was taken, when it was taken and all that 
sort of thing. 

_On the cover of the album is this inscrip- 
tion: 

“Florida Photos Taken by This Store.” 

Of course many of the people coming to 
the store find it very interesting indeed to 
look at these photos. And, of course, the 
fact of so many of the visitors finding these 
photos interesting makes them feel that 
much more interesting in the whole store. 


strongly the complimentary things said by 
the travelers about the local store’s gift de- 
partment. This proved to be a _ mighty 
interesting proposition for many of the 
store’s visitors and created much comment. 
Then the store cashed in on this proposition 
in another way by using some of the compli- 
mentary things said by the post card writers 
and letter writers in some of the newspaper 
advertising put out by the store. And after 
these advertisements had been issued the 
store sent copies of the advertisements to 
the people who were mentioned at their 
Florida addresses as given on their post 
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To Strengthen Fragile Antiques 





“Sometimes an article, as, for instance, a 
piece of ivory, a textile -fabric, gilt or 
painted gesso or other object is intact inas- 
much as there are no parts missing, but is 
in such a fragile and delicate condition that 
it cannot be handled without: falling to 
pieces. In such a case the object manifestly 
must be strengthened if it is to continue 
to exist. The only way to treat such ob- 
jects is to impregnate them with some sub- 
stance that will consolidate them, and this 
must be applied in liquid form. One of the 
most valuable of such substances is melted 
paraffin wax, another is a solution of cellu- 
loid, and a third is a solution of cellulose 
acetate, 

“Paraffin wax is used in the molten con- 
dition and, as a rule, very hot, and the 
object treated should be thoroughly dry and, 
if possible, previously warmed, in order 
that the wax may soak well in and not con- 
geal on the surface, and the operation should 
be carried out in a warm place. In order 
to ensure the wax being thoroughly hot, a 
comparatively large amount should be melted 
at one time, and the vessel must be one with 
a spout, from which the wax can be poured. 
A flat-bottomed copper kettle having a long 
spout, taking off from near the bottom, will 
be found satisfactory. Solder should not 
be used for any of the joints. A fine spray 
of any sort is a mistake, as the wax cools 
very quickly and, instead of penetrating the 
object, congeals on the surface. For small 
objects, immersing them momentarily in the 
melted wax and allowing them to drain is 
as a rule satisfactory, but the object should 
be warm before immersion, in order to avoid 
too sudden a change of temperature and 
must be free from blisters or other air 
spaces, otherwise the imprisoned air in 
expanding and escaping will cause damage. 
Another way of treating small objects is to 
apply the wax by means of a small pipette, 
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Group 616—MoRE PEWTER AND CHINA NOVELTIES 
(See text on page 137) 


cards or in their letters to the firm. 

Still another gift department cashed in on 
the Florida rush by featuring articles which 
were particularly appropriate for travelers 
to take with them when going to Florida. 
This display attracted much attention from 
many people because there were plenty of 
folks who were contemplating such a trip. 

Use these ideas, Mr. Gift Department 
Manager, in cashing in on the present tre- 
mendous interest in Florida—F. H. W. 


one about 10 c.c. capacity being a useful 
size. The pipette should be placed quite 
close to the surface of the object. . . . 
Paraffin wax is colorless, damp-proof and 
practically unchangeable. It may be used 
for beadwork, bone gesso, horn, ivory, and 
wood, the last-named, however, being con- 
siderably darkened in color.”—A, Lucas, in 
“Antiques, Their Restoration and Preserva- 
tion.” London: Edward Arnold & Co., 
1924. 
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IMPORTED 


Folding Traveling Watches 


in Genuine Leather Cases—Assorted Colors. 
Time and Alarm, 8 Day and 1 Day Movements 


We also carry Cuckoo Clocks, Black Eagle Brand, Kitchen Plate 
Clocks, Musical Alarms, Novelty Boudoir Alarms. 


SAMPLE DISPLAY 
Chicago Gift Show, August 3rd to 8th, Room 1492, Hotel Sherman. 
Anne Wilmerding in charge. 


William F. Sprague & Co., Inc. 


440 Fourth Avenue New York 










Imported 
French 
Shell 


Flowers 


Novelties 





Illuminated 
Aquariums 


Meet Me at the Gift Shows 


Hotel Sherman, Chicago 
Room 1152 


August 3 to 8th, Inclusive 


Adelphia Hotel, Philadelphia 
Room 1011 


August 24 to 29th, Inclusive 


Emil 8. Larsen New vax Ga” 














Charm and Beauty 


are always to be found in 
our Old World importations 
of delightful originality and 
the quaint, bizarre gifts, ex- 
clusively designed and cre- 
ated at our studio for your 
more discriminating patrons. 
They build prestige and 
profit. 

Many helpful suggestions for 


your trade may be found in 
our complete catalogue. 





No. 1061—Combination 
Perfume Powder 


Bowl. R 
$2.00 each. Pr ena 







near 53rd Street 


New York 


No. 1387—Galalith 
Cigarette Box. 
$2.25 each. 


Rosenthal 


520 Madison Avenue 














PATENTED SNAKES 


The Cleopatra Cigarette Holder 
Creates Sales and Good Profits 


AN EVERY DAY SELLER. At $1.00-$2.00 and $2.50 
each retail. Artistic—practical and convenient. Worn 
“ge index finger like a ring. Prevents burns when 
al own 


THE NEW WAY 


THE 6%Cco 
WILL NOT BURN 
HOLES 





Plain and Hand Decorated in Great Variety with Sparkling Eyes 


24 asst. on plush display plaque for $27.00 
36 asst. in glass front display cabinet for $40.50 
Goods Well Displayed are 34 Sold 


> Stays put on the fin- 
? ger while you drive 
6 or read or play. 






Clever 
Ki Ay ‘ Convenient 
SE PATENTED OCT 14 1924 Comfortable 
CIGARETTE HOLDE: Self-Sellers 


Cardinell Sales Co. Montclair NJ a 
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Managing the Money End of Business 





By A. M. Burroughs* 











oe retail merchant who is wise in the 
ways of business knows that the sole pur- 
pose of managing a business is to make that 
business show a profit. He knows that the 


known brands of goods that can be depended 
on to turn quickly. He is more interested 
in a large volume of sales at a fair profit 
than occasional sales at longer profits. He 

















Croup 617—ARTISTIC FIGURES IN CHINA 
(See text on page 137) 


responsibility of management does not end 
with the building of a satisfactory sales vol- 
ume, or in having the final decision on mat- 
ters of policy. 

He will tell you that the real responsibility 
exists in managing the money. With thou- 
sands of dollars passing through the business 
yearly—coming in from sales, and going out 
for merchandise and expenses—it is no little 
task to make a part of each one of those 
dollars remain as_ profit. 

This successful merchant has learned that 
sincere consideration to the money end of 
business brings with it a higher grade of 
customer service. The reason is apparent. 
He is building not alone for this year, but 
for the following year, and the next, and a 
good many others. 

Two things he must do to remain in busi- 
ness. He must serve his customers properly, 
and he must make a profit. 

So the retail merchant who would succeed 
must acquire the faculty of considering the 
money end of every transaction. He must 
make it his job to fix the policies and the 
prices, the maximum and minimum amounts 
of stock in each line, choose those stocks 
which will sell, employ sales people who can 
sell them, and direct every transaction so 
that it will be a credit to good management. 

When the successful retail merchant opens 
the door of his business in the morning, he 
realizes that there is a certain amount of 
overhead for the day that must be paid be- 
fore he can make a profit. It does not worry 
him to know that, but, in realizing it, he 
plans accordingly. 

What about the stock this successful mer- 
chant has to offer his customers? How does 
he manage it? In the first place, his policy 
is to keep a stock of “clean” merchandise— 





*Of the Burroughs Adding Machine Co. 


buys in sufficient quantities to be able always 
to meet the demand, and to take advantage 
of extra discounts where possible. But he 
does not overbuy. He isn’t interested in 
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simply accumulating a big inventory. 

but he is interested in sales, and he pushes 
them hard. Sometimes he adVertises. But 
here again he is governed by @ money con- 
sideration. When he writes advertising copy, 
he writes it to sell merchandise. He is will- 
ing to spend money for advertising if it pro- 
duces results. But he wants results—sales 
that will increase his turnover, and his profits. 

Like the banker, he watches his accounts 
continuously—both accounts payable and ac- 
counts receivable. He is one of the thou- 
sands of successful retail merchants who are 
using the Burroughs Simplified Accounting 
Plan. Consequently, his records are kept in 
such condition that he knows any time of 
the day or month just how much money 
he owes and how much is owed him. 

He takes advantage of every discount, be- 
cause discounts, though seemingly small, rep- 
resent net profits. 

Nor does he permit his charge customers 
to become delinquent. Goods sold but not 
paid for not only fail to give him his profit, 
but they actually represent a loss of his 
capital. Many a retail merchant has been 
forced out of business because all his capital, 
and more, was tied up in slow paying ac- 
counts. 

He knows that his banker is his best friend 
and is more competent in the ways of finance 
and money management than he. He bor- 
rows from his banker when it is necessary, 
but he realizes that interest must come out 
of net profits, and governs himself accord- 
ingly. 

Being wise in the ways of business, this 
retail merchant keeps a general ledger, and 
he keeps it posted up to date. He knows 

(Continued on page 158) 

















Group 618—NESTS OF CUPS, HOLDERS AND FUNNELS 
(See text on page 137) 
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Splendid to Feature for “Special Sales” or to 
Establish Regularly on your $1.00 Gift Table” 


See our complete line at the Chicago Gift Show, Room 1408, 
Hote! Sherman, Aug. 3rd to 8th, and Philadelphia Gift Show, Hotel 
Adelphia, Aug. 24th to 29th. 


ART INDUSTRIES, Inc. 


Exclusive Manufacturers for U. 8. A. 


225 Fifth Avenue New York 


Chicago Representative: W. C. Owen, Inc., 17 No. Wabash Ave. 
Los Angeles Representative: Shaw-Newell Co., 228 Stack Bldg. 
San Francisco Representative: F. C. Tuska, 150 Post St. 


A Buying Service 


WHAT TO BUY— 
—WHERE TO BUY IT 


The Jewelers’ Problems Solved 
in Gift Goods 
What We Do For You 


Suggest suitable merchandise for your par- 
ticular needs. 

Establish contact for you with the sources 
of supply. 

Keep you fully informed of new merchandise 
before such information would reach you 
through regular trade channels. 

Place orders for you when and where de- 
sired. 

Save you frequent trips to market which 
consume time and money. 

Obtain for you price advantages . which 
could not be had in any other way. 

Act as your representative to the manufac- 
turer or supplier. 











A Complete Service 
Awaits your writing for our pamphlet 


MANJECO CO., Inc. 


54 Dey Street New York 














































YELLOW TEA SETS 
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With Yellow Basket design in colors, also Basket with Black Bird 
design. Each set consists of Tee Pot, Sugar, Creamer and a half- 
dozen each of Cups, Saucers and Plates. 23 pieces in set complete. 
Set 08—Price $13.50 Set 01—Price $12.50 

These are excellent items for your gift section, attractive and 
easy selling. 

When in New York visit our showroom where we are displaying 
very unusul] values in numbers particularly suitable for jewelry 
store gift departments. 


REHBERGER & SAUL, 
24 West 23rd Street 


Inc. 
New York 


Japanese Torii Gongs 





Torii shape wooden 
frame, colors Red 
and Black, a Gong 
suspending and with 
a hammer. 

No. A/4 Torii, 
1034x11” $4.75 each 


No. A/5 Torii, 
13x13” $5.50 each 


























No. 01/9 Celluloid, 8 White 
Elephants on Rose or Jade 
and 8 Black Elephants on 
White Bracelet, 

$6.00 per doz. 














No. 01/9 


No. 1028/6 Cornocopia, 9”, single, $6.00 per doz. 
No. 1028/7 Cornocopia, 534” single asst. 
$2.80 per doz. 


All Kinds of Small Attractive Giftwares 


Importers of 


a TOGO = 

















3 East 17th Street, New Yor 
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HAND WROUGHT 


PEWTER 


Known for Ages the World Over. Absolutely Free 
from Lead. Over Four Hundred Designs. 


This Artcraft of Pewter originates from the famous 
JUST ANDERSEN 
whose works are recognized and accepted at the Paris Art Exhibits, 
cte. About the first to revive this old craftmanship, he still leads 
the world in the Art of Pewter. 








CHICAGO—Sherman Hotel 17 Battery Place 


Room No. 1489—Aug. 3-8 





His works of art will be shown at both exhibits. 


Keller & Christensen, Ine. 


American Representatives 





New York pari aDELPHIA—Adelphi Hotel 


Room No. 816—Aug. 23-30 





















METAL CREATIONS 


IN FRENCH BRONZE FINISH 














2504—"“‘Elks.”” Novelty Lamp. Metal. French Bronze finish. 
Two Beaded Shades. Wired. Height 1644”—Base 5”x8”. 
Console Sets, Candlesticks, Bookends, Ash Trays, Souvenir 
lectrol 





Novelties, Beaded Shades, Smoking Stands, E fers, French 
Bronzes, Novelty Lamps, Torchieres, Moulds. 


Send for New Illustrated Circular 


J. B. HIRSCH COMPANY 


IMPORTERS AND MANUFACTURERS 
432 E. 17th STREET NEW YORK CITY 





CAPO DI MONTE 


Fine Italian Reproductions 




















This beautiful line consists of a choice selection of these famous 
Italian Art Reproductions in such desirable and popular forms as 
Vases, Urns, Jewelry Boxes, Candlesticks, etc. The désigns are in 
high relief, handsomely hand-colored in the natural Italian tints. They 
are exquisite pieces for jewelry store sales. 

We invite you to visit our attractive showrooms, where you may see 
on display our lines of ‘‘Schierholz’’ Dresden China, ‘‘Royal Nym- 
phenburg’”’ products, ‘‘Royal Dux’’ art goods, ‘‘Theresienthal’’ fine 


‘crystal and other famous lines. 


FRED C. REIMER CO., Inc. 
49-51 West 23rd Street, New York 

















Manual of Diseases of 


the Eye 


By Charles H. May, M.D., New York. For students 
and general practitioners, with 360 original illustra- 
tions, including 21 plates with 60 colored figures. 
Eighth edition, revised. Cloth. 390 pages. Price, $3.50. 





The Optical Publishing Company 
11 John Street : 2 onl : New York 














JAPAN ART STUDIO 


NECKLACES, PENDANTS and CARVED 
FIGURES in JADE, CARNELIAN, AMBER, etc. 
Mounted Colored Silk Cords for Pendants. 

We repair, mount and restring. 
624 Lexington Ave. (at 53rd St.), New York 




















THE BUYERS’ DIRECTORY 


, Price $1.00 4 
The Jewelers’ Circular, 11 John. St., New. York’ 
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A GIFT BUYER TO JEWELERS 


The Mary Ryan Cooperative Service 
Resident Buyers and Counselors of Gift and Art Wares 


7 e 





225 Fifth Avenue, New York 


XPERT advisory and gift-buying service for 

Jewelers at minimum cost. Full information 
mailed upon request. Let’ Mary Ryan save you 
money by helping you to find the new and quick- 
selling novelties at rock bottom prices. 


Mary Ryan has served the Gift and Art Trade for 
seventeen years. Let me help you. 


Yours for Succcess, 
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1925-1926 Edition 





THE JEWELERS’ CIRCULAR 


BUYERS’ DIRECTORY 


of the Manufacturers, Importers and Jobbers in the 
JEWELRY AND KINDRED TRADES 


4 Handy, Classified List for Buyers. Bound in Limp Cloth, 3 x 6% inches. Fits in Vest Pocket 
ISSUED ANNUALLY PRICE ONE DOLLAR 





Sent postage prepaid to any yearly subscriber of The Jewelers’ Circular at half price, remitting 50c., 
when paying his subscription. 








Copyright, 1925, by 


THE JEWELERS’ CIRCULAR PUBLISHING CO. 


11 JOHN STREET, corner Broadway (Phone 1148 Cortland) NEW YORK 
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THE BETTER BEST / 
& 











For Better Pictures — 

For Better Frames — 

For Better Selection — 
For: Better Service — 

FOR BETTER BUSINESS 


Visit Our Exhibit at the CHICAGO GIFT SHOW, 
Room 1215, Hotel Sherman 


(Exhibit in charge of Mr. Fred Siemerling) nits " : ; 
“THE MERCHANT MAN”’—By Leidtke 


RUDOLF LESCH, FINE ARTS 


225 FIFTH AVENUE, NEW YORK 
PICTURES , ae ee * SHIPMODELS 


UB ROUTE, CODE 


































DAS 








UNUSUAL GIFTS 
A N QO PT I C A L Imported inn China, Glass and 


Jeweler’s Gift Shop 





PRIMER 


By C. H. Pixley and collaborators 








A primer invaluable to all beginners 
in their early studies and contains a 








—_ a : of material of value to Grotesque Duck Salt and Peppers of fine quality 
every practicing refractionist. Imported china beautifully decorated in gay coloring. 
zs ; Small size, $36.00 gross pairs; $3.60 doz. prs. 
Three hundred pages; cloth; illus- Large size $60.00 gross pairs; $7.20 doz. prs. 


Try a $25.00 Sample Order of Our Gifts 
See display at 
Mary Ryan, 225 Fifth Avenue, New York 


Price, $1.50 Miss Ryan will personally represent us at 


Hotel Sherman, Chicago, Ill., Aug. 2-8 
Hotel Plaza, San Francisco, Calif., Aug. 17-22 


THE OPTICAL PUBLISHING CO. Wm. G. Mcllvain & Co. 


1] John Street oe ::  o:: New York Mount Holly, New Jersey 
Room 409—225 Fifth Avenue, New York 


trated. 
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That this department shall prove mutually bene- 
ficial to our readers, it is desirable that the mem- 
bers of the trade generally communicate with Tue 
JEwevers’ CircuLar regarding any advantageous 
device or plan which they are utilizing in con- 
nection with their business. 
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Slogans That Are Remembered 





Written Expressly for The Jewelers’ Circular 














WO reasons imperatively should impel 
jewelers to adopt advertising slogans. 
One is the effectiveness of these devices. 
Through sufficient repetition, nearly any idea 
can be impressed, in a manner influencing 
action, on the people of a community. Slo- 
gans do have demonstrated power to secure 
results. 

The second consideration is the inex- 
pensiveness of this advertising device. A 
slogan can be incorporated in numerous and 
other publicity messages without any in- 
crease in the cost whatever. For example, 
as part of an advertising signature, a slogan 
is no more expensive relatively than the sign 
maintained by a jeweler above his store. On 
letterheads, billheads, sales slips, wrapping 
paper, and in other places where slogans ef- 
fectively advertise, they add practically noth- 
ing to the cost of the printing. In the whole 
field of publicity, the slogan is unquestionably 
the cheapest, best “buy.” 


For the jeweler not now using a slogan, - 


or considering a change in slogans, a brief 
consideration of slogans in use by other 
jewelers is helpful. There are 57 varieties 
of them, and then some. 

Jonn M. Roberts & Son Co., 435 Market 
St., Pittsburgh, Pa., advertise themselves as, 
“The House of One Hundred Thousand 
Gifts.” Louis DeRoy & Bros., of the same 
city, sloganize with, “We Want Your Ac- 
count.” ; 

Liberty Avenue DeRoy, 602 Liberty Ave., 
uses for a slogan, “The Little Store of Big 
Values.” 

Weisfield & Goldsburgh, Seattle, Wash., 
has made well known the slogan, “The House 
of Perfect Diamonds.” 

R. C. Schneider & Sons, Atlanta, Ga., have 
a remembering idea—“Every Time You Look 
at Your Watch Think of Us.” 

Latham & Atkinson, Atlanta, Ga., have, 
“The Store of Dependability.” 

While Myron A. Freeman, Atlanta, Ga., 
has chosen, “Sterling Silver Is Distinctive.” 

O’Keefe Jewelry Co., Denver, Colo., ad- 
vertises, “Gifts for Every Occasion.” 

An installment jewelry store at Denver, 
Colo., Morris Jewelry Co., uses for a slogan, 
“A Little Money on a Long Bill.” 


Syman Bros. Jewelry Co., Denver, Colo., 
have an _ exceedingly popular slogan, 
“Svman’s for Diamonds.” 

J. C. Sipe, of Indianapolis, Ind., tells the 
world of young men, “If You Have the Girl, 
I Have the Ring.” 

J. L. Fiuend Credit Jewelry Co., St. Louis, 
Mo., says, “Just Bring An Honest Face.” 

Fair’s, Des Moines, Ia., tells newspaper 
readers to “Use Your Credit.” 

The foregoing slogans are typical exam- 
ples of many hundreds which might be 
quoted. All slogans used by jewelry stores 


tend to fall into one or another of several’ 


distinct classifications. A perusal of a brief 
list of the latter will help the jeweler decide 
just what kind of slogan will serve him best. 

The big, fundamental idea in sloganizing 
is to determine, first of all, what selling idea 
will, more than any other one, help to draw 
business if repeated again and again. Nat- 
urally, the answer will vary with the indi- 
vidual jeweler. 

Having decided what selling idea is best, 
the next thing is to put it in the right words. 
First of all, a slogan should be easily pro- 
nounced. Then it should be easily remem- 
bered. Both of these considerations usually 
dictate a short slogan of simple words. And 
a slogan should be complete—it should leave 
nothing to be explained; instead, making a 
definite and complete sales argument in it- 
self. 

Here are the most commonly used type of 
jewelry store slogans: 

1. Slogans expressive of the cost-savings 
idea. “You'll always do better at Brown’s,” 
“Buy at Thatcher’s for less,” “We sell for 
less,” are samples. 

2. Slogans which tie in with the business 
name. Thus the Al store uses the slogan, 
“We live up to our name,” while the best 
store uses, “Service the same as the name.” 
A dealer by the name of Tudor has, “Buy 
of the House of Tudor.” 

3. Slogans concerned with a brand name, 
featured by the store. 

4. Slogans emphasizing the service idea. 
The Leachman Co. uses, “If we haven’t what 
you want, we'll get it for you.” 

There are almost countless slogans of this 


type, such as, “We have service that satis- 
fies,” “Greatest variety,” “Courtesy and sery- 
ice,” “Get our estimate, it will pay you,’ 
“Use your credit,” “Where spending is al- 
ways saving,” “Demonstrating the economy 
of quality,” “Catch your car service.” 

5. Slogans capitalizing long life of bus- 
ness. One advertiser puts it, “Giving sincere 
service 42 years.” Another, “Twenty-seven 
years at Lake and Second.” 

6. Delivery slogans, such as, “Anytime, 
anywhere, give us a call,” and, “Fast delivery 
always.” Because slogans must be lived up 
to, and because only a percentage of dealers 
register 100 per cent. performance, or neat 
it, the number who can safely use slogans of 
this type is not great, 

7. Slogans emphasizing reliability. “The 
store of four square character,” is a good 
example. 

8. Slogans suggesting range of stock. 
“Everything in our line,” “If it is the best, 
we have it,”, are samples. 

9. Slogans suggestive of an action closely 
associated with selling. “Get acquainted with 
sill,” “You know Paul,” inject the personal 
element into things. 

10. Punning slogans, like, 
Ringling.” 

11. Telephone slogans—featuring a ‘phone 
number. 

12. Credit slogans, like, “Just bring an 
honest face,” and, “Your credit is good.” 

13. Location slogans, like, “Opposite the 
Post Office.” 

14. Slogans appealing to local patriotism, 
like, “Buy at home at Jones Bros.” 

15. Guarantee slogans, “Your money back 
if not satisfied.” 

16. Slogans to serve a temporary purpose, 
like, “The same face at a new place,” used 
by a dealer who had withdrawn from a part- 
nership and started his own business. 

Yes, it is easy to coin a slogan. The trick 
is to coin the “just right” one. 


“Ring for 








“That’s my statue of Peace.” 

“You’ve made her very beautiful, 
too beautiful.” 

“Ah, well, you see,-I didn’t model her 
from nature.”—L’JIlustration (Paris). 
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How to Make the Jewelry Business Better 





Written Expressly for The Jewelers’ Circular 














F there is one common fault among retail 

merchants in all lines of business it is 
the lack of frequent examination of the fac- 
tors governing the individual store’s business. 
Merchants are alive to influences that stim- 
ulate or stagnate business in a general way, 
but they often fail to dig a little deeper into 
the effects on their own particular business, 
but what is worse, they fail almost utterly 
to devise ways of combating evil influences, 
because they are general. 

The averagé jeweler takes stock once a 
year. He painstakingly goes through his 
stock and inventories each item down to the 
last screw in his repair department. He has 
to do this to secure figures that will accu- 
rately give him his actual standing in his 
business. 

There is another kind of stock-taking that 
he might consider with equal benefit to him- 
self, if not with more profit in the long run. 
It is taking stock of his organization, its 
personnel, from himself down to the least 
oi his employes; its equipment from the 
sign outside his store down the aisle to the 
back door; its policy, from his own attitude 
towards the business to that of the salesmen 
to the customer; its stock of merchandise, 
from the largest diamond down to the least 
expensive collar button; its standing in the 
community, from its location and environ- 
ment to its reputation and character. 

There is nothing so good but that it can 
be bettered, nor so bad but that it could be 
worse. Is business to be better or worse? 

If the jewelry business as a whole is to 
hecome better it will have to be through the 
individual jeweler. If business is bettered 
as a whole, then the individual will reap a 
profit.. The jeweler owes it to himself, to 
his family, to his employes, to his community, 
to his chosen field of labor and his fellow- 
jewelers to be a success. The minute these 
obligations are realized by even a small per- 
centage of jewelers there will be something 
doing in the jewelry business. 

Business can be bettered by the jeweler. 
Beginning with his own little link, one of 
the chain of jewelry stores that extend to 
the boundaries of the United States, he can 
begin to forge a stronger unit which in time 
will be linked up with other strong units to 
the betterment of all, even to the weaker 
links, 

The principal reason for a man entering 
a business is the profit that comes from it. 
All profit is not in actual cash dividends, but 
that is apart from our argument. How can 
the individual better his own business? By 
actually studying it with a view to its pos- 
sibilities and limitations for the purpose of 
taking advantage of the former and reducing 
the latter to a minimum. 

The reason why we are so emphatic in 
stating that any individual retail jeweler can 
make his business better is found in the fact 
that so many of his competitors are not do- 
ing all they can to increase their own possi- 


bilities. If all jewelers should take a spurt 
on for better business it would have just 
the same result, the betterment of the jewel- 
ry business, because business always follows 
an effort to secure it. 

In taking stock of his business the jeweler 
might do well to take the following into con- 
sideration : 

1. His own attitude towards his business. 
Unless this is right the jeweler will not suc- 
ceed in the long run. No man who is not 
satisfied with the line of business he is en- 
gaged in will ever succeed. He may be dis- 
contented with conditions without being dis- 
satisfied with the business as a proposition 
capable of giving him a profit. 

2. His attitude towards the sales force. 
This should be in the nature of a willing- 
ness to see them succeed as he succeeds, to 
reward them in the same measure as the 
rewards come to him from their efforts. 

3. The capabilities of the entire staff of 
the organization should be carefully studied. 
Often through circumstances a man gets into 
a place in an organization into which he does 
not fit, but because he has filled the gap for 
so many years he is considered the proper 
person for it. If the jeweler finds he has 
employed a man who can do better buying, 
or selling, or any other part of the business 
better than he can do jit himself he should 
turn that part.of the work over to him and 
find some other employment within the or- 
ganization for his time. Too many jewelers 
do too much work while the employes stand 
around looking on. Often this is due to the 
fact that the jeweler has an exalted opinion 
of himself, but more often just because he 
has never given the matter dué consideration. 

A study of some of the organizations of 
the retail jewelers of our larger places would 
bring about a logical readjustment of labors 
which would result in enhanced profits to 
all concerned. 

4. Are the store fixtures and equipment 
exactly what they should be? Can they be 
bettered? Is the arrangement of the store 
as good as it should be? Here again the 
jeweler is often hampered by custom and 
habit. Other jewelers adopt a certain style 
of equipment and adhere to a plan of ar- 
rangement, hence it is suitable for all. But 
is it? Is there not room for a little orig- 
inality in store arrangement, even in spite 
of efficiency engineers, and expert equipment 
architects? It is worth thinking over, at 
any rate. 

It is not always the most elaborate fix- 
tures that are the best for the business. Be- 
cause the equipment is a little antiquated, as 
judged by the standards of others, it does 
not follow that it is unsuited for the par- 
ticular business in which it is an integral 
part. F 
5. Look over the entrance of. the store. 
Do the signs need refinishing? Does the 
front need a new dress: 6fpaint? °This 
should be, at the very least, in keeping with 


_ pay a profit. 


the style of business done behind its face. 

6. Now the stock, not as to its dollars and 
cents value, but as to its suitability to sup- 
ply the demand. This, of course, presupposes 
that the jeweler has also made a scientific 
analysis of his community’s demands .on him, 
as a jeweler. Most stocks will take éare of 
themselves from a dollars and cents value 
viewpoint, because the average jeweler 
knows his business well enough to purchase 
value, but he does not always gage the de- 
mands of his possible customers as well. 

7. Is the location of the store as desirable 
as it should be? If there is reason for a 
removal to another location it should be 
made, despite the disruption to the routine 
of the business for the moment, or the tur- 
moil -and uproar that is sure to result for 
a few days. But, if after a survey, the busi- 
ness is to remain in its present location plans 
for taking advantage of its location possi- 
bilities should be made. 

Is there any particular class of customer 
who can be reached from the location who 
has not been included in the plan of cam- 
paign for more business? Is the store fa- 
yorably situated for securing any kind of 
business not now being secured? Every ave- 
nue of widening the appeal of the business 
should be traveled and the goal striven for. 
There is always one more customer to go 
after, who may be secured, and who will 
The estimate of the value of 
an average customer to the jeweler has been 
set at “$75 per annum. Not one can he 
omitted from the list of possible prospects. 

8. Systems and methods of doing business 
should be picked to 'pieces-and patched to- 
gether again until they are about as perfect 
as human beings can make them. Grand- 
father’s#WayjOf doing things may have been 
quite“good ways—in his days—but our times 
demand that we use more recently worked 
out systems, whether better or worse. 

9. A study of the expenses of the business 
should also be made with a view to making 
every dollar of expense bring back its quota 
of dollars in sales. It is all right to study 
methods of reducing expenses, but it will be 
time better spent to séarch out ways of add- 


‘ing new expenses that will increase the busi- 


ness. 

10. The advertising plans for the coming 
Fall should be prepared and they can only be 
made effective by a study of the experiences 
of the past. If the jeweler has done no ad- 
vertising along certain lines an analysis of 
his condition and circumstances may reveal 
it as a possible good medium. No medium 
of advertising should be condemned on hear- 
say, or through preconceived prejudices. 
When we take stock we want actual facts. 
Study the advertising in the light of its pos- 
sibilities, not from the angle of some other 
jeweler’s viewpoint. 

Besides the advertising mediums used and 


“to. be used, the ‘method of using them and 


the style of copy will have to be given many 
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No. 2015—-Mahogany No. 3008—Mahogany 
Chiming all Quarters—Burl Redwood Panels. Hour and Half Hour Strike on Chimetone Rod. 
Height 1034", Length 214%”, Dial 7”. Height 914”, Length 204%”, Dial 5”. 


Herschede Clocks are strictly an All-American product, as we manufacture both 
cases and movements complete in our factory at Cincinnati. 


Chime Hall Clocks, $190.00 to $1,710.00 list—Half-Hour Strike Mantel Clocks, $17.00 to $57.50 list. 
Chime Mantel Clocks, $78.00 to $126.50 list—Boudoir Clocks with fine 1]1-Jewel Lever Escapement, $26.50 to $34.50 list. 


Send for our Hall and Mantel Clock Catalogs 


Jewelers’ Circular List Prices 


THE HERSCHEDE HALL CLOCK COMPANY 


NEW YORK SALESROOM CINCINNATI, OHIO A. I. HALL & SONS, INC. 


586 Fifth Ave. N. Y., Robt. E. Wilkes, Mer Pacific Coast Representative, San Francisco, Cal. 
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Learn Diamond Setting 


Diamond setters are wanted “now.” Wherever jewelry is sold, the 
jeweler who does his own setting 


“RECEIVES THE PLUMS” 


Climb to the top of your profession with 


PRACTICAL DIAMOND SETTING 


by 
ROBERT GRANT 
Five separate lessons written so you can understand them. Tools, 
how they are prepared, Style charts, working methods and designs, 
raising the beads, bright cutting, carving, millgraining, etc., all 
cleverly illustrated. 


It’s all there from start to finish 
Handsomely bound in soft leather, size 9x12. Price $10.00 


THE SERVICE PUBLISHING CO. 
P. O. Box 4473 JACKSONVILLE, FLA. 


Genuine 


AQUAMARINE 
18K White Gold Ring 
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Storekeeping Department. 














days’ serious consideration. What style of 
copy will reach the prospect best in this 
What style in that? What style in 


paper ! Slee, Sagal eS 

this other publication? Will it pay to issue 
circular letters? Does it pay to have a 
booklet? It’s a man size job to determine 


the best methods of reaching the people with 
the message of the jeweler, but no man 
should shirk the responsibilities because of 
that. 

Now, after taking stock of all the details 
of the organization and its manner of func- 
tioning, the jeweler is in a position to sum 
up and take his trial balance. The profit 
and loss statement should not bother him 
now, but the one next year should. He is 
working now for future results, the imme- 
diate business will always take care of itself 
if he adopts that attitude, because the future 
is always becoming the NOW. 

The jeweler who contemplates taking stock 
in this manner will do well to consult all the 
experienced men who can be gathered to- 
gether to assist him. There are probably 
none so good for this purpose as his own em- 
ployes. He can pick them to pieces, and they 
him, to their mutual advantage, and to the 
profit of the business. 

The jeweler who would offer a hundred 
dollar gold piece to the man in his employ 
who picked the most flaws in the organiza- 
tion’s working processes might get a million 
dollars’ worth of information, some of which 
would be worth gold pieces innumerable. 

The jeweler can make business better dur- 
ing the coming season, and the following 
year, if he wishes. It’s all a matter of de- 
sire. If the desire and ambition is strong 
enough to cause action and reaction then he’ll 
get more business. 





Personality in the Store 





aa | NJECT more of your own personality 

into your store,” was the advice of Louis 
J. Heckler, president, Heckler Bros., Pitts- 
burgh, Pa., before the annual convention of 
the Second District, Associated Advertising 
Clubs of the World, in Bethlehem, Pa., 
recently. 

Mr. Heckler discussed “Building an Eight 
Story Business Through Advertising.” 

“In order to make business,” Mr. Heckler 
said, “a concern must make friends.” He 
told of the success of the plan adopted by 
his company, that each member of the firm 
make five new friends a day. 

“One of their early methods of advertis- 
ing,” he added, “proved extremely construc- 
tive and effective. It was to sell rose bushes 
at 5 cents each. Soon, the town—Sheridan, 
Pa.—was covered with rose bushes. They 
proved an attractive and permanent adver- 
tisement of the company. 








“My new housemaid is a treasure,” de- 
clared Mrs. Johnson. “I had a bridge party 
the other evening, and one woman failed to 
turn up. You know how it is—she gave me 
no notice whatever.” 

“Very annoying.” 

“The housemaid, however, put on one of 
my gowns and fitted in beautifully.” 

“That was helpful.” 

“Yes, and I won her week’s wages.”— 
Tit-Bits (London). 
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‘“We Keep Reminding the Public 
We’re in the Jewelry Business’”’ 








Written Expressly for The Jewelers’ Circular 

















AN early understanding of the require- 
ments of the trade and much publicity 
are the principal reasons given for the 
growth of the Matthewson-Pelz Jewelry Co., 
Marshall, Tex., to proportions much greater 
than would ordinarily be expected of a 
jewelry business in a town of approximately 
15,000 people. 
H. E. Pelz, owner of the business since 
the recent retirement of the senior member, 


Any of the Following Articles 


SILVERWARE 
for 


$ 


Set of 6 Ice Tea Spoons 
Set of 6 Tea Spoons 
Set of 6 Coffee Spoons 
Set of 6 Butter Spreaders 
Set of 6 Ice Cream Forks 
3 Piece Childs’ Set 
Butter Knife and Sugar Shell 
Cream Ladle Gravy Ladle 
Tomato Server 
Berry Spoons, Etc., Ete. 


See Our West Window 


G The Gift House 


Matthewson-Peiz 
Jewelry Co. 


ADVERTISES A SPECIAL ON SATURDAYS 








Dr. N. C. Matthewson, explains in substance 
that it has been the experience of members 
of the firm that expectations, requirements 
and demands of customers of a jewelry store 
are quite exacting. Comprehending this 
situation near the beginning of the business 
18 years ago, much care has been used in 
selecting stock that meets these requirements. 
By following this policy and carrying a suf- 
ficiently large stock from which to make se- 
lections, confidence and good-will of the 
trade has been gained—an asset of; priceless 
worth to the business. 

“We try our level best to let the people in 
our trades territory know that we are in the 


jewelry business,” says Mr. Pelz. “We 
usually contract with the local newspapers 
for considerable advertising space and try to 
fill the space with something of interest to 
the trade. We also use road signs liberally 
and other local mediums that offer a possible 
route to reaching customers. This class ot 
publicity has kept our name continually be- 
fore the public, resulted in much direct busi- 
ness and has been largely responsible for the 
growth of the business from a very small 
beginning. For some time we have been 
mailing out a small booklet bearing our im- 
print and illustrating the latest in jewelry 
and novelties suitable for gifts. This form 
of publicity, together with other direct-mail] 
matter, bring in results quite satisfactory. 


“We put forth extra special efforts to hold 
the ‘gift’ trade—gifts for every occasion— 
and have built up a wonderfully satisfactory 
patronage along this line. The large electric 
sign in front of our store displays the name, 
‘The Gift House,’ and all of our advertising 
matter carry the same suggestion.” 

At the Central East Texas fair held at 
Marshall recently the Matthewson-Pelz 
Jewelry Co.’s booth occupied a prominent lo- 
cation in the main exhibit hall. Due to the 
expense and great risk necessarily connected 
with a public display of jewelry, no attempt 
was made to display anything along this line. 
However, a splendid opportunity was pre- 
sented to display pianos and talking machines, 
a side-line business handled in connection 
with the jewelry business. The display was 
cleverly arranged and from a publicity stand- 
point was a great success. As to direct 
profits, the correspondent is informed, the 
pianos on display were sold and delivered 
direct from the booth to the home of the pur- 
chasers. Also, several talking machine sales 
were made at the booth, and from a valuable 
list. of prospects secured, additional sales 
from. this source are expected to develop in 
due time. A special feature in connection 
with the display was the placing of a price 
tag on each instrument displayed, thus giv- 
ing the prospect an opportunity to examine 
and consider the instrument bearing a price 
more in line with what he would be able to 
pay. 

With reference to side lines, Mr. Pelz 
takes the view that inasmuch as dealers in 
some other lines of merchandise are en- 
croaching on the rights of exclusive jewelry 
dealers, he felt at liberty to add side lines to 
his business—such lines as offered possibili- 
ties. The musical line and sheet music were 
added some years ago, and so satisfactory 
has been developments, it is claimed, that this 
side line is now considered one of the most 
profitable departments of the business. Ad- 
ditional store space has been leased and a 
full-time salesman, with an assistant, has 
been placed in charge of the music depart- 
ment. Other side lines handled at this time 
are leather goods, kodaks, fountain pens, 
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needs. 





SALESMEN’S TRAVELLING EQUIPMENT 


in the regular stock numbers is carried at 
our New York Office, for your immediate 


Special Items Furnished 








No. 2121 Two Stack Case 


at Short Notice 


No. 2151 Ring Case 





New York Office 
9.13 Maiden Lane 


RUECKERT MANUFACTURING CO. 


PROVIDENCE, R. I. 


San Francisco Office 
220 Post St. 








Seamless 


Wedding Ring 
Blanks 


we gti ts 


_ IN ANY WIDTH OR SHAPE 
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. SIMSON BROS. 
FINDINGS 


Office and Factory 
125 Canal St., New York 


To Manufacturers 
Only. 





ITALIAN SILVER FILIGREE 


Chokers, Necklaces, Bracelets, 
Earrings 


Also in Matched Sets 
Exclusive Styles in All Finishes 


BORRELLI & VITELLI 


366 Fifth Ave. New York City 

























Fourteen Karat Geld 





JUST OUT 
1925-1926 Edition 





The Jewelers’ Circular 


Buyers’ Directory 





Useful to Buyers and as a Directory of _ 
the Jewelry and Allied Lines 














ONYX Price One Dollar 
Jewelr y The Jewelers’ Circular Publishing Co. 
Samuel Lawson 11 John Street New York, N. Y. 
-73 N St rme 
Repairing and Special Orders - ye rg 
the Protection Ring Guard 
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“ze SCHOOI-C COLLEGE-CLASS & FRATERNITY PINS. 
~INTERBORO MEDAL& BADGE CO. 123 FIFTH AVE. NEWYORK 











Has No Points to Catch or Scratch 


EASY TO PUT ON 
Made in 14K Yellow, White and 
Green Gold : 


The Lion Safety Pin Clatch Co. 


Pat. Feb. 26,1917 100 W. 2ist ‘St., Room 411,New York Pat. May 25, 1920 
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Storekeeping Department 


vacuum bottles and several other specialties. 

The Saturday special $1 sales have proved 
to be quite popular. This sale is conducted 
by placing in one of the windows a liberal 
supply of certain articles offered for sale on 
Saturday only for $1. One week there will 
appear in the display window pieces of cut 
glass; another week, silverware; another, 
novelties, and at another time something else 
hat can be sold profitably for $1. Usually a 
crowd of bargain hunters are lined up at the 
wndow before the doors are opened in the 
morning for business and within a short time 
everything is sold. A small display ad in 
the newspapers and a sign announcing the 
sale placed on the window is about all that 
is necessary to get customers. 

A system used by the firm, known as the 
perpetual stock inventory system, provides a 
complete record of each piece of merchan- 
dise in the store. Instead of attaching the 
usual price tag on the various articles, a tag 
bearing one of the letters of the alphabet, 
followed by a number, is attached to the arti- 
cle. The letter designates a certain depart- 
ment. For instance, the letter A appearing 
before a number would mean watches, B 
clocks, C gold rings, and so on down the 
line covering each department. The number 
following the letter refers to the article it- 
self. In the stock ledger, the number of 
each article is recorded under the proper let- 
ter, or department. When an article is sold, 
the date sold and to whom sold is recorded. 
The same record is kept for each article re- 
ceived for stock, the record showing when 
bought, cost and where bought. To further 
simplify the keeping of this record, the goods 
are arranged in the showcases according to 
department number. 

“Upon first thought the system mentioned 
may appear a bit complicated, but after it is 
properly installed it is an easy matter to 
keep the records straight,” says Mr. Pelz, 








“and the many advantages connected with ... 


the plan will more than offset .the trouble 
and expense.” By referring to the records, 
it is further explained, it is an easy matter 
to check each department, or each article, at 
any time and it is a wonderful help in keep- 


ing down overstock. To the buyer, the sys-. 


teny is great. At inventory taking time, 
merely refer to the inventory record for 
necessary information. 

The personnel of the Matthewson-Pelz 
Jewelry Co. store is as follows: H. E. Pelz, 
manager; Mrs. H. E. Pelz, stock clerk; J. 
Andrews, bookkeeper and watch salesman; 
Miss N. Williams, stockkeeper and. sales- 
lady; J. F. Lenz, watchmaker; R. B. Blan- 
ton, manager of musical department; Miss 
Veta Blanton, record department; Clyde 
Bachus, deliveries. 








Con—“The radio will never take the place 
of newspapers.” 

Denser—“Why ?” 

Con—“You can’t start a fire with a radio 
set."—Science and Invention. 





Generous Old Lady (using pay-station tel- 
ephone for the first time)—“As you’ve been 
so nice and attentive, my dear, I’m .putting 
an extra “nickel .in the box for yourself.”— 
Boston Transcript. 
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How Effective Collection Letters 
Are Written 





EMOVING the “form” from “form let- 

ters” in the collection of accounts has 

been reduced to a science by Harry O. Cobb, 

jeweler, diamond broker and platinumsmith 
of Indianapolis. 

In the first place, every customer is classi- 
fied into one of four classes of credit risks, 
namely, preferred, average preferred, aver- 
age and ordinary. They all start in the pre- 
ferred class, and if they pay their bills 
promptly, they remain in this class “until 
death do us part.” If they pay with reason- 
able promptness, they are treated with special 
consideration and get nothing but polite re- 
minders. If they become delinquent, how- 
ever, and habitually so, then they are gradu- 
ated downward in proportion to their delin- 
quency; and if they reach the “ordinary” 
class, they receive some letters that are 
straight to the point, and there can be no 
mistake concerning the fact that money is 
wanted—and immediately. 

“The chief thing about a credit business,” 
said Mr. Cobb, “is to get customers started 
right. I watch new accounts very closely. 
Our customers, through the instalment 
houses, are being educated gradually to in- 
stalment paying. This will not do for a 
legitimate retail jeweler who operates on 30- 
day accounts—and unless a special arrange- 
ment is made, no account should run longer. 
So-called good credit risks sometimes will 
pay the grocer and let the jewelry bill “ride.” 
Right off the reel, make them understand 
that if they don’t pay at the usual and re- 
quired time, they will hear from you.” 

Collection letters used by this firm are 
classified to fit the customer classifications. 
For instance, “light,” “medium firm,” “firm,” 
and “very firm.” 

Now comes the really unique part of the 
entire system. Through a period of years, 
Mr. Cobb has experimented with letters, or 
rather the paragraphs which make up these 
letters. At the present time he has a col- 
lection of more than 150 paragraphs. They 
represent ‘paragraphs of letters that have 
brought in money for him and which suit 
particular types of customers. 

In writing a collection letter, he limits it 
to two paragraphs, if possible. and each per- 
son gets a personal letter. No mimeograph 
or multigraph letters are used. If the situa- 
tion warrants, he inserts a “body” paragraph 
between the lead and close. Never more 
than three paragraphs, however. 

These paragraphs are divided into “lead,” 
“body,” and “closing” paragraphs. The lead 
paragraphs are divided into four general 
classifications—light, medium firm, firm and 
very firm—to fit the case of the customer, as 
shown on the loose-leaf ledger. The same 
is true of body and closing paragraphs. 
Every paragraph has a number. The ste- 
nographer has a duplicate of the entire col- 
lection; together with the numbers. From 
the ledger, a smaller “collection” card is 
made and filed alphabetically in a separate 
case. 

Let’s take a tvpical example. “Bill” Jones 
is past due with his check. “Bill” belongs 
to the preferred class. Mr. Cobb follows.un 
his collection cards each dav, and when “Bill” 
approaches the 60-day thark, he getsvhis let- 
ter. Mr. Cobb picks out- from his “light” 
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paragraphs a lead, body and closing para- 
graph. He notes the numbers of these on 
the back of his collection card, together with 
the date the letter was sent. Within an hour 
he has gone through the cards scheduled for 
that day and has noted on the backs the para- 
graph numbers used in each individual case. 
The cards then go to the stenographer, and 
by using her duplicate of forms, individual 
letters are dispatched. In paragraphs there 
are blank spaces provided where the cus- 
tomer’s name may be inserted by the sten- 
ographer, thereby increasing the “personal” 
effect. 


[t may be that “Bill” pays no attention to 
his letter. -In five days he gets another, and 
this time it is of the medium firm class. 
Again the paragraph numbers are entered on 
the back of the card. Then “Bill” pays. 
Perhaps in a couple of months he has an- 
other account that is past due. Again he 
gets a polite letter calling his attention to 
this fact. Not the same one he got previous- 
ly, for Mr. Cobb has picked differently num- 
bered paragraphs, having noted the numbers 
used in the previous case, as shown on the 
back of the collection card. Such an infinite 
number of variations is possible that “Bill” 
never gets the same letter again. 

Mr. Cobb believes that the head of each 
store must decide for himself what sort of a 
letter pulls best. He has spent years in pick- 
ing his paragraphs—and is not finished yet— 
and he says what would work in one store 
or city might not in another, but the general 
principle, he believes, will work in any city 
or town. 

In making out and passing upon the first 
application for credit, Mr. Cobb ascertains 
the name and address of a couple of near 
relatives and a friend or two. If the man 
has a lodge emblem on, this fact is noted. 
In case no attention is paid to ordinary let- 
ters, a special delivery—with a return re- 
quested—is sent. If it is not delivered, the 
customer evidently has skipped out of the 
city. Special delivery letters are sent in care 
of the relative or one of the friends, and this 
usually brings results. In sending special de- 
livery letters, it is advised that they be sent 
so they are delivered about midnight, if pos- 
sible. A delivery at that hour, which neces- 
sitates arising, makes the customer remember 
the next morning. 

In arranging for credit, Mr. Gobb feels the 
store should know whether anybody else in 
the family is working. “So many wives, sons 
and daughters are at work nowadays,” he 
said, “that the family wage rate is good 
sized regardless of the money earned by the 
nominal head of the house. Say a man want- 
ed to fix his credit rating at $50. If he 
makes $35 a week, he is not entitled to that 
sort of a rating, but if his wife is working 
and making from $20 to $30:a week, which is 
not unusual in Indianapolis, then this must be 
considered in making his rating.  Inci- 
dentally, find where the remainder of the 
family is working.” 

Sometimes a customer writes in and wants 


an ‘extension of credit, making some excuse 


for his financial stringency. In this event, 
Mr. Cobb calls the customer to the store and 
has a talk with him.. “I can tell, if I talk 
with him long enough and ask enough ques- 
tions, whether he, is lying to me.” he said. 
“Tf he is, I’ll pick him up before I am 
through”"—E. B. 
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Dixon’s Assay Sand Crucibles and Clay Refractories 
(J-50 Formula) 


Have been found to be superior to all others. They cost a bit more than do some other makes, but 
have been found to be well worth the slightly higher first cost. 
For silver and gold they are safe in every way. [lor enamel they will not discolor. 


Write us for prices—Dept. 77-A 


JOSEPH DIXON CRUCIBLE COMPANY 


Established 1827 OX New Jersey 


on naa 


Jersey City oxX<x><x 


CUPELS SCORIFIER 


tnialindiont meses 
MELTING 


SCORIFIERS FURNACE 








Only a Few Minutes Work a Day? 
Then You Need This Polishing Dust Collector! 





Many users thought a few 
minutes’ work did not justify 
the purchase of one—But the 
new and cleaner shop—The 
greater return from the re- 
finer and the absence of dan- 
ger to their health in breath- 
ing metallic dust has since 
proved its need. 


Leiman Bros. 


POLISHING 


DUST 
COLLECTING 


OUTFIT 


(Patented) 


The only highly successful 
dust collector on the market 
today—much more efficient 


than larger and more expen- || 


sive outfits due to our patent- 








ed separation system and new 
model suction fan. 


YOU WANT ONE 
—Get It Today 


and begin your saving. 


Every article you polish, be it 
large or small, contributes its 
mite of dust—don’t let this 
find a resting place in your 
lungs; it’s extremely harm- 
ful. 

This is the outfit so widely 
advertised—and being widely 
advertised proves its success. 
The smallest store or shop or 
the largest factory is equally 
in need of it. We send them 


| to the far corners of the 


globe. They’re known every- 
where simply because they do 


| collect the dust—they do keep 
| the shop clean and they do in- 
| crease the sweeps returns all 


the time, giving health insur- 
ance as a by product. 


Free Illustrated Catalog on Request 


LEIMAN BROS., 
60 14B Lispenard St., New York 
Makers of Good Machinery for 35 Years. 



























































The Junior Watchmaker 











Written Expressly for The Jewelers’ Circular by A. Gidson Thisell 














(Continued from issue of July 15) 

T is not often these “general rule’? moves 

have to be resorted to in store work and 
the simplest solution to the problem of close 
inside or outside is found by spreading or 
closing the stones. The pallet slots are made 
so that the stones go in freely with a little 
space to spare for shellac. When you find 
a watch in which the drops are too close, 
then as a remedy for close inside, “spread 
both stones.” For close outside close in 
one or both as your judgment dictates. 

We have learned a few of the simpler 
points of the escapement such as banking 
to a drop lock, etc. No instructions have 
been given as to what tools are necessary 
and proper, in order to make the changes 
mentioned. The tool used to hold the pallet 
while moving the stones is spoken of as a 
“pallet warmer.” ‘There are a variety to be 
chosen from at watchmakers material 
supply and tool establishments. The con- 
struction is very simple and it is a small 
job if you should wish to make one. A 
metal disc about the size and thickness of 
a 10-cent piece acts as a heat conductor. 
This can be either steel, brass, copper or 
any metal that will hold heat for a short 
time. The one I use is made of steel. I 
prefer that as it cools quickly. Draw a line 
through the center of the disc and on this 
line drill a row of holes. The first two 
holes should be drilled of different diameter 
and about an eighth of an inch from the 
edge. Each is to be a little larger than the 
size of the pallet arbor. One hole to be 
used for small, the other for large pallets. 
There would be no need of additional holes 
for working on a pallet that is made for a 
double roller, but for a single roller model 
a row of holes just about at the point the 
guard pin comes may just as well be added. 
setween the holes for the arbor and those 
for the guard pin make a small groove 
which will help to remove the pallet. After 
heating a certain amount of shellac spreads 
from the stones and causes the pallet to 
adhere to the warmer. This groove allows 
a fine pointed tool to be inserted between 
the face of the plate and the pallet in. order 
to loosen it. At the two edges make a small 


“Book rights re-erved by the au‘hor. 


* hole to be used for riveting the disc to a 


piece of square wire that goes back into a 
wooden handle. This wire should be about 
three inches long and 3/32 of an inch in 
diameter. File away enough of the wire to 
make a ledge so the top of the disc and the 
wire are about flush. Drill holes to match 
with the riveting holes of the disc and 
secure with rivets. About an inch from the 
furthest end of the disc, erect a post on the 
top side of the wire. 

This post should be made of thicker wire 
and in the shape of an H with the small 
center section exaggerated to such an extent 
that it will measure between % and 3/16 of 
an inch, as this acts as the post mentioned. 
The projecting stock of one end can then be 
slipped over the long wire, a hole drilled 
and a rivet placed. The top section is to 
hold the finger in place. This clamps the 
pallet to the disc by a spring tension. 

The finger can be made of the same stock 
as the other long wire and should be about 
two inches long. Saw a slot straight back 
in one end and shape up the two sections 
so that when they are holding the pallet in 
place, as much of the pallet as possible 
should be visible. The pallet arbor comes 
between the fingers, that is the object of 
the slot. A hole is drilled through the 
upper section of the post and one to match 
in the finger. By making a round piece of 
steel to fit this hole freely a bearing is 
made that will allow the finger to raise up 
and down, the post acting as a rest. Do not 
rivet this wire bearing as the finger must 
be free; merely tap the ends enough so it 
will not fall out. 

The force that creates the leverage on the 
finger may be either a coiled spring placed 
at the further end of the finger or a piece 
of main spring from a small alarm clock. 
If the coiled spring is used it can be held 
in place by drilling holes in the side of the 
finger and in the wire below, allowing part 
of a coil to go through each. When a piece 
of main spring is used it is not put on until 
the heater has been mounted in the wooden 
handle. A round piece of wood about half 
an inch in diameter and 2% inches long is a 
good size. Drill a hole so the wire will go 
in friction tight. 





The reason for such a seemingly clumsy 
handle is that after drilling the hole you 
are to plane down to what is to be the base, 
as it is easier to work with a heater that 
can be laid flat on the bench, When a piece 
of main spring is used plane the top of the 
handle until you have a flat surface the 
width of the spring. From this, level an 
incline about one-half an inch long down to 
the wire that goes into the handle. Break 
off a piece of spring that is just slightly 
curved and punch two small holes in line 
near one end. This end is fastened to the 
flat top by means of two small screws and 
the other end of the spring presses upward 
underneath the end of the finger. To insert 
or remove the pallet is only a matter of 
pressing on the finger at this point. 

Pallet warmers can also be bought that 
have what are indexes or movable indicators 
that can be used as guides in judging the 
distance a stone should be moved. They 
may be of help to many but experience has 
shown them to be unnecessary. The tool 
used to move the stone is a long slender 
miece of wire brought down to a long 
tapering point. A small rat-tail file with 
the point finished up on an emery wheel 
will do nicely. It should be about four 
inches long. 

For convenience, the stick of shellac can 
be placed over a flame and drawn out in 
threads about the diameter of a small sewing 
needle. When mounting a new stone enough 
heat should be applied to the pallet warmer 
to cause the shellac to flow, otherwise the 
stone will be loosened in a short time. To 
merely change the amount of lock just 
enough heat is applied so the shellac becomes 
soft or gummy. The heater I have requires 
about four seconds in a small gas flame to 
bring the shellac to the condition, which 
allows nearly 10 seconds to make the ad- 


justment. This may seem like fast work 
to the inexperienced, but it is not. There is 
no need for even one fast move. It is all 


a matter of being prepared, as in holding 
the tool and eye glass to the best advantage, 
and knowing before heat is applied, just what 
change and the amount of it that is desired. 
In case the change desired involves the 
moving of but one stone, be certain not to 
heat the warmer till the shellac “runs.” The 
action caused by applying too much heat may 
cause the other stone to move outward, 
by “shellac action.” 

When speaking of moving pallet stones in 
or out it can be interpreted in two ways. 
Some writers speak of moving a stone “out,” 
as in the directing way, from the escape 
wheel. To clarify any doubt that may have 
arisen we shall speak of moving a stone in 
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New Price List on Request 
OF 


PLATINUM SOLDERS 


Pet 0 OTA BOLE evi nscedee fesnasear 000 M.P. 
Oh RE 6c Gab hemes eaeeew sees 1100 M.P. 
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W 18—For 18 K White 
W 2—For 2 K White 
(Very soft) 


Y-1—For 14 K Yellow 
G-1—For 14 K Green 
(Without silver) 
W 10—For 10 White G-2—For 14 K Green 

W 14—For 14 K White (With silver) 


Electrolytic Nickel and Copper, C. P. Zinc, Cadmium, Tin ete. 


L. LELONG & BRO., INC. 


MANUFACTURERS 
Metallurgists, Refiners and Sweep Smelters 
GOLD—SILVER—PLATINUM 


: New York Office: 
Plant: Newark, N. J. 145 W. 45th St. 
Founded 1858 




















| 


Telephone, Whitehall 7240 Cable Address, Matthey, New York 


Johnson Matthey 
& Company, Inc. 


BULLION MERCHANTS 
CHEMISTS AND METALLURGISTS 


DEALERS 


PLATINUM 


AND THE PRECIOUS METALS 





JOHNSON MATTHEY & CO., LTD. 
Hatton Garden, London, E. C., Eng. 
Official Assayers and Refiners to the Bank of England 


36th Floor 
Woolworth Building 
New York 




















Gold, Silver 


and 


Platinum 
Refiners and Assayers 





T. B. HAGSTOZ @ SON 
| 709 Sansom St., Philadelphia 

















We remit promptly for your 
Scrap Gold, Platinum, 
Silver, Etc. 


You'll like that service. Goods returned 
on demand if remittance is not satis- 
factory. 


A. ROBINSON & SON 


REFINERS 


149 Canal Street New York 





























July 22, 1925 





or out as follows: Out means moving the 
stone out from the base of the slot, so as 
to make the lock stronger. It is the act of 
moving the stone further back in the slot, 
causing the lock to become lighter. Mov- 
ing a stone just the correct distance requires 
considerable practice. JI have a method to 
suggest that while it may not appeal to all 
it has proven helpful to beginners. 

Place the pallet on the heater with the 
polished side down as’ the stones should 
always be flush with the top of the pallet. 
Pick up the double eye glass with the left 
hand first making a crook of the first finger 
which encircles it. The heater is then held 
by the point of the thumb, the third and 
little finger. This leaves the glass inside 
the hand. Have the feeler that you intend 
to move the stone with, in the right hand, 
and hold it just as a pencil while writing, 
except that the fingers should be as near 
the point as possible. The gas jet or alcohol 
lamp should be placed conveniently. Place 
the disc of the heater in the flame flat as 
no fire should touch the pallet. As the 
heater is withdrawn, lay it on the bench in 
line with the edge of the bench and about 
two inches back directly in front of you. 
To hold the heater still, the second or third 
finger can be placed just above the post the 
finger rocks on. The eye glass is now 
shifted with a rolling movement so it is 
held by the point of the thumb and first 
finger. Use the left eye. The head should 
be inclined so the left temple is at rest 
against the left hand. The “heel” of the 
right hand is touching the edge of the 
bench and the base joint of the first finger 
is touching the right temple. 

This position allows the shift to be made 
with finger action “only,” which is very de- 
sirable when a close piece of work is to be 
done. Practice this move with the heater 
alone and see how quickly you can shift the 
glass. Get the proper focus and be ready 
to move the stone. The time from leaving 
the flame should not exceed five seconds. 

A factory pallet stone setter or “matcher” 
as he is called does not go to all this trouble, 
and a strong single eye glass is used. It 
must be borne in mind that he is a specialist. 
The method I have mentioned is for men 
that only change a lock occasionally. 


Chapter 5 
THE SWING OF THE PALLET—BALANCE JEWEL 
FITTING 


Moving one stone changes the amount of 
lock on “both” stones. Let us presume we 
have a watch that you have decided needs 
a stronger lock, so the “R” stone is moved 
out a trifle. The moving of the stone creates 
more lock on the “R” stone. The result is 
that in order for the escape tooth to leave 
the “R” stone, the tail of the pallet must 
swing a greater distance than it did before. 

If the watch was banked to a drop it 
will be necessary to turn the banking screw 
i order to have the toe of the escape tooth 
leave the impulse face of the “R” stone 
This allows the “L” stone to swing in 
further toward the escape wheel with the 
result of an increase of lock on that stone 
also, 

Draw an imaginary line through the pallet 
arbor and passing on to the hole in the 
balance jewel. When banked to a drop the 
Pallet should move equal distance on each 
side. There are various ways this can be 
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tested without resorting to measuring tools. 
See that the dart is straight and in line 
with the pallet. By holding the watch 
squarely in front, the distance it swings 
each side of the balance jewel gives a fair 
idea. A better criterion is to judge from 
the curves of the horn to the balance jewel 
setting. This test is by no means final and 
may be better classed as a rough estimate. 
The true tests are made with the balance 
in the watch and we have not arrived at 
that point as yet. 

In factory work it is common to bend a 
pallet slightly in order to get it to swing 
an equal distance across the center line, It 
is done in the watch using the banking 
pins and pallet arbor as bending bases. A 
small tool is placed behind the bar near the 
stone and pressure applied. 

In store work this should not be resorted 
to unless the error can be overcome by no 
other means, as the arbor or tail break off 
at times, and it would mean waiting, while 
a new pallet was sent for. In case you must 
bend a pallet remove it from the watch and 
hold it at the ends of the bar with the thumb 
and first finger of the left hand and do the 
bending with a pair of tweezers. Clean 
well before replacing in the watch to avoid 
rusting. 

Moving the pallet stone is very much 
safer. At this time it is a good idea for 
the student to shift the stones a few times 
and note the changes in lock and the re- 
sultant effects regarding the swing of the 
pallet fork that has just been discussed. 
Bear in mind that every time a stone has 
been moved or the pallet bent the watch is 
no longer banked to a drop and this opera- 
tion must be repeated with every change 
made. : 

As a problem—the lock is estimated to 
be about equal on both stones, but it is too 
strong. The test shows that the pallet tail 
swings further toward the inside of the 
watch than the outside. The “R” stone is 
moved in a little. This decreases the 
amount of lock on both stones and after 
the watch is banked to a drop again it will 
be seen that the swing of the pallet is more 
equal. If the lock is strong on the “R” and 
light on the “L” and the pallet’s swing 
favors the inside, move the “R” stone in 
and the “L” stone out. If the lock is light 
on both stones move the stone on the same 
side as the long swing takes place. I could 
continue and give a number of problems, but 
at this stage it is better if the student does 
a little thinking himself. He will remember 
much better what he discovers. 

There is a saying among watchmakers, 
“T cannot make a watchmaker out of you, 
the best I can do is help you make one of 
yourself.” The main feature after practicing 
on locks. is to leave the escapement so the 
locks are about right and equal and the 
paliet tail swings an even distance across 
the center line, and that the stones are not 
close inside or outside. 

Our next procedure will be to remove the 
hair spring as this will facilitate operations 
yet to come. When the student becomes 
proficient this will not be necessary, but at 
the present removing the spring will make 
the task easier. 

Use a pair of hair, spring pliers or snips 
as they are called and there is no danger 
of injuring the spring. Remove the pallet 
but replace the pallet bridge, then set the 
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balance in the watch and try the end shake 
and side shake of the pivots in the.jewels. 
A cone pivot should be fitted closer than a 
straight pivot. 

The amount of end shake should be small 
as was explained in one of the first chapters. 
.025 mm. is a good measurement for end 
shake while .003 mm. is right for sideshake. 
This latter amount is so small a measure- 
ment that it should not show at all when 
looking down through the upper endstone. 
If the balance pivot can be seen to sway 
back and forth when the side shake is tried, 
you may be sure it is not properly fitted. 
The lower pivot should be tried for side- 
shake by observing the staff close to the 
jewel. It would be extremely awkward to 
test it looking through the endstone. These 
measurements have been decided upon by 
horologists after years of experimenting and 
are well agreed upon. 

A side shake in a balance jewel has. the 
same effect upon timing as if the balance 
were out of true. Even more so if it is the 
lower jewel that is fitted widely and the dart 
is just a shade too long. In case you wish 
to fit a new jewel to overcome a side shake, 
cut a piece of corn pith so that it has two 
flat sides. Force the staff into this to hold 
the balance. A straight edge may be placed 
across the jewel on the side the endstone 
goes. The stone should almost touch the 
straight edge. The reason the stone is set 
a shade low is to allow for the capillary 
attraction of oil. If the endstone was to 
touch the balance jewel at the pivot hole 
the oil would scatter instead of remaining 
at the pivot point to be used up as needed. 
This is one reason that side of the balance 
jewel is. well rounded as oil has a tendency 
to run upward and will, as a consequence, 
gather at the pivot point. If a jewel is used 
such as are often found in cheap foreign 
watches and has a flat surface parallel to 
the endstone the oil will very soon-leave the 
pivot and gather at the point where the stock 
of the endstone setting and balance jewel set- 
ting touch. Fitting a balance jewel ‘cor- 
rectly is very difficult and requires practice. 

The pivot should enter the jewel hole 
freely allowing the setting to tip from side 
to side but very little. About half the 
diameter of the pivot is the minimum’ and 
the full diameter the maximum distance the 
pivot should protrude, If the jewel does not 
fall off when the balance is held upside 
down it does not indicate that it is fitted too 
closely as the pivot may not go through as 
far when the jewel and endstone are in the 
watch. When doubt exists and the jewel 
seems to be fitted a little on the close side, 
take a flat piece of steel about the width of 
the butt end of your tweezers, Lay it flat 
‘on top of the balance pivot and make certain 
a ray of light about one-half the diameter 
of the pivot can be seen all the way around 
between the steel and the jewel setting. If 
you cannot perceive that amount of light 
that pivot will stick. A space the width of 
the pivot full diameter ensures perfect free- 
dom, providing the endstone is set correctly. 
Frequently an endstone is set so low in its 
setting that the oil space is so deep that the 
pivot rides on the balance jewel alone, and 
does not touch.the endstone. When such is 
the case Slide ‘the endstone over a fine file 
until it slips, proving the setting and stone 
are flush. 

(To be continued) 
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LEES & SANDERS. 


Chicago customer writes: ‘I feel it is my duty to thank you for 
the fine results and will state that this is by far the largest 
returns for like amount that | ever had.”’ t 
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[Patents Granted by the United States and 
the Registered Trade- Marks. ] 


UNITED STATES PATENTS 


Issue of July 14, 1925 
1,545,693. JEWELER’S TWEEZERS. PHILIP 
Puoet, New Dorp, N. Y. Filed Oct. 22, 1924. 
Serial 745,052. 5 Claims. 
In a holding tool, the combination with a pair 
of relatively movable arms, of a plurality of fingers 
carried by one of them, one of said fingers having 








gripping means for holding an arcuate member, and 
a support carried by the other arm for holding a 
ring in contact with said member, at a point be- 
tween said fingers and in substantially concentric 
relation to said arcuate member. 


1,545,903. PLAYING CLOCK. Oskar JuNGHANS, 
Schramberg, Germany. Filed Nov. 14, 1924. 


Serial 749,972. 13 Claims. 

A clock in combination with a dice game, a con- 
tainer for the die or dice, a disk firmly connected 
with the second arbor of the clock and forming the 
rear wall of said container, a lifting board pivot- 














ally connected with the said disk, a spring cornec- 
ted with the latter to permanently hold the said 
board in yielding position in relation to the disk 
and adapted to be released at a predetermined point 
of its circular path, a pin connected with the said 
hoard for the free end and of the said sn iprtog 
engage with, a bent lever of the shape of a human 
arm pivotally mounted in front of said container, 

a vell-crank lever pivotally mounted to control said 

bent lever, a stud on the bent arm and a stationary 

stud being provided for the two arms of the said 
bell-crank lever to engage with, substantially as and 
for the purpose set forth. 

1,546,075. BAILANCE-STAFF BEARING FOR 
TIME-PIECES. Ernest H. Horn, Water- 
bury, Conn., assignor to Waterbury Clock Co., 
Waterbury, Conn. Filed Jan. 30, 1925. Se- 
rial 5,744. 1 Claim. 

In a balance-staff bearing for time-pieces, the 
combination with a balance-staff formed at its re- 
“pective ends with conical bearings terminating in 
bearing-points, and each formed with a circumfer- 
ential, annular, groove-like recess forming a sharp 
reentrant angle, of a balance-stud and_ balance- 
screw, each formed. with an angular bearing-cup 
receiving the respective bearing-points of the staff, 
the angles of the said cups being wider than the 
angles of the bearing-points and one or both of the 
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said cups opening into a straight-walled, concentric, 67,796. FINGER RING. Aron Etkonin, New 


circular recess, resulting in the production of a 


York. Filed May 11, 1925. Serial 13,397. 


Term of patent 7 years. 


67,804. BRACELET. Firorence I. HamMonp, 








Chicago, Ill. Filed April 3, 1925. Serial 13,- 
008. ‘Term of patent 7 years. 
67,806. RING. Hoyt 
GLEICH MANN, Mich. 


re-entrant angle resisting the “‘creeping”’ of the oil 
out of the cup by capillary action. 


DESIGNS 


67,778. FINGER RING. 
N. J., assignor to Meyer & Gross. 


and Frank B. 
Filed Sept. 17, 


Josern S. 
Detrcit, 
Henry Benz, Newark, 
Filed May 





1924. Serial Term of patent 3% 


years. 


67,820. COLLAR BUTTON. 


10,800. 


Joon WuwNDeER, 





Serial 13,440. Term of patent 7 





67,784. RING OR SIMILAR ARTICLE. A Bert 


New York. Filed Sept. 19, 1922. Serial 3,766. 
Term of patent 14 years. 












P ‘ bY UNITED STATES TRADE-MARKS 
N [The following trade-marks have been adjudged 
+ entitled to registration under the Act of Feb. 20, 
' 1905, and are published in compliance with Section 


6 of said Act.] 


Trade-Marks Published July 14, 1925 


Ser. 212,442. (CLASS 28. JEWELRY AND PRE- 
CIOUS-METAL WARE.) Krementz & Co., 
Newark, N. J. Filed April 9, 1925. Under 
ten-year proviso. 


KREMENTZ 


Particular description of goods.—Collar Buttons, 
Cuff Links, Studs, Vest Buttons, Coat Buttons, 
Drawer Buttons, Tie Clips, Collar Pins, Scarf 
Pins, Belt Chains, Brooches, Handy Pins, Bar Pins, 
Necklace Clasps, Pocketknives, Bracelets, Lingerie 
Clasps, All Eeing Made of Rolled Gold Pilate. 

Claims use since 1884. 
Ser. 212,735. (CLASS 27. 

STRUMENTS.) Horrman Bros., INc., 
York. Filed April 15, 1925. 


Hoffrers 


larticular description cf goods.—Watches, Watch 
Movements, Watchcases, Clocks, and Parts Thereof. 
Claims tise’ since February 1925. 


Ser. 212,932. (CLASS 3. BAGGAGE, ANIMAL 


KEYPAK| 


PORTFOLIOS, AND 





Brop, New York. Filed March 28, 1925. Se- 
rial 12,923. Term of patent 3% years. 
67,793. RING. Avucust CLemeENns, Chicago, as- 

signor to Wexler Brothers, a firm composed of 


HOROLOGICAL IN- 


New 





Marvin H. Wexler, 


Jerome S. Wexler and 
Serial 13,479. 


Chicago. Filed May 18, 1925. 


Term of patent 7 years. EQUIPMENTS, 
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PCCKET-BOOKS.) Jacgues Kreisrer & Co., 
New York. Filed April 18, 1925. 
Particular description of goods.—Key Cases. 
Claims use since about April 15, 1925. 

Ser. 214,035. (CILASS 27. HOROLOGICAL IN- 
STRUMENTS.) Isipor TannenpauM, doing 
business as I. Tannenbaum Co., New York. 
Filed May 8, 1925. 


“ELSMERE” 


Particular description of goods.—Watches, Watch- 
cases, Watch Movements, and Parts Thereof. 
Claims use since March 26, 1925. 
Ser. 215,462. (CLASS 28. JEWELRY AND PRE- 
CIOUS-METAL WARE.) Couen & RosEN- 
BERGER, Inc., New York. Filed June 6, 1925. 


DEBUTANTE 


Particular description of goods.—Pearls and Pearl 
Necklaces. 
Claims use since January, 1921. 








Managing the Money End of Business 


(Continued from page 141) 





there is no other way of supervising the 
money end of his business. It gives him the 
facts. on every transaction. From it he 
knows how much it costs him to operate his 
business. It tells him when expenses are too 
high, and where. It tells him how much 
merchandise he has on hand, and whether or 
not it bears the proper relation to sales. 
Without it, he would be guessing, and guess- 
ing is one thing he avoids because he has 
found it very unprofitable. 

Once a month this retail merchant pre- 
pares a profit and loss statement, not once a 
year or every six months or every quarter. 
The figures he obtains from his general 
ledger. Accordingly, he knows what his 
profit is every month. He compares monthly 
sales, profits, expenses, with other months 
and is able to tell wherein his business is 
weak, and to take the necessary steps to put 
it on the proper basis. 

This. merchant manages the money end of 
his business with diligence. He is in busi- 
ness to make a profit. And to make sure 
that he makes that profit, he keeps records 
that tell him every day just how much money 
is coming into his business, how much is 
going out of his business, and how much he 
is retaining as profit. 

Nore: An illustrated booklet, covering this sub- 
ject in greater detail and showing the proper record 
forms, will be mailed free upon receipt of a request 
addressed to the Burroughs Adding Machine Co., 
Detroit, Mich. 








Canada Notes 


The stock of J. H. Vocheroth, jeweler of 
Outlook, Sask., has been sold by the sheriff. 

R. T. Orr has been appointed custodian 
of the estate of William Arthur, jeweler, of 
Stratford, Ont., insolvent. 

Among the buildings destroyed in a fire 
which burned a number of business: places in 
the village of Athens, Ont., on July 12, was 
the jewelry store of Cyril Churchley. 

At about 11 o’clock on the night of July 
12 the jewelry story of Russell H. Thomp- 
son at North Bay, Ont., was broken into by 
a robber who smashed the front window 
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with a stone. He secured three watches of 
medium value, but left a number of more 
costly ones. Blood was found on some of 
the goods in the window, indicating that in 
breaking the glass the thief had cut himself, 
which may lead to his detection. 

The jewelry store of A. W. Smith & Sons, 
of Guelph, Ont., was visited by burglars 
early in the morning of July 14. They broke 
the plate glass window and took all the 
goods they were able to reach through the 
opening, including 12 watches, three dozen 
rings and six diamond stickpins, the total 
value amounting to about $1,000. The loss 
was not covered by burglary insurance. The 
thieves escaped without leaving any clue for 
the police to work on. 








A. W. Buela, Harrisburg, was a visitor 
here last week. 

Twelve swimming contest prizes at Maple 
Grove Park were furnished by Zook’s store. 

The factory of the J. F. Apple Co. was 
closed 10 days for repair and improvements. 

J. Streitz, of Armour & Co., Chicago, and 
Louis Glick, Hammel-Riglander Co., N. G.; 
were recent visitors here. 

B. F. Kessler, Mt. Carmel, Pa., and his 
watchmaker, Earl K. Borger, were in Lan- 
caster last week on business. 

Fred. A. Wheeler, of the traveling sales 
force of the Non-Retailing Co., is now on a 
tour of his western territory. 

Benjamin Lichtenstein, jeweler, has re- 
turned from Milwaukee, where he visited his 
daughter, Mrs. Louis Rosenberg. 

William Dorwart, formerly watchmaker 
with Robt. C, Greens & Son, Pottsville, has 
purchased the jewelry store of Walter Hers- 
hey, New Holland, Pa. He was formerly a 
student of the Bowman Technical School. 

The Lancaster Jewelers’ Association will 
conduct its August meeting at an outing, the 
time and place to be announced later. It will 
be arranged for by this committee: W. W. 
Appel, Charles E. Bowman, Charles Skeen 
and Abram Kranich, 

Walter C. Herr, for a number of years 
engaged in the jewelry business at N. Queen 
and Orange Sts., died suddenly last week 
from acute indigestion. His death occurred 
only a short time after he arrived in the 
camp of the Tucquan Club, of which he was 
a member. 

S. Kurtz Zook has taken out a building 
permit for an extension of his store. The 
work room back of the store will be raised 
another story and a mezzanine floor estab- 
lished, which will then be the repair depart- 
ment. The partition between the store and 
work room will be removed and the space 
of 40 feet, added to the store. 

W. W. Appel, of W. W. Appel & Son, 
spent last week in Pittsburgh, and attended 
the Pennsylvania State Jewelers Association 
convention. He was its second Vice Pres- 
ident last term. The Appel store supplied 
the prizes for the tournament of the Central 
Pennsylvania Golf Association at Reading, 
Pa., the latter part of July. Mrs. W. W. 
Appel spent last week at Hershey, Pa. 

The Bowman Technical School has re- 
opened after the Summer vacation. These 
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former students of the school visited it re- 
cently: Robert H. Yates, jeweler, Beacon, 
N. G.; J. R. Russell, jeweler, Altoona, Pa,; 
G. E. McNess, watchmaker for the Gale- 
Ford Co., Norfolk, Va.; H. E. Swartz, 
jeweler, York, Pa.; Willis A. Kessinger, 
watchmaker for Jeweler Jones, Punxutaw- 
ney, Pa. 

While Dr. C. S. Horton, the N. Prince St, 
optician, and a friend, were hiking in the 
country near Brickerville recently they made 
a “find” in a long disused spring house in 
Popular Grove which is exciting the atten- 
tion of local historians. The articles are a 
sword, dagger and—a bottle of whisky. The 
latter furnishes the subject of inquiry, for 
a note folded and tied to the bottle bore, in 
German, this message, “To Jacob Brubaker 
some of my still.” (Signed) Baron Steigel, 
The Baron was the founder of Tranheim, 
Lancaster county, and he has been dead over 
100 years, 








Allentown, Pa. 


Paul Conrad, a jewelry repairsman, in the 
employ of Faust & Landes, jewelers, is visit- 
ing in Lancaster. 

Robert J. Beitel, Catasauqua jeweler, left 
on a motor tour to Michigan and the west, 
where he expects to visit friends and rela- 
tives. 

Ira S. Landes, son of Ira H. Landes, is at 
the Y. M. C. A. Camp, otherwise known as 
Camp Dent, which is located near Saylors- 
burg, Pa. 

The Kay Jewelry Co. is offering a prize to 
the most beautiful girl in the Lehigh Valley, 
in connection with the bathing beauty con- 
test held at Cedar Pool, Friday evening last 
(July 17). 

Otto Sommer, a watchmaker, employed by 
Faust & Landes, moved from the apartments 
he has occupied on Hamilton St. since his 
marriage, to a beautiful new bungalow type 
dwelling on S. Fulton St. 

The following manufacturers’ representa- 
tives have been calling on the trade in this 
locality: N. A. Johnston, Watrous Mfg. 
Co.; Paul Stern, Louis Stern Co.; Frank L. 
Avery, Louis Manheimer & Bros., Inc. 

A beautiful silver loving cup now on dis- 
play in the window of Clarence S. Weiler, 
jeweler, Mauch Chunk, will be awarded to 
the prettiest girl in the Switzerland of Amer- 
ica attending the dance, at Memorial Park, 
East Mauch Chunk. 

The following jewelers from neighboring 
towns are calling on wholesalers in Allen- 
town: J. C. Mumma, Reading; Ray C. 
Sheckler, Northampton; H. J. Dotter, Le- 
highton; Fred W. Rex, Lehighton; John A. 
Martin, Bethlehem; W. W. C. Geary, Beth- 
lehem; Clarence S. Weiler, Mauch Chunk; 
Earl H. Gier, Bethlehem, and J. C. Holtz- 
man, Pennsburg. M. W. Young, of Palmer- 
ton, was likewise in town on a Summer 
shopping tour. 








Seymour Ecker, manager of the Ecker 
Jewelry Co., Winston-Salem, N. C., together 
with Harry Lefkowitz, Simon Levin and 
Nathan Sosnick have been taking a rest 
at Wrightsville Beach. The party motored 
through the country. They also plan to 
visit Wilmington and other cities on their 
way going and coming. 








